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At Stewart-Warner Electric’s 1 .io 
and television plant in “Chicago, 4/0 
Aluminum RH insulated cSnductor 
cupplies 440-volt AC power for a 
1ew assembly line. Savirgd due to 
sing Aluminum amouv’ 1 to over 
% because of the ca! low initial 
st and the easier, (ister installa- 
tion of the ghee ep weighe metal. 


Electricians Howard Norton (left) and Al Iverson 
soldering aluminum connections at distribution 
panel. Below: He ard Norton, looking over 
completed job a’ panel said, “Aluminum is very 
satisfactory to stall because of its lightness 
and workabilit ..." 





figuré your new wiring job in 


Aluminum and figure low 


Get prices both ways—in Alcoa Aluminum and in copper. See for your- 
self the worth-while savings possible when you plan wiring for produc- 
tion lines, new power feeders or improved wiring for higher capacities. 


Although the rearmament program restricts the use of Aluminum we are ready 
to help you with the planning for trouble-free, low-cost wiring. For information 
write ALuminuM Company OF America, 1778H Gulf Bidg., Pittsburgh 19, Penna. 


UL GA Aluminum 
Conductors 


of ALCOA @ ALUMINUM are made by leading manufacturers 
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give you PROTECTION where flammable 
atmospheres are present or likely to be present 
. . because every explosion-proof CONDULET ... 


CEA 
a Withstands the force of an internal explosion : 


3 Has flametight joints 


HOT GAS IS ONLY COOL 


COOLED IN & GAS CAN 
PASSING . 
THROUGH /> i 


T 








Sectional View of Threaded Joint 
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All Crouse-Hinds explosion-proof electrical equipment is 
built to exceed Underwriters’ Laboratories requirements. 


Thousands of explosion-proof and dust-tight CONDULETS are listed in Crouse-Hinds CONDULET Catalog. 
as 
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CROUSE-HINDS COMPANY “CONDULETS 
| Syracuse 1, N. Y. are made only “g 
a ies te ee eS a Sa TR ey Ra a nienapeie— Renews Chy CROUSE-HIND. 
az "kage So Rater recantes Stay Aten See Charlotte New Orleans — Richmond. Va 


CONDULETS « TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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Electricity has revolutionized farm living! 


Sixteen short years ago, only; one farm family in 
seven had electricity. At the end of this year, elec- 
tricity will be available to 95% of the nation’s farms 
—and the output of goods per man-hour on the farm 
has soared to 156% of the 1935-39 average. Frigid- 


aire salutes this amazing achievement in bringing the 


electrical way of life to more people. For electricity 
refrigerates, cooks, washes clothes and dishes, heats 
water, irons, cleans, pumps water, milks cows, 
grinds feed, lights the house and farmyard — does 
hundreds of farm chores, and is a servant in the 
home ... all at the flip of a switch! 


Refrigerators are no longer a luxury, but 
a real necessity for farm families. They not 
only save time and effort, but provide the 
family with necessities—help make extra 
money on cream, eggs, milk, poultry, butter 
and other produce. 





Electric Water Heaters provide running 
hot water where and when you want it— 
automatically, and at low cost. In addition 
to the home, an electric water heater is a 
wise investment for the dairy man—saves 
time and work. 


Electric Ranges equipped with automatic 
controls, free rural home makers for other 
tasks instead of keeping them chained to 
hot stoves. And they re economical for all 
families, because electricity is the cheap- 
est servant known. 


Food Freezers save trips to town, store 
garden surplus, help add variety to meals. 
And freezing foods costs less, takes less 
time and labor, and yields better results 
than canning. Farm meat and poultry can 
be frozen and eaten over many months. 


Automatic Washers take most of the 
work out of washing clothes. Save time 
too, because many clothes can be ironed 
without line drying. Even with drying,they 
save time and labor, because damp-dried 
clothes weigh less and dry faster. 


Electric Milk Coolers can mean cash 
savings of hundreds of dollars a year to 
the dairy farmer, because they keep milk 
sweet and bacteria count low. They pre- 
vent waste, and bring a better price for a 
better grade product 


Frigidaire — Appliances for the Farm Home 
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1008—Electrical Equipment. The latest edition of the Federa- 
wg has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


1028—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables. 


1030—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., descri in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent lightin 
equipment. Each item is fully illustrated and peer ln an 
many are accompanied by installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 cneg | St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connections for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


1034—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co., Wilkes- 
Barre, Pa. The manual contains complete engineering informa- 
tion on the many types of wire and cable required by the build- 
ing industry ‘Tables showing dimensions and weights of all 
cable constructions are included. 


1042—Wire and Cable. An illustrated booklet containing de- 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenoi coras, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


1048—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 


Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re 
cessed incandescent units, and many others. e catalog is 
a from the Kayline Co., 2480 E. 22nd St., Cleveland 
, Ohio. 


1058—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide variety ot service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire and cable including specifications and a tech- 
nical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing in- 
teresting and useful information about the “modular system” 
of lighting can be obtained by writing to the Mitchell Manu- 
facturing Co., 2525 Clybourn Ave., Chicago 14, Ill. 


1082—Lighting Equipment. Just off the press is Catalog No. 
50, available from the F. W. Wakefield Brass Co., Vermilion, 

hio. The catalog covers full engineering data on fluorescent 
equipment in luminous indirect and direct-indirect for both 
standard and Slimline lamps. 


1086—Connectors and Couplings. Tomic Sales and Engineer- 
ing Co., 4864 Woodward Ave., Detroit 1, Mich., now have 
available catalog sheets containing data on the complete line of 
their connectors, couplings, and cable connectors. 


1088—Fittings and Fixtures. A 24-page illustrated catalog cover- 
ing Killark fittings and fixtures is offered by Killark Electric 
Mfg. Co., Vandeventer and Easton Aves., St. Louis 13, Mo. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 


Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





August, 1951 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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TAKE THE BUBBLES OUT OF STEEL CASTINGS 


{ 


Foundries “skin dry” molds so that the molding sand will not give off a gas and 
cause bubbles or porosity. in the casting. 


Until a short time ago it was common practice in most foundries to skin dry molds 
with an open kerosene torch. It was slow, hot, dirty, disagreeable work and a moment’s in- 
attention could result in a burned and spoiled mold. 


A Milwaukee foundry decided to get rid of this dirty, slow job of skin drying molds. 
They had infrared ray heaters developed. These heaters not only did away with the drudg- 
ery of the job but gave the foundry several unexpected dividends. First, the labor of the man 
drying the mold was eliminated. Second, spoiled molds became a thing of the past. But better 
still, because the infrared ray heaters were faster than the open kerosene torches, it was 
possible to dry an additional mold each day and that is a considerable dividend. 


Of course the infrared ray heaters demanded a dependable pathway for power and 
that they got in TIREX Cables. This picture shows TIREX Cables connected to the heaters. 
TIREX not only operates dependably day in and day out but it safely combats the sharp 
abrasive foundry sand, it eliminates the danger from cable fires caused by flying molten 
metal sparks, and it takes in its stride the everyday abuse that is part of the job. 


Isn’t that the kind of service that you want from your portable cords or cables? Of 
course it is! This kind of service was deliberately built into TIREX Cords and Cables. They 
are a product of Simplex research. 


Simplex research gave you the first heavy duty, rubber-jacketed portable cord or 
cable; the first low water absorption insulation; the first rubber-jacketed underground 
cable. Besides these notable “Firsts” Simplex research has provided a great many develop- 
ments which have enriched the art of cable design. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 





SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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1090—Midget-Size Busduct. Complete information on Power 
Plugin, the new, midget-size busduct, is found in bulletin No. 
703, available from Frank Adam Electric Co., 3650 Windsor 
Pl., St. Louis 13, Mo. 


_1092—Electrical Boxes and Conduit Fittings. Steel City Elec- 
tric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers a 
catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A four-page 
catalog sheet, Bulletin 63300, gives full information on photo- 
electric controls available from Fisher-Pierce Co., Inc., 59 Cey- 
lon St., Boston 21, Mass. 


1110—Flexible Cords and Portable Cables. Bulletin H-420, a 
55-page illustrated booklet describing Hazacord cords and cables, 
is being offered by Hazard Insulated Wire Works, Div. Okonite 
Co., Wilkes-Barre, Pa. 


1112—Shutters and Dampers. Air Conditioning Products Co., 
2340 W. Lafayette Blvd., Detroit 16, Mich., has made available 
an 11-page illustrated catalog No. 44 describing their line of shut- 
ters and dampers. 


1114—QO L Panelettes. A new 8-page bulletin on Federal 
Noark OL Panelettes has been announced by Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. 


1116—Lugs and Connectors. Krueger — Hudepohl, 5 E. 3rd 
St., Cincinnati 2, Ohio, has made available a fully descriptive 
catalog, No. 5LC, on solderless terminal lugs and connectors. 


1122—Portable Cords. New eight-page pamphlet describes and 

illustrates complete line of implec TIRE Portable Cords. 

Gives weights and diameters. Copies may be obtained from 

> Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
ass. 


1124—Crouse-Hinds Condulets. A newly compiled “Abridged 
Listing” features over 85% of the complete line of C-H Con- 
dulets, plugs, receptacles, industrial lighting fixtures, controls, 
panelboards, and signalling devices in a 168-page catalog. 
Quick reference is provided by a detailed contents page and 
an alphabetical index. The book is designated as Catalog 3100 
and is available from Crouse-Hinds Co., Syracuse, N. Y. 


1128—Display Lighting. “The New Idea In Display Light- 
ing”, a colorful, well-illustrated 12 page catalog has been re- 
cently issued by the Amplex Corporation to describe their new 
Swivelite Accent Lighting Fixtures. The complete line includes 
canopy hood units, cluster assemblies, portable bases, screw-in 
hood units and hi-hats. Catalog may be obtained from Amplex 
Corporation, 111 Water Street, Brooklyn 1, N. Y. 


1130—Conduit Fittings. The latest completely illustrative cata 
logue on their diversified line of conduit fittings is announced 
by The Atlantic Conduit Fittings Company, 589 Atlantic Ave- 
nue, Boston 10, Mass. 


1134—Portable Cables For Low Voltage. A well ilustratea 
24-page catalog. Describes and illustrates the wide variety of 
single and multi-conductor cables for this voltage. Complete 
splicing instructions included. Copies may be obtained from 
oo Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
Mass. 


1136—Cavalier Heaters. A booklet is available from Cavalier 
Corp., Chattanooga, Tenn., describing the special features of 
the Cavalier Wall Insert Automatic Electric Heaters, and in- 
cluding specifications on the four models of the line. Cutaway 
views and photos illustrate exclusive features. 


1140—Pole Line Hardware. Catalog No. 50 has just been an- 
nounced by Hubbard and Co. Hundreds of new products in 
the pole line hardware and accessories line are included in this 
new edition which is bound in burgundy fabricoid, embossed, 
and printed in two colors throughout. 


1142—Time Switches and Timers. Catalog 1010, describing 
time switches and timers, available from Sangamo Electric Co., 
Springfield, Il. Detailed information is provided about various 
units, and specifications and illustrations are liberally sprinkled 
throughout. Information for ordering switches is included at 
the back of the catalog. 
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1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 has 
just been issued by Lithonia Lighting Products Co., Lithonia, 
Georgia. It contains descriptive material and specifications on 
a wide range of fluorescent equipment suitable for residential, 
commercial, industrial and other applications. 


1146—Ceil Heat Electric Radiant Heating Cables—New illu- 
strated folders, fully describing Ceil Heat invisible Electric Radi- 
ant Heating Cables, have just been issued by the Ceil Heat 
Division of Homes, Inc., 4204 Kingstone Pike, Knoxville, Tenn. 
Consumer explanation of radiant ceiling heat as well as techni- 
cal installation instructions are included in the literature. 


1148—Solderless Connectors. Bulletin 750, available from 
Buchanan Electrical Products Corp., 1290 Central Ave., Hill- 
side, N. J., describes this manufacturer's improved line of Under- 
writers’ listed “presSURE-connectors” for solderless splicing 
and terminating of electrical wires. It contains detailed descrip- 
tive data, installation instructions, and ordering information. 


1150—Fluorescent Fixtures. Colorful, new 1951 20-page cata- 
log now ready. Front cover shows interesting illustration of 
“Light through the Ages”. Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by Light & 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, Tenn. 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE indus- 
trial and residential wall and ceiling fans. Write to Perfect- 
Line Manufacturing Corp., Old Country Road and Railroad 
Avenue, Hicksville, L. I., N. Y. for a copy. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured by 
the Jones Metal Products, Inc., of West Lafette, Ohio. Sev- 
eral new sections have been added and all major lighting units 
have revised illustrations, cutaway views, diamentional draw- 
ings, plus typical installation diagrams and photos. 


1158—Self-Cooled Motor Propeller Fans for commercial and 
industrial uses are featured in Ilg Bulletin 149-1. Dimensions, 
weights, capacities, describe ratings and complete data are given. 
Contact the Ilg Electric Ventilating Co., 2850 North Craw- 
ford Ave., Chicago 41, Illinois, or nearby Branch Office (con- 
sult classified directory). 


1160—Lighting Units. Two new illustrated catalog sheets have 
been announced by Compco Corp., 2251 St. Paul Ave., Chicago 
47, Ill. Bulletin No. 28P8—182 features the Solo indirect 
diffuser engineered expressly for 50° GA lamps; Bulletin No. 
28P8—184 describes Compco. universal patttern lighting, which 
permits unlimited geometric lighting patterns with four basic 
units. 


1162—Cable Staples.—Two-color folders on new Viking cable 
staples, manufactured by W. W. Cross & Co., Inc., Jaffrey, 
N. H., are now available from James J. Walsh, P. O. Box 
325, Greenville, R. I. The staples are available for attaching 
armored cable and non-metallic sheathed cable 


1164—Bakelite Wiring Devices. Catalog No. 50, Eelectrical 
Wiring Devices, is now available from Rodale Mfg. Co., Inc., 
Emmaus, Pa. and the Rodale line is profusely illustrated through 
out the 36 pages. This catalog was compiled with the intention 
of making it an up-to-date reference book for the convenience 
of Rodale customers. 


1166—Electrical Fittings. 40-page illustrated catalog and price 
list and wide Gedney line. Shown and listed are conduit, thread 
ed entrance, SEC, EMT and ground fittings, and box connectors 
for both armored and non-metallic cable. Most of the line is 
made of tough malleable iron, and hot dip galvanized. Desired 
copies available from Gedney Electric Co., RKO Bldg., Radio 
City, New York 20, N. Y. 


1168—Viking Cable Staples. W. W. Cross & Company, Inc., 
Jaffery, N. H., have added a Cable Staple to their quality line 
of Small Cut Tacks and Nails. These Viking Cable Staples 
were engineered and developed to provide electricians with a 
better fastener for the installation of armored and non-metallic 
sheathed cable. Viking Cable Staples are made in two sizes 
with inside dimensions of 4%” x 1” and %” x 1%” packed 
in bulk wooden cases of 10,000 Staples, or attractive packages 
of 500 and 100 Staples. 
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IT’S DAY-BRITE 
IN AMERICA’S 
Tl fede) 5 


Anyone Can See Why Children Learn in this School 


The North Glendale School in Glendale, 
Missouri is still another school, one of hun- 
dreds throughout America—where Day- 
Brite supplies modern efficient lighting. 


NOW, MORE THAN EVER 


AMERICA MUST 


Do teachers in your school look at a group 
of young squinting faces? Do your class- 
rooms have a last row problem? Are your 
blackboards “glareboards’? Then you 
should do something about your school 
lighting now. Glare, bright reflected light, 
sharp color contrasts or insufficient light 
can cause permanent damage to strained 
eyes ... does result in nervous tension and 
retarded learning. 


SEE WHAT IT’S DOING 


Ir, WHEN IT’S 
S easy ro SEE 


Day-Brite has conducted scientific school 
lighting tests for years. That’s why they 
have been able to solve school lighting 
problems for teachers, school principals 
and Public School Systems in literally hun- 
dreds of America’s schools. That’s why 
Day-Brite fixtures give classrooms the 
glare-free, evenly distributed light that 
students need. And, that’s why Day-Brite 
has been able to design quality fixtures 
with the low-cost installation and mainte- 
nance features which most school budgets 
require. Would you like further informa- 
tion? Write today to Day-Brite Lighting, 
Inc., 5435 Bulwer Ave., St. Louis, Mo. 


“DECIDEDLY BETTER 


DAY-BRITE 
ea ighling Dirty 
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whether it’s straight line or corner construction ... 
it calls for HUBBARD INSULATOR PINS 


Hubbard Wide Base Clamp Pins, Nos. 24320 and 
4320 for angle or corner construction, are forged 
from new hot-rolled open-hearth steel. The broad 
bases of these pins present a large area to the arm, 
reducing “burning” and cutting into the wood to a 
minimum. The four lugs prevent the pin from turn- 
ing on the arm. They are available in Carriage Bolt 
and U-Strap types as illustrated. Carriage Bolts and 
Plate are included with the No. 24320 style. 
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Hubbard Angle Type Cross Arm Corner Pins, No. 
4309 style, are made from certified malleable iron for 
use on 4 by 5-inch cross arms. The back of the pin 
(the portion farthest from the bolt) is placed to the 
inside of the angle of the line, providing a leverage 
which offers maximum resistance to corner loading. 
They come with 1 and 1%-inch lead threads and for 
1%-inch thimbles. Mounting Bolt, % by 6-inch, with 
washer, nut and lock nut is included. 














In 1934, off the New Jersey coast, fire 
raced wildly through the American steam- 
ship Morro Castle, claiming 134 lives in 
one of this country’s greatest sea disas- 
ters. One of the ways by which the fire 
spread so rapidly through the ship was 
along the insulation on the wiring that 
covered the whole vessel like a network 
of nerves. 

In those days, wax-finished, braided 
wires were in common use and were so 





dangerously inflammable that the wax- 
covered cotton servings or braids, if 
ignited, actually burned like a torch. 
Moreover, this wax-finished insulation 
was easily disintegrated by heat, light 
and moisture, a condition which further 
increased the fire hazard. 

Obviously, something had to be done 
to prevent the spread of fires along wir- 
ing insulation—a need that was grimly 
proved by the Morro Castle catastrophe. 
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; ; “SAFECOTE” 

As early as 1928, National Electric FINISHER 

ASPHALTIC 

SATURATOR LUBRICANT 
DRESSING 


began the experimental manufacture of 
a new and improved insulation, ‘“Fire- Russer 
Stop,” that was later to be hailed as 
the “most important achievement in a 
decade.” This new insulation was flame 
retardant as well as moisture resistant. 

Pitch, rather than wax, overcoated 


| 
the saturant and hermetically sealed the COATED ff 


° . . ° . PPER / 
braids, servings and insulation against SOPP®® , MARKED AND 
SERVING OVERCOAT MEASURED 


light, air, heat and moisture, to retard OF PITat 


oxidation and disintegration. In time, 

this wire came to be marketed under Today, National Electric Building Wires, Power 

the registered trade name “‘Safecote.” Cables, Varnished Cambric Cables, Service En- 
Fire-resistant wiring is only one of trance Cables and other important non-metallic 

National Electric’s many contributions ‘covered conductors are ‘‘Safecote’’ protected 

toward better, safer, more convenient against fire, water and other deterioration—a 

electrical installations. For more than safeguard that has helped prevent the repetition 

40 years, the National Electric name _ of the Morro Castle tragedy. Colors are fixed and 

has stood for everything in wiring—the permanent. Fishing is easier. Wires and cables 

world’s largest producer of the complete are marked and measured 

line of secondary electrical distribution every two feet to assure 

systems, ready, easy identification. 


EVERYTHING IN WIRING POINTS TO 
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LOAD CENTERS and SERVICE EQUIPMENT 


with ADD-ON TYPE 
(just slip 'em in) 
Circuit Breakers 


ALL THE FEATURES of dependable thermal- plus complete job flexibility and a reduced number 
magnetic automatic circuit protection... plus.. 


of units required for a basic stock. Later, changes in 
“the add-ed convenience and flexibility of ‘ADD- ON circuits or capacities can be made with interchange- 
“TYPE CIRCUIT BREAKERS are now incorporated able ADD-ON breakers. 
panto @ Load Centers and Service Equipment. For everyone concerned, it all adds up to greater conven- 
tence, flexibility and economy. So write for your copy of 
Bulletin No. 204 which describes the new ADD-ON 
feature of @ Load Centers and Service Equipment. 


j Five basic units (see chart) plus a stock of indi- 
vidually-packaged single pole and double pole @ 
"THERMAG type circuit breakers meet any job 
“requirement .. . from then on it’s a simple 
matter of addition to add new circuits. . 
‘change capacities... or replace damaged Type Cot, te. Guts Gn 
“units. Because all ADD-ON breakers are 
‘interchangeable and readily installed, it's | THERMAG @LC4-4F (or S) 100 Amp. 8 
‘as easy as buying and replacing light bulbs. | THERMAG @LC4-8F eS ge 100 Amp. 12 
“Other features are the screwless assembly | THERMAG @LC4-12F oD p (sr fetd 100 Amp. 16 
‘and only one pressure type connection | THERMAG @DLC4-8 pees hana sntond 4 100 Amp. 12 
between circuit breaker and bus bar. THERMAG @DLC4-16 100 Amp. 20 





Max. Feeder Maximum 
Capacity Total Poles* 





This flexible system of load center as- 
‘semblies made-up with individual circuit 
‘breakers was pioneered by @ almost 20 Complete factory assemblies also furnished on special order. Similar units with 


years ago. Today, with the plus value of QUICKLAG Circuit Breakers also available! Add “Q" to extaleg number: thus 
the ADD-ON breaker, electrical contrac- ee” ae. 


“ P " Other add-on units with 30 amp. maximum capacity () JUNIOR Type Thermal 
tors enjoy easier and faster installations trip circuit breakers (6 poles or less, including 1 D.P.) are available. 


(7; et otdam Electric Co. 


Our 60th Year 





*including any number of Double Pole. 
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Gateway to dependability 





No matter what the job... you can depend on 
Security Tape. For electrical and general purpose 
jobs, Security gives you added protection. Strong, 
straight-tearing and non-raveling, Security meets 
the strictest demands. Security has no pinholes to 
cause leaks, and will not dry out. Ask your whole- 
saler for Security. 


A QUALITY PRODUCT OF 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER. NEW YORK 20, N. Y. 
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New 41-story building 


uses modern ring bus 


‘ 
} 





ry t ‘ 3 RING BUS EQUALIZING NETWORK DETAIL 
Hd! shaheher—— 


 raacinemetts yo 


TO OrSTRIU" 





























Each POINT ON RING BUS 


5S TRANSFORMERS FEEO A RING BUS IW BASEMENT FOR FLOORS 1-15 
4@ TRANSFORMERS FEED A RING BUS ON 32ND FLOOR FOR FLOORS 16-45 


NETWORK PROTECTOR DETAIL 


NETWORK NETWORK CURRENT 
TRANSFORMER PROTECTOR TRANSFORMER 


‘ SERVICE CONDUCTOR 
3 


ALS) TO DISTRIBUTION 
< PANELS 
=. TE 


Leena TO MNS BUS 
EQUALIZING NETWORK 


























Ot LIMITERS 
32nd floor transformer room: Conduit at upper left goes to 
distribution panels. Notice current transformers at upper right. 











This is the ring bus network in basement. The 5 transformers 
that feed it are equalized by means of the ring bus. 


—~—s. 2 
ceed 


Here are two of the 100 KVA transformers on the 32nd floor. Network protectors 
are mounted on front of the transformers. Ring bus equalizing network is over- 
head, fed by network protectors. These protectors also feed the distribution panels. 
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protected against power failure 


equalizing network made from 


MERBESTOS 


525 WILLIAM ENN PLACE, PITTSBURGH, PA., is mod- 
ern from the word go. It has all the things that 
make a building easy to work in and easy to 
maintain. 4 

This handsome building is completely air-con- 
ditioned. It has stainless steel windows and span- 
drels, “Q” floors for flexible floor layout, movable 
steel wall partitions, acoustical ceilings, glareless 
fluorescent lighting. 

But to electrical engineers, the thing that stands 
out most is the advanced electrical distribution 
system. It features a ring bus equalizing network 
that guarantees power to the entire building even 
if one of the main 1.000 KVA transformers should 
fail. The diagram shows how it works: 

The output of each 11,500/120-208 Y 3¢ net- 
work transformer is fed through the network pro- 
tector to the ring bus and the distribution panels. 
If a fault should develop in one of the transfor- 
mers the network protector would kick open. But 
the affected distribution panels would still be fed 
by the other transformers through the ring bus 


P| 
ELECTRICAL WIRE 
AND CABLE 


network, which is well protected by limiters. In 
other words, the voltage in all five sections would 
be automatically equalized in case one section 
should fail. 

As a further precaution, the power company 
furnishes current from the power station via 5 
separate feeders through a ring bus. Failure at the 
power station would probably affect only one 
feeder, but all transformers would still be served. 
Over-all building power would continue, unin- 
terrupted. 

American Steel & Wire Company furnished the 
bulk of the wiring that will assure unfailing power 
to this great building—from the 3,000,000 C/M 
Amerbestos main ring feeder and thousands of 
feet of 500,000 C/M Amerbestos secondaries—to 
the millions of feet of Amarine-Amperox heat and 
moisture resisting circuit wiring. 

But as every designer and contractor knows, 
supplying the proper wire and cable is only half 
the job. Equally important is the application ex- 
perience of the supplier. At 525 William Penn 
Place we worked closely with everyone concerned 
with the electrical installation. As a result of this 
cooperation, the work was finished with complete 
coordination. 

When American Steel & Wire Company 
supplies your electrical wire and cable, you 
can be sure of this same cooperation from 
our highly-skilled engineers. We'll be glad 
to discuss the entire range of special purpose 
conductors available. We'll help you select 
the best and most economical grade for your 
particular job, and we'll give you valuable 
assistance on installation problems. 

For more information, get in touch with 
our nearest district engineer or write Ameri- 
can Steel & Wire Company, Rockefeller 
Building, Cleveland 13, Ohio. 


AMERICAN STEEL & WIRE COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA STEEL COMPANY, SAN FRANCISCO 
PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL, IRON & RAILROAD COMPANY 
BIRMINGHAM, SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire and Cable 


ea ee eS 
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The 4th International LIGHTING EXPOSITION 


ANNOUNCES 


{952 MERIT AWARD COMPETITION 


NN Ce 
——— ~“ 


Dedicated to... 


MOBILIZE LIGHTING KNOWLEDGE 
TO ADVANCE AMERICA’S WELFARE 


Open To ALL: 


Electrical Contractors... Utility Lighting and 
Power Representatives... Electrical Distributors’ 
Specialists and Salesmen... Architects and 
Consulting Engineers... Owners and Users 
of Industrial and Commercial Lighting 


YTHE 1952 Merit Award Competition 
‘affords you an important opportunity 
10 help advance the nation’s lighting 
iprogress, and at the same time be- 
‘come eligible for the highest recog- 
mition the lighting industry can 
bestow. The purpose of this Merit 
Award Competition is to help mobil- 
ize lighting knowledge for a stronger 
America from the standpoint of the 
latest equipment, installation meth- 
ods, and application techniques. 


Here is your opportunity to demon- 
Strate the importance and advantages 
of planned lighting to the nation’s 
welfare and at the same time to gain 
nation-wide recognition for your 
accomplishment. 


MERIT AWARD COMMITTEE 
4th INTERNATIONAL LIGHTING 
EXPOSITION and CONFERENCE 
Room 818, 326 West Madison Street 
Chicago 6, Illinois 


At no cost or obligation to me, please 
send entry blank, rules and complete 
details of the 4th International Lighting 
Exposition Merit Award Competition. 
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FIVE Separate Competitions 
—with opportunity for joint entries—one for 
each of the following groups: 
- Electrical Contractors 
2. Utility Lighting and Power 
Representatives 
3. Electrical Distributors’ Specialists and 
Selesmen 
4. Architects and Consulting Engineers 
5. Owners and Users of Industrial and 
Commercial Lighting 


Judging will be intra-group—that is, an 
entry by an electrical contractor will compete 
with only those of other electrical contrac- 
tors. When the installation is the cooperative 
work of men in two or more of the above 
classifications, the entries may be submitted 
as a joint entry and entered in one or more 
of the applicable classifications. 


Only installations made between July 1, 1950 
and December 31, 1951 are eligible for 
awards. 


Gold Seal Cash and Merit Awards 

From the entries received the judges will 
select those which, in the opinion of the 
judges, are entitled to receive Merit Award 
Certificates. In addition, the judges will 
select the entries judged best in each classi- 
fication which will receive Gold Seal Merit 


CONTEST DEADLINE—JANUARY 31, 1952 


Send for your application and rules book today—mail this 


coupon. 


NAME 


Awards of $100 each. Only five Gold Seal 
Awards will be given for any one class of 
installation. 


Awards to be given at 4th 
International Lighting Exposition 
and Conference 

Sponsored by the Industrial and Commercial 
Lighting Equipment Section of NEMA. Win- 
ning entries will be exhibited at the Exposi- 
tion in the Cleveland Auditorium, Cleveland, 
Ohio, May 6-9, 1952. In the event conditions 
make it necessary to cancel or postpone the 
Exposition, no awards will be made. 


Send For Official Entry Blank 
and Rule Book. It's easier than ever to 
enter this year’s competition. You don’t have 
to be a lighting engineer to compete. Send 
coupon today for official rules book and 
helpful suggestions on how to win. 


4th INTERNATIONAL LIGHTING 
EXPOSITION AND CONFERENCE 
sponsored by INDUSTRIAL AND COMMERCIAL 
LIGHTING EQUIPMENT SECTION 

of the National Electrical . 
Manufacturers Association. 


May 6-9 1952 
CLEVELAND AUDITORIUM 
Cleveland, Ohio 





ADDRESS. 





CITY. 





STATE 
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for successful bids... : | : 
make your bid with ithonia 














Tops in DESIGN- 
Tops in QUALITY 


* 
SLIMLINE 
2-and 4-Light 

Fluorescent Fixtures 
2-ft. 4-ft. 
6-ft. 8-ft. 




















* PRICED RIGHT 
We will manufacture 
to your own specifica- 
tions as we do for 


leading chain and contractors. 
Write Today. 


LITHONIA LIGHTING PRODUCTS CO., INC. 


Manufacturers & Designers of Lighting Fixtures — Lithonia, Ga. 
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INDUSTRY RELATIONS 


Should antiquated ordinances 
be tolerated ? 


bg , , 
An electrical ordinance should keep pace with modern methods 
and materials; it should protect the public; 


and it must be supported 


by Walter R. Stone 


@ A NEW ELECTRICAL ordinance 
which was passed by the Fort 
Worth, Texas, City Council, May 
23, 1951 was put in force July 2, 
1951. 

This ordinance was the result 
of two years work and study by 
the Electrical Board after many 
compromises to iron out differen- 
ces between the several factions 
that were interested, such as 
the National Electrical Contrac- 
tors Association, the Independent 
Electrical Contractors, the Inter- 
national Brotherhood of Electri- 
cal Workers, the Texas Electric 
Service Company, the South- 
western Bell Telephone Company, 
the Home Builders Association, 
and many smaller groups and in- 
dividuals. 

In all fairness, it can be said 
now that several of these larger 
groups subordinated their own 
interests to the interests of the 
public and acquiesced in provi- 


18 


sions which were not to the best 
of their interests for the sake of 
harmony. With such diverse inter- 
ests, however, compromises were 
inevitable. 


Model ordinanee 


An attempt was made to pat- 
tern the ordinance after the model 
drawn up by the National Electri- 
cal Manufacturers’ Association 
with licensing provisions added 
for three grades of electricians: 
master, sign, and journeyman. 

The journeyman-licensing pro- 
vision, however, was struck out 
by the City Council at the request 
of the Independent Electrical Con- 
tractors. (See February issue of 
ELectricaL SoutH for this au- 
thor’s views on this subject.) 

In the end, many changes were 
made, but on the whole every- 
body will benefit by the new 
ordinance because the old one, 
which was drawn up in 1938. was 


antiquated, unnecessarily restrict- 
ive, ambiguous, and actually un- 
enforceable. 

Examples of some of the benef- 
its that will be immediately felt, 
especially now with critical mate- 
rial shortages, are as follows: 

Restrictions on certain types of 
materials were removed in every 
case where such restrictions were 
not justified by reason of added 
safety. For instance, the old 
ordinance required all under- 
ground wiring to be lead-covered 
wire installed in rigid steel con- 
duit. 

Certainly this restriction was 
ill-founded since many other 
types of underground wiring are 
just as safe; and some, if not all, 
are cheaper. 

At the time of this writing, for 
instance, lead wire, size number 1, 
for a one-hundred-ampere serv- 
ice, run underground for a dis- 
tance of 100 feet, costs $140.70 for 
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just the wire alone. The same 
amount and size of type TW wire 
costs $84.50. Quite a saving! 

In addition, the lead wire re- 
quires 2-inch conduit instead of 
14-inch conduit required by the 
TW wire. If you think that in it- 
self is not a saving, check the 
prices on the two sizes of con- 
duit. 

But wait. How about the time 
and labor differences between the 
two methods? Believe me, there 
is a difference. 

There are many ways to save 
besides those just mentioned on 
this same little item. 


Ways to save 


Suppose, for instance, you pre- 
fer to use electric metallic tubing 
instead of the rigid steel conduit 
previously required. Remember, 
this thin wall tubing is not thread- 
ed; the coating, therefore, is not 
removed, and consequently it is 
not likely to rust. 

True, rigid steel conduit has its 
own advantages, but in this par- 
ticular case electric metallic tub- 
ing is safe. (That should be all 
that is of concern to a governing 
body.) 

So you have there another sav- 
ing. Go further, if you please. 
There are many direct-burial 
wires which are now approved. 

Say, this ordinance is down- 
right modern! 

We have examined one of the 
ways that it will help the contrac- 
tor. Let us now see how it will 
help the home owner, and indi- 
rectly the contractor, too. 

(Say what you please, but the 
cheaper you can install your job, 
the more jobs you will have and 
the more money you will make.) 

In the table are two samples 
of the comparative costs to the 
home owner of work done accord- 
ing to the old and to the new 
ordinances. These costs are based 
on actual averages of similar jobs 
done in Fort Worth. 

There are, of course, slight 
variations on different jobs by 
different contractors, but the ratio 
is the same in all instances. 

The facts brought out in the 
tabulation are examples of the 
way in which just one phase of 
the new modernized ordinance 

(Continued on page 52) 
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How Fort Worth’s New Electrical Ordinance 
Compares With the Old 
on Certain Specific Projects 


Old Ordinance 
Requirements 


Project 


Private residence or Metal raceway or 
duplex apartment metallic sheathed ca- 
ble, such as “BX” 


Residence with three Rigid steel conduit 
electric metallic tub- 
ing, or metal mold- 
ing 


or four garages 


Electric range 


Rigid steel conduit 


Motors, 2-hp or Rigid steel conduit 


smaller 


New Ordinance 
Requirements 

Any method which is 
permitted by the Na- 
tional Electrical Code, 
including non-metallic 
sheathed cable such as 
“Romex.” 


Same as above 


Same as above 


Same as above 





Project Old Ordinance, 


Cost 


Six-room residence 
with 55 openings 
and overhead serv- 
ice (no fixtures) ——___ ~350.00 
Electric range — 50.00 


Attic fan - 


2-hp air-conditioning 
motor —_ 


Total 


Savings 


New Ordinance, 
Cost 


$240.00 
20.00 
10.00 


15.00 
$285.00 
$160.00 





Project Old Ordinance, 


Cost 


Ten-room residence 
with overhead serv- 
ice and 143 open- 
ings (no fixtures) - 


.~ 1084.00 
Electric range 50.00 
Attic fan 20.00 
Electric ironer —— 25.00 
Home freezer —_ 25.00 


Central heater —_ 25.00 


2-hp_ air-condition- 
ing motor —— saciaaala 25.00 


Total : —__—%31254.00 


Savings 


New Ordinance, 
Cost 





LIGHTING 





Lighting in the home 
from concealed sources 


Lighting a study desk 


FLUORESCENT LAMPS concealed behind the window 
valance in this room furnish supplementary lighting 
for working at the desk and eliminate annoying bright- 
ness contrasts caused by using the portable desk lamp 
alone. 

Designed as part of a wall-length lighted window 
valance, this particular section. contains a 40-watt 
fluorescent lighting fixture placed an inch-and-a-half 
from the curtain line, with the tube facing downward. 

Both the lighting fixture and the valance panel are 
mounted on a separate wooden board which is attach- 
ed to the ceiling. In order to allow as wide a dis- 
tribution of light as possible out into the room, the 
valance, which is 14 inches deep, is mounted 14 inches 
out from the window. 


@ THE VERSATILE single-lamp fluorescent fixture 
may be adapted to lighting for every room in the 
home when suitably concealed by valances or simi- 
lar arrangements. 

The accompanying photographs show some of the 
effects that can be achieved in living room, bedroom, 
and kitchen. 


Long living room 


By MEANS OF fluorescent lighting concealed behind a wall- 
length window valance, the far end of this long living room 
is brought to life and given an important place in the decora- 
tive scheme. 

Prior to installation of the illumination, this section of the 
room more or less receded into the background, with the 
mirror giving the appearance of an opaque panel between 
two conventional window sections. 

Three single-lamp fluorescent lighting fixtures, with the 
tubes facing downward, are mounted end-to-end an inch- 
and-a-half in front of the curtain line, on a wooden board 
which is attached to the ceiling. 

In order to allow as wide a distribution of light as possible 
out into the room, the 14-inch-deep valance is mounted 14 
inches out from the window. 

To prevent the fluorescent tubes from reflecting in the 
mirror, the mirror was painted down as far as the depth of 
the fixture in the same “putty” color as the walls. 

The 20- and 40-watt lighting fixtures contain warm white 
fluorescent tubes, whose color tone closely approximates 
that of incandescent lighting and intensifies the rose-beige 
color of the silk gauze curtains. 


Vv 
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Vanity table lighting 


CONCEALED LIGHTING for this compact 
vanity table built in beside a closet 
furnishes a uniform amount of illumi- 
nation over the entire unit and virtual- 
ly eliminates glare and annoying sha- 
dows. 

The installation consists of a single 
20-watt fluorescent lighting fixture at- 
tached to the underside of a shelf 
which is covered by the wooden roll 
blind. 

Containing a deluxe warm-white 
fluorescent tube, with color tone close- 
ly approximating that of incandescent 
lighting, the fixture is placed 4 inches 
back from the front edge of the shelf. 

A length of plywood is attached to 
the edge of the shelf to conceal the 
fixture, and the blind is lowered to the 
bottom of this strip of plywood 

In order to prevent the lamp from 
reflecting in the mirror, the back sec- 
tion of the mirror is painted down as 
far as the depth of the fixture in the 
same dove-grey color used on the walls 

Hiding three useful shelves, the blind, 
which operates on a er spring, is 





also painted dove grey 

To add a decorative touch, perfume 
bottles were hand-lacquered in red and 
turquoise on the blind. These reflect 
in the mirrored closet to the left of the 
vanity unit. 
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Kitchen work surfaces 


LIGHTING PLACED directly over the (All photos courtesy Sylvania Electric Products, Ine.) 
work surfaces in this small kitchen 
gives plenty of illumination where it is 
most needed and eliminates annoying 
shadows at the sink and counters which 
would be caused by the use of a cen- 
ter ceiling fixture. 

A single-lamp fluorescent lighting 
fixture containing a 40-watt deluxe 
warm-white fluorescent tube is center- 
ed along the underside of the cabinets 
and placed about 2 inches back from 
the front edge. 

Because the overhang from the cabi- 
nets is not deep enough to conceal the 
lighting fixture, a 5-inch strip of ply- 
wood was nailed to the edge of the 
cabinets to serve as a valance. 

This piece of plywood is cevered 
with black chintz which is edged with 
ball fringe to carry out the Mexican 
motif of the room. 

In order to add to the cheerful atmo- 
sphere of the kitchen, a 20-watt fluore- 
scent tube has been concealed behind 
the window valance which was al- 
ready deep enough to cover the fixture. 

Here, the lighting fixture is placed 
directly at the window reveal, approzi- 
mately one-half inch back from the 
edge. 
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[APPLICATION | 


Southwest industrial power 


application conference 


Speakers emphasize opportunities 


for new equipment installations 


and expansion of conventional loads 


by Hunter Hughes 


@ INDUSTRIAL POWER sales can be 
increased by recognizing oppor- 
tunities for new equipment ap- 
plications or expansion of con- 
ventional loads. 

How this can be done was ex- 
_ plained to Southwestern power 
company representatives by Gen- 
eral Electric application engi- 
neers and specialists at the recent 
“Southwestern Industrial Power 
Application Conference” held in 
Dallas, Texas. 

The conference was held as 
part of General Electric’s “More 
Power to America” program. 

The conference was opened by 
H. A. White, manager of the 
Southwestern District, who set 
the optimistic theme of the meet- 
ing by pointing out that the public 
utilities are facing a period of 
rapid but healthy growth. 

In 1950, projected plans of utili- 
ties for expansion of generating 
power foresaw the construction 
of 17 million kw in the then three 
years ahead. Now, just one year 
later, plans call for construction 
of 27 million kw in the coming 
three-year period. 

Mr. White also told the con- 
ference that in the past six years, 
the industrial use of power had 


22 


increased from 5 to 7 kw per 
worker. He then turned the 
meeting over to E. C. Wise, man- 
ager of General Electric’s Indus- 
trial Division in Dallas. 

W. F. Strong, applications en- 
gineer, explained how plant sur- 
veys by power salesmen could 


build industrial load. When mak- 
ing the survey, look for the fol- 
lowing: 

(1) Operations which are not 
now being performed; 

(2) Operations now being per- 
formed but non-electrically; and 

(Continued on page 54) 


Keynoters at General Electric’s Southwestern Industrial Power Application 
Conference were H. A. White, left, Southwest district manager, Dallas, and 


Horace Zi r, m 





ger of district operations, Schenectady, N. Y. 
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MAINTENANCE 


A call from the dime store down 

the street brings a prompt re- 

sponse from Hitt Electrical 

Service, Rockville, Md., and an 

electrical receptacle at the lunch 

counter is put back into work- 
ing condition. 


Why maintenance is 
so important 


by Beatrice Miller 


@ No CALL FOR maintenance 

work, no matter how small the 

job, is sidestepped by the Hitt 

Electrical Service, 211 Montgom- 
° 9 . . . . ery, Rockville, Md. 

of this company’s business. He believes it will be Edward Hitt, owner, points 

his mainstay when construction begins tapering off, with pride to the many large 

* maintenance accounts and even 

sizable installations that have re- 

sulted from some small mainten- 


Maintenance now accounts for 50 per cent 
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ance job that meant only a few 
dollars. 

And maintenance, believes Hitt, 
will become the mainstay of his 
business once construction begins 
tapering off. 

Hitt recalled the small initial 
job a church asked him to do one 
night on changing some lights. On 
the basis of this performance, the 
Hitt Electrical Service became 
known to a member of the church 
who was a feed and grain mill of- 
ficial. 

Hitt was eventually called in 
to plan the motor equipment for 
the automatic bagging and weigh- 
ing of feed and place motor con- 
trols on the grain elevators. 

The feed and grain mill is now 
one of Hitt’s good maintenance 
accounts where full operation of 
equipment is checked from time 
to time. On this job the electrical 
pressure switches and weighing 
mechanisms getting hard wear 
have to be kept in good operating 
condition. 


Inspection procedure 


Inspection and maintenance 
here include: 
(1) Checking the heat indica- 


tors in the bins where the grain 


pellets are cooled by fan equip- 
ment to a certain temperature be- 
fore they are bagged; 


(2) Checking pressure switches 
controlling the weighing; 

(3) Checking light indicators 
on bins that tell the amount of 
grain pellets in the bin. 

Past performance has figured 
solely in acquiring new mainten- 
ance accounts, Hitt pointed out, 
for he has never done any mail or 
newspaper promotion. Yet main- 
tenance accounts for 50 per cent 
of his over-all volume. 

“We have not had to,” stated 
Hitt. He believes word-of-mouth 
promotion has no substitute, and 
is responsible for the steady year- 
ly 15 per cent-20 per cent growth 
of volume they have had in the 
four years of their business. 

“We believe that if you give 
people a good job at a reasonable 
price, people will take care of you. 
We find it just as important to 
take care of our old customers as 
we do our new.” 

That is the reason why main- 
tenance jobs, especially where the 
trouble is inconveniencing a cus- 
tomer, take precedence over new 
installations. Maintenance is a 
continuous and steady source of 
business. 

Hitt assigns all maintenance 
work to four men in his crew of 
eight. Two men are assigned’ to 
residential, two to commercial. 

Working in pairs on residential 


and commercial maintenance, the 
men may be sent out to repair 
electrical equipment in lumber 
warehouses, stores, garages, 
barns, apartment buildings, and 
housing developments. 

Hitt inspects and supervises the 
work of his men. To date he has 
not found it necessary to solicit 
work by telephone or personal 
contact. 


Year-round maintenance 


He cited several small calis that 
have led to year-round mainten- 
ance. A plant nursery was hav- 
ing trouble with its well pump, a 
job that brought only a few dol- 
lars but got prompt service from 
Hitt’s. The maintenance on that 
account now yields $1,000 a year. 

The publishing house down the 
street needed a hookup of a small 
printing press. Maintenance at 
that plant now brings about $1,- 
000 a year. 

The 5-10-cent store had a recep- 
tacle on its lunch counter that 
was not working—a small job re- 
quiring only a plug. Yet calls for 
repeated services at the 5-10-cent 
store now bring Hitt’s $400 a year 
in maintenance. 

The corner restaurant made a 
hurry-up call to Hitt’s Electrical 
Service that a circuit of lights was 

(Continued on page 60) 


Large maintenance ac- 
counts as well as sizable 
installations have resulted 
from some small repair 
jobs the Hitt firm respond- 
ed to without delay. A 
small printing press job 
hooked up for a neighbor- 
hood plant resulted from 
the repair of a circuit. 
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IAEL CONFERENCE 


IAEL chooses New Orleans 


for annual convention site 


@ A VERY SPECIAL program, de- 
signed to deal with matters of 
current interest, has been devel- 
oped for the 16th Annual Con- 
ference of the International Asso- 
ciation of Electrical Leagues, 
which will be held at the Roose- 
velt Hotel, New Orleans, La., 
Wednesday, October 10, to Satur- 
day, October 13, inclusive. 

The conference is open to rep- 
resentatives of all branches of the 
electrical industry interested in 
expanding the market for electri- 
cal products and services by co- 
operative means. 


Day-to-day problems 


In ‘addition to addresses on 
specific subjects, selected for their 
timeliness, there will be two half- 
day forums to provide opportuni- 
ties for members of electrical lea- 
gues and other conferees to ask 
questions and to discuss the day- 
to-day problems encountered in 
league operations. 

Hutson Colcock, president of 
the Electrical Association of New 
Orleans, the host organization, 
will deliver the address of wel- 
come. He will be followed by a 
pertinent address on league op- 
erations presented by Leo Hirsch, 
who was the first president of the 
Electrical Association of New Or- 
leans. Response, under the title 
of “The Leagues Are Ready,” 
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, Program designed to deal with 


matters of current interest 


will be made by an official rep- 
resentative of the IAEL. 

The general chairman of the 
conference will be J. G. Waddell, 
president of the IAEL, who will 
be assisted in the conduct of over- 
all affairs and individual sessions 
by officers and directors of the 
organization. 

Important addresses will in- 
clude the following: 

“The General Economic Out- 
look,” by Dr. Dexter M. Keezer, 
director, Department of Econo- 
mics, McGraw-Hill Publishing 
Company; 

“The Current Situation in the 
Appliance Market and Problems 
of Retailers,” by C. W. Leihy, 
publisher, Electrical Dealer; 

“Why My Utility Thinks It’s 
Good Business to Support an 
Electrical League,” by W. T. 
Clark, manager, residential sales, 
Cleveland Electric Iluminating 
Company; 

“Legal Problems Encountered 
in Trade Association Activities,” 
by Henry P. Fowler, manager, 
Trade Association Department 
and General Counsel, United 
States Chamber of Commerce; 

“Recent Developments in the 
Field of Television,” by Glen Mc- 
Daniel, president, Radio-Televi- 
sion Manufacturers Association; 

“Profit Possibilities for Deal- 
ers in Appliance Service,” by H. 
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E. Putnam, customer service man- 
ager, Landers Frary & Clark; 

“The League’s Part in Main- 
taining Industry Morale and 
Keeping the Public Informed,” by 
K. G. Gillespie, vice-president, 
The Electric Association of Kan- 
sas City, Mo.; 

“Adequate - Wiring Programs 
That Work,” by Fred Sudduth 
(electrical contractor), of Sud- 
duth’s; and 

“Training Dealer Salesmen,” by 
E. J. Hegarty, director of sales 
training, Westinghouse Electric 
Corporation. 

Another item of considerable 
importance on the program will 
be a discussion of “The Effects of 
the Arsenal Economy Situation on 
the Availability of Critical Mate- 
rials for the Manufacturers of 
Electrical Appliances and Equip- 
ment,” by a speaker to be select- 
ed, preferably someone from the 


NPA. 


Reverse-panel discussion 


A new idea has been introduc- 
ed into one of the open forums. 
It is programmed, “I Want to 
Know,” and is to be a reverse- 
panel discussion on the subject 
of league organization and opera- 
tion where the panel will ask 
questions rather than provide 
answers. 

(Continued on page 58) 





HOOK-ON WATTMETER 


by R. L. Moeller 


Meter & Instrument Division 
General Electric Co. 

















Fig. 3. Power factor = 


watts (total for circuit) 


cos O= volt-amperes (total for circuit) 


vars (totel for circuit) 


ton = Satis (total for cigevit) 


convert tan @ te cos 7 
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Fig. 4. Measurement of watts in unbalanced 
3-phase, 3-wire circuit by two-watimeter 
method. Connect one potential lead to one 
conductor. Connect the second potential 
lead to, and place the hook cround, one of 
the remaining conductors and take o reading. 
Shift the hook (use in same position as be- 
fore—do not turn instrument ever) and 
second potential lead to the remaining con- 
ductor and take a reading. Add the two 
readings; or, if it was necessary to reverse the 
potential leads in the second measurement, 
subtract the smaller reeding from the larger. 


Bn Lh &, 
MULTIPLYING <7~ 
FACTOR 


Fig. 5. Measurement of watts in single- 
phase circuit. Connect the potential leads 
ecross the circuit and place the hook around 
either conductor, whichever gives an upscale 
indication. 


Fig. 6. Additional turns of conductor 
round hook may be used to multiply low 
velues. Actvel watts (or vars in polyphase 
circuit) equals product of indicated valve 
and multiplying factor divided by number of 
turns used. Division in illustration is 2. 








@ THE IMMEDIATE and widespread 
acceptance of the hook-on volt 
ammeter left little doubt as to the 
japproval of electrical measure- 
ments by the hook-on method. 
Now the hook-on wattmeter (Fig. 
1) makes possible the measure- 
ment of watts and vars by this 
same method. 

The electrician, maintenance 
‘man, “trouble shooter,” contrac- 
jtor, and field engineer need no 
longer measure watts the time- 
consuming way. Power measure- 
ments can now be made quickly 
and easily in single-phase and 
polyphase circuits (Fig. 2) with- 
out the cutting of the conductors 
and the consequent interruption 
of service. The hook-on method 
even makes it possible to obtain a 
three-phase, balanced power 
measurement with but one read- 
ing of a single-phase wattmeter. 
(See Fig. 10.) 

The reader may orient himself 
quickly by remembering that, 


with the exception of the hook-on 
principle, this wattmeter must be 
used the same as any convention- 
al single-phase wattmeter. For ex- 
ample, when using the two-watt- 
meter method of measuring three- 
phase power, the two readings 
must be added for power factors 
above 50 per cent in order to de- 
termine the correct power, while 
for power factors below 50 per 
cent they must be subtracted. If 
each step is followed exactly as 
outlined in Fig. 4, this algebraic 
addition will take care of itself. 


Readings 


Readings can be taken on insu- 
lated or noninsulated conductors 
up to 2 inches in diameter. Vars 
can be measured directly in bal- 
anced polyphase circuits by cross- 
phasing the potential connectors. 
See Fig. 11 through 13. 

The combined use of the hook- 
on voltammeter and the hook-on 
wattmeter permits the determina- 


Fig. 1 and 2. Details of the seales of the hook-on wattmeter are shown 
at the left. Full-scale readings of from 3 to 300 kw are included for 
voltage ranges of from 120 to 600. Right, wattmeter in use. 
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== convenient new maintenance tool 


tion of power factor. As a matter 
of fact; by the measurement of 
watts and vars with the hook-on 
wattmeter alone, power factor can 
be calculated (Fig. 3). However, 
the latter requires the use of tri- 
gonometric tables; while in the 
former, the ratio of actual power 
to apparent power gives power 
factor directly. 


Specifications 


This portable, single - phase, 
hook-on wattmeter is designed 
only for use on alternating-cur- 
rent circuits in which the current 
does not exceed 600 amperes and 
the line voltage does not exceed 
that of a nominally rated 600-volt 
circuit. The instrument has an 
accuracy of plus or minus 5 per 
cent of full scale within a fre- 
quency range of 50 to 70 cycles 
per second. The instrument is 
compensated for phase-angle er- 
rors and the volt-ampere con- 
sumption of the potential circuit 
is negligible for a power circuit 
measurement. 

In over-all appearance, as well 
as hook arrangement, the hook-on 
wattmeter is similar to the hook- 
on volt-ammeter. In the case of 
the wattmeter, six-foot leads are 
mounted permanently through 
the instrument handle and are 
provided with sheathed alligator 
clips for connection to non-insu- 
lated points on the conductors. 
The rating-selector switch, with 
full scale ranges of 3-6-20-60-200- 
300 kw, is designed to permit sim- 
ple, one-hand switching of the 
potential circuit. 

To use the hook-on wattmeter, 
proceed as follows: 

(1) Determine the required 
connections. See Fig. 4 through 
14. The diagrams illustrate pow- 
er measurements in balanced cir- 
cuits (voltage and current bal- 
anced both vectorially and num- 

(Continued on page 62) 
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BALANCED: 3-PHASE, 4-WIRE 
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Fig. 9. Place the hook around 
any conductor (except nevtral) 
ond # one potential lead to 
the hooked conductor and the 
other potential lead to neutral. 
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Fig. 13. Hook may be placed 
around any conductor (except neu- 
tral) and the potential leads across 
the other two conductors (except 
neutral). 
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Fig. 7. Hook around either con- 
ductor (except common) and con- 
nect the potential leads across the 
same ductor and 





MULTIPLY BY 2 


Fig. 11. The hook may be placed 
around either conductor (except 
common) and the potential leads 
across the other two conductors. 
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Fig. 10. Connections for meas- 
vrement of watts in balanced 
3-phase, 3-wire or balanced 3- 
phase, 4-wire circuits. Place the 
hook around any two conductors 
(except neutral) in such a manner 
that the two conductors are crossed 
through the hook as shown. Con- 
nect the potentiaj leads across the 
twe hooked conductors. 


MULTIPLY BY 
1.73 


Fig. 14. The hook may be placed 
Ground any conductor and the po- 
tential leads across the other two 
conductors. 


BALANCED 2-PHASE, 4-WIRE 
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Fig. 8. Connect the potential 
leads across B, and B, and place 
the hook around B, or B., which- 
ever gives an upscale indication. 
The potential leads may also be 
connected across A; and A, and 
the hook placed around A; or A». 
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Fig. 12. Connect the potential 
leads across A; and A, and place 
the hook around either B, or B», 
whichever gives an upscole de- 
flection. 
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APPLICATION 


Microwave communication 


for utility and industrial use 


(Above) The passive reflectors 
mounted on towers are perforated 
to reduce wind resistance. (Right) 
This is a typical microwave relay 
radio station in the 1000-mile mul- 
ti-channel communication system of 
the Mid-Valley Pipeline Co., ex- 
tending from Longview, Texas, to 
Lima, Ohio. Shown on top of the 
equipment cabinets are the wave- 
guide-horn and parabolic reflector 
units. These project the radio beam 
up to the tower top where a passive 
reflector reflects it to the next sta- 
tion. A similar reflector at that 
point reflects the beam down to 
one of the parabolic reflector as- 
semblies below. 
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| @ INTERESTING possibilities in 
communication through multi- 
channel microwave relay system 
are available to utility companies 
covering large areas. 

Multi - channel transmission 
makes it possible to superimpose 
‘several voice circuits, signal cir- 

| cuits, control, teletypes, and so on. 

One such system, a 1000-mile 
_multi-channel microwave _ relay 
system, extending from Long- 
view, Texas, to Lima, Ohio, has 
been installed by Motorola, Inc., 
and is in operation for the Mid- 
Valley Pipeline Company of St. 
Louis. 

The communications network, 
jointly owned by the Standard Oil 
Company of Ohio and the Sun 
Oil Company, employs carrier 
frequencies in the 6575-6875 
megacycle range. 

Motorola, along with Sohio’s C. 


B. Lester and Sun Oil’s Charles 
Burgess, designed the $800,000 
network, the most extensive pri- 
vately owned operating system of 
its kind in the world. 

Circuits 

Onto the carrier wave of the 
Mid-Valley system are impressed 
signals from: 

(1) Two voice frequency cir- 
cuits assigned to party-line dial- 
telephone; 

(2) Three voice frequency cir- 
cuits assigned to private-line dial- 
telephone; 

(3) One party-line teletype cir- 
cuit; and 

(4) Two circuits for V.H.F. 
drop-off communications with 
Mid-Valley two-way radio-equip- 
ped cars and trucks. 

Additional circuits are avail- 
able for future requirements. The 
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Mid-Valley system is designed to 
allow easy and economical future 
addition of telemetering and sup- 
ervisory control circuits. With 
the incorporation of these circuits, 
the positions of all switches, and 
valves, and the readings of ail im- 
portant meters can be displayed 
at any or all dispatch points. 

The remotely controlled sys- 
tem will be able, then, to provide 
for adjustment and operation of 
any number of valves, switches, 
or other unattended devices by 
simply activating the proper cir- 
cuits. 


Repeater stations 


The network includes 36 re- 
peater stations spaced 14 to 37 
miles apart. Starting at the Long- 
view, Texas, terminal, the line 
runs east to near Haynesville, La.; 
to Mayersville, Miss.; up north- 
east to Abbeville, Miss.; to Den- 
ver, Tenn.; to Clarkson, Ky.; to 
near Cincinnati, Ohio; and to 
Lima as it follows the pipeline. 

The single antenna for both 
transmission and demodulation, 
and the 45-degree flat passive re- 
flectors at the top of the towers 
of Mid-Valley’s microwave com- 
munications system were first 
used by Motorola in practical 
systems. 

The passive tower-top reflector, 
a special sheet of reinforced metal 
perforated to reduce wind resist- 
ance, has no cable, waveguide, or 
other electrical connection to the 
ground-level installation. 

The reflector requires no furth- 


er adjustment after initial tower- 
top installation and orientation is 
completed. 

The R.F. and LF. stages, and 
the video amplifiers of the system 
are housed in aluminum, weath- 
erproof cabinets installed at 
ground level directly beneath the 
tower-top passive reflectors. 

On top of each housing is 
mounted an integrated wave- 
guide-horn and 40-inch parabolic 
reflector. 

At the terminal stations a single 
parabolic reflector projects the 
microwave beam, with a 34-de- 
gree angle, to the flat passive re- 
flector to be redirected horizon- 
tally toward the tower of the first 
relay station, probably 20 miles 
or sO away. 

The beam, striking an interven- 
ing reflector, is cast downward to 
a paraboloid reflector assembly 
beneath it. 

Two outdoor weatherproof R.F. 
housings are installed, along with 
other necessary equipment, at 
each microwave relay point. At 
some sites the R.F. cabinets are 
erected within specially designed 
walled-in patios built into the sta- 
tion houses. 

The beam is amplified, and re- 
transmitted from the antenna 
atop the second R.F. housing to 
the reflector above, and then on 
to the next relay station. 

This process continues until the 
signals arrive at the terminal 
point or other desired interme- 
diate station. 

A microwave-controlled V.H.F. 


transmitter and receiver unit for 
mobile communications is mount- 
ed on each major relay station 
tower along the Mid-Valley sys- 
tem. 

The network is divided into 
seven sections for mobile commu- 
nications, any one or more of 
which may be activated at one 
time. 

The transmitted signals move 
over the microwave carrier to all 
the repeater stations within the 
desired section where these sig- 
nals are superimposed on carrier 
waves of the Mid-Valley mobile 
F.M. two-way radio frequency. 


Automatic standby 


Complete automatic switchover 
standby-equipment including sep- 
arate cabinets and power supplies 
is incorporated into the system to 
assure complete circuit reliability. 

R.F. housings are constructed 
to include two complete transmit- 
ter-demodulator units, one for 
regular operation, one for standby 
use. 

Sensing circuits built into the 
equipment can recognize a failure 
of any tube or component and 
automatically switch over to the 
standby gear with only instanta- 
neous interruption to communi- 
cations. 

The Mid-Valley system’s R.F. 

(Continued on page 59) 


This block diagram illustrates sche- 

matically the various components 

that comprise the microwave mullti- 
channel system. 
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i|SMALL-TOWN 


OPERATIONS 


How a Louisiana dealer discovered that a small town 


provides a lot of unexpected business 


by Vincent Torres 


Torres Electric Service 
Chalmette, La. 


@ A MOVE we made recently is 
a good example of how a big town 
business man can move his busi- 
ness to a small town and not ne- 
cessarily lose his clients by so 
doing. 

I have been in the electrical 
contracting business for approxi- 
mately 24 years — 20 of these 
years in the city of New Orleans, 
and four in the small town of 
Chalmette, La. 

One of my previous addresses 
in New Orleans was at Iberville 
and Exchange Alley — two big 
streets of the French Quarter 
rather famous in history and in- 
teresting to tourists but hardly 
the ideal location for an electrical 
contracting business. 


Traffic problem 


With the ever-increasing traffic 
congestion in New Orleans, we 
began to see that lack of parking 
space and the narrow streets of 
the Vieux Carre (French Quar- 
ter) were interfering measurably 
with the efficiency of our crews. 

The loss in man-hours resulting 
from our men losing time trying 
to find a parking place near the 
store, and the additional loss of 
time resulting from having to car- 
ry supplies to-and-from the truck 
parked at a distance began to cut 
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Big-city operations 


from a small-town site 


considerably into the profits we 
made on a job. 

We began to look for an “out.” 
Many solutions came to mind but 
somehow none of them seemed 
o “jell.” The more we thought 
about the idea of moving out of 
town, the more it seemed to be 
the answer to our problem. 

We reasoned that, with modern 





highways and telephone service, 
it should be possible to conduct 
a “big-town” business from a 
“small-town” address. 

We decided to give it a try. We 
chose Chalmette, La. Four years 
ago it really was a small town 
(and still is). 

We didn’t expect to get any ap- 

(Continued on page 46) 
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Notice the four floodlights which illuminate the “billboard” front of the 
Torres Electric Service, Chalmette, La. An attic permits the front of the 
store to be high. 
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MODERN METHODS & 








Improved devices, labor-saving tools, short 


cuts, new ideas 


Revolving vanes 
on caution sign 


@ A NEw TypPE of sign is being 
used by some utility companies 
to protect construction crews. 
Known as the Roto Signal, the 
sign has a lightweight molded 
plastic vane, reinforced with Fib- 
erglas strands, which revolves in 
the slightest breeze calling atten- 
tion of motorists to the working 
men. The base of the sign is so 
constructed that it will not tip 
over in a high wind. 

The signs have found wide ac- 
ceptance for protection of trucks 
disabled on highways and of 
crews in all types of sidewalk and 
road construction, in school areas, 
and for general traffic guidance. 
Manufacture of the vane in rein- 
forced plastic also means impor- 


Made of plastic, this “men at 
work” caution sign has vanes 
which revolve in the _ slightest 
breeze. The moving vanes get the 
attention of motorists where a 
stationary sign might not. 


in electrical construction. 


tant savings of stee] in view of the 
present emergency. The sign, 
manufactured by Roto - Signal, 
Inc., Brecksville, Ohio, has eight 
lettered sides which can be seen 
from all directions. 


Mounting panels in 
parking garages 
by W. R. Stone 


@ Now that parking garages are 
getting so numerous, any electri- 
cal contractor has a good chance 
of obtaining a contract to install 
the electrical wiring in one. 

Because of the structural de- 
sign and Code requirements on 
such buildings, however, it is not 
always easy to find suitable loca- 
tions for panel boards, load cen- 
ters, and junction boxes. 

The trend in structural design 
for parking garages is toward so- 
called open buildings; that is, 
buildings which have floors, ceil- 
ings, and supporting columns, but 
no walls other than guard walls 
which rise not more than about 
3 feet above the floor. 

From the top of this wall to the 
ceiling next above, there is no- 
thing but open space except for 
the columns. These columns are 
so conjested with reinforcing 
steel that it is nearly impossible 
to install panel boards in them. 

If it were possible, the cost 
would be prohibitive. Besides, 
the practice would be objection- 
able from a structural standpoint 
due to the reduction in load that 
could be borne by a column so 
weakened. 

The guard walls, on the other 
hand, are too low to install the 
panels in them because of the 
Code restriction which prohibits 
the installation of such arcing de- 
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vices within 4 feet of the floor in 
garages unless such devices are 
approved for hazardous locations 
as defined in Article 500 of the 
Code. 

Where, then, is this equipment 
to be installed? 

It must be mounted either in 
some obscure out-of-the-way sec- 
tions of the building where wall 
space of some nature can be found 
regardless of how inconvenient 
for control and operation, unde- 
sirable for load centers, and cost- 
ly for conduit runs, or else it must 
be mounted on a structure erected 
especially for the purpose where 
no walls exist. 

The latter type structures have 
been devised and are now being 
installed by the State Electric 
Company, of Fort Worth, Texas; 
in the Fair Parking Garage now 
under construction in Fort Worth. 

Mr. McKean, who is foreman 
on this job for the State Electric 
Company, is visibly proud of this 
phase of the job and justly so. 

The structure is simple. Mr. 
McKean simply stands two 1%- 
inch pipes of the proper length 
into the form for the guard wall, 
spaced apart a distance equal to 
the width of his panels or other 
equipment. 

The pipes have a 90-degree 
bend at the bottom so that the 
concrete, when poured into the 
form, will hold them fast. 

After the concrete is poured, 
the panels are bolted to the pipes 
through drilled holes at a height 
sufficient to comply with the Code. 

This is a simple, inexpensive 
structure; it is completely out of 
the way: end it can be located 
where convenient. 

Mr. McKean has erected them 
on each floor. Adjacent to these 
are other structures for junction 
boxes. Beneath and above the 
junction boxes (through the floor 
slabs), he placed conduit nipples 
before the floor was poured. 

Now he is in position to bring 
his feeders up through the build- 
ing, stopping one at each junction 
box to feed the adjacent panel and 
carrying the others on up to oth- 
ers until he reaches the top floor. 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers 


and their agents. 





Competition to mobilize 
lighting knowledge 


@ First pvetaizs of the recently 
announced 1952 Merit Award 
Competition, sponsored by the 
4th International Lighting Exposi- 
tion, were released recently by G. 


T. Morrow, chairman of the Merit © 


Award Committee. 


“The purpose and objective of 


the 1952 Merit Award Competi- 
tion as well as the 4th Interna- 
tional Lighting Exposition, to be 
held in Cleveland, May 6-9, 1952, 
is to help mobilize lighting knowl- 
edge for a stronger America from 
the standpoint of the latest equip- 
ment, installation methods, and 
application techniques,” said Mr. 
Morrow. 

This competition affords an op- 
portunity to receive the industry’s 
highest recognition for outstand- 
ing lighting installations with 25 
Gold Seal Awards and additional 
Merit Award Certificates, and 
also an opportunity for successful 
entries to be exhibited in the 
Court of Honor at the 4th Inter- 


IES elects 
Hibben president 


@ ONE oF THE highest profession- 
al honors in the lighting field has 
been bestowed on Samuel G. Hib- 
ben, Westinghouse director of ap- 
plied lighting, who has just been 
elected president of the Iluminat- 
ing Engineering Society. New 
regional vice - presidents also 
elected, who will start two-year 
terms October 1, include: 

Southern Region—R. Cecil Pas- 
lay, Louisiana Power & Light Co., 
New Orleans; and 

Southwestern Region—W. E. 
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national Lighting Exposition and 
Conference. 

Inviting all to enter, and help 
“Mobilize Lighting Knowledge to 
Advance America’s Welfare,” the 
chairman urged prompt applica- 
tion for official entry blanks 
which are now available to elec- 
trical contractors, utility lighting 
and power representatives, elec- 
trical distributors’ lighting spe- 
cialists and salesmen, architects 


--and consulting engineers, and 


owners and users of industrial 
and commercial lighting. 

Requests for application blanks 
and copies of official rule book- 
lets should be addressed to: Merit 
Award Competition, 4th Interna- 
tional Lighting Exposition and 
Conference, 326 W. Madison St., 
Room 818, Chicago 6, II. 

The 4th International Lighting 
Exposition and Conference and 
the 1952 Merit Award Competi- 
tion are sponsored by the indus- 
trial and commercial lighting 
equipment section of the National 
Electrical Manufacturers Associa- 
tion. 


Folsom, Dallas Power & Light 
Co., Dallas. 

Mr. Hibben, vice - president 
since October, 1949, headed a 
slate recommended by the socie- 
ty’s nominating committee. 

IES members represent utili- 
ties, lamp manufacturers, lighting 
equipment manufacturers, college 
faculties and students, govern- 
ment groups, eyesight specialists, 
and others interested in fostering 
good lighting practices. 

The new president, whose one- 
year term starts next October 1, 
is a world authority on lighting. 

He and others introduced the 


Samuel G. Hibben 


fluorescent lamp to America at a 
New York City meeting in 1938, 
and he helped develop the first 
semi-indirect lighting for homes 
and offices, pointing the way to 
a new era of glareless, comfort- 
able illumination. 


Contractors affected 
by CMP Regulation 7 


ConTRACTORS engaged in repair 
and maintenance activities will 
now be affected by CMP Regu- 
lation 7 which provides for the 
acquisition of parts and materials 
needed for repairs. For further 
details on this recently issued 
regulation see item headed “CMP 
Regulations” on page 76 of this 
issue. 


Florida contractors’ 
group reactivated 


@ THe Evectrricat Contractors 
Association of Florida was re- 
organized recently at a meeting 
held for that purpose in Orlando. 
The association had been disband- 
ed in 1942 because of the war. 

With 72 members present, the 
following officers were elected: 
president, John Latour, Daytona 
Beach; vice-president, V. I. Burk- 
hardt, West Palm Beach; secre- 
tary-treasurer, Fred Newcomb, 
Daytona Beach. Directors elect- 
ed include W. F. Jefferis, Or- 
lando; Jim Baraco, Pensacola; P. 
E. Satchwell, Jacksonville; J. C. 
McMullen, West Palm Beach; 
James R. Ward, Bradenton; Carl 
W. Olson, Daytona Beach; W. A. 
Brinson, St. Petersburg; and Fred 
H. Stewart, Miami. 

The members present heard 
talks by William A. Graham, 
Jacksonville, on Office of Price 
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Switches 


* Fixture Wire 

* Heater Cords 

* Flexible Cords 

* Building Code Wire 

* Non-Metallic Sheathed 
* Telephone Wire 

of every description 


and size. 


MS and 
fully equipped plant 
manufacturing 
@ complete line 
of insulated wire 





. American 
Insulated Wire 
Company 


Pawtucket Rhode Island 


subsidiary 
of the 
Leviton 


— 
Screws 
for 
easy 
wiring 


LISTED AS STANDARD BY 


UNDERWRITERS LABORATORIES, 
CANADIAN STANDARDS ASSOC. 


MEETS FEDERAL AND 
R. E. A. SPECIFICATIONS. 


in the 


5000 Line 


.another heavy duty product 


in the 5000 Series 
Rated: 20A.-125V.; 10A.-250V. 


A new design. Strong bakelite cup 
rivetted to strap. Top wiring with 
large terminal screws to take up to 
#10 wire. Wiping.contacts with 
snuffer action. Wide plaster ears. 
Close fitting toggle clearly marked 
— in brown or in ivory. 

An outstanding switch for indus- 
trial or residential use. 


for Heavy Duty jobs use the Leviton 5000 Series... 


LEVITON 


LEVITON MANUFACTURING COMPANY 


BROOKLYN 


2 NE W YORK 


warehouses: Chicago and Los Angeles 


Compony OFFICES IN ALL PRINCIPAL CITIES 
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Stabilization regulations; E. A. 
Smith, Jr., Jacksonville, manufac- 
turer’s representative, on the out- 
look for supplies and materials; 
and J. Arthur Turner, Tampa, on 
industry problems. 


Mareus Transformer 
increases facilities 


@ THE RAPID growing demand for 
Marcus Transformers and _ the 
need for increased production 
facilities has prompted the Mar- 
cus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., 
to add an annex to their present 
plant. 

The new one-story brick build- 
ing will extend their productive 
space by 50 per cent. This, plus 
a larger force of plant workers, 
will be favorable for faster de- 
liveries. 


Report on farm research 
published by EEI 
@ “Farm ELECTRIFICATION Re- 


search,” a report on_ special 
studies and research contributed 


Standards approved 
for fluorescent lamps 


AFTER FIVE YEARS of study and 
investigation, standards of inter- 
changeability for 30 different 
types and sizes of fluorescent 
lamps have just been approved 
and published by the American 
Standards Association, 70 E. 45th 
St., New York 17, N. Y. 

These standards make it possi- 
ble for consumers to specify a 
lamp of a given type with the 
assurance that lamps made by 
any of the various manufactur- 
ers will be mechanically and 
electrically interchangeable. 

These standards fully describe 
each lamp under the headings: 
lamp designation, dimensional 
characteristics, operating charac- 
teristics, and starting require- 
ments. 

The lamp dimensions listed are 
those necessary for drawing plans 
for the manufacture of lamp 
holders, lighting fixtures, and 
lighting installations. 

The lamp types included are: 
preheat-start, instant-start, in- 
stant - start single - pin hot- 
cathode, bactericidal, and cold- 
cathode electric discharge lamps. 


Exe? 
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to or conducted by electric operat- 
ing companies from January, 
1947, through December, 1950, has 
just been published by the Edison 
Electric Institute. 

Compiled by the _ Institute’s 
farm section, the new 49-page re- 
port summarizes briefly 244 dif- 
ferent activities receiving support 
or sponsorship from electric com- 
panies in 88 separate categories of 
farm research. 

‘*Farm Electrification Re- 
search” is an attractively printed 
revision of a similar report pub- 
lished in December, 1949. The 
new publication is available at 
$1.00 per copy from Edison Elec- 
tric Institute, 420 Lexington Ave., 
New York 17, N. Y. Quantity 
prices will be furnished on re- 
quest to the Institute. 


SEE appoints section 
and committee chairmen 


@ SECTION AND committee chair- 
men for the administrative year 
July 1, 1951, through June 30, 
1952, have been announced by'C. 
B. McManus, president of the 
Southeastern Electric Exchange. 

There are four sections: ac- 
counting, engineering and opera- 
tion, personnel administration, 
and sales. Chairman of account- 
ing is R. B. Carpenter, treasurer, 
Carolina Power & Light Co., Ra- 
leigh, N. C. 

Engineering and operation sec- 
tion chairman is W. T. Hess, vice- 
president, Louisiana Power & 
Light Co., New Orleans, La. 
Chairman of the personnel ad- 
ministration section is Arthur M. 
Williams, Jr., staff counsel, South 
Carolina Electric & Gas Co., 
Columbia, S. C. 

S. L. Drumm, vice-president, 
New Orleans Public Service Inc., 
New Orleans, La., is the new 
chairman of the sales section. 

Two of the sections—engineer- 
ing and operation, and sales—are 
composed of committees within 
the sections, each of which also 
has a chairman. 

Engineering and 
composed of: 

(1) Distribution committee: 
chairman, J. B. Coltharp, super- 
intendent of transmission and dis- 
tribution dept., Gulf States Utili- 
ties Co., Baton Rouge, La. 

(2) Production committee: 
chairman, A. J. Skaale, superin- 
tendent of power, Carolina Power 
& Light Co., Raleigh, N. C. 


operation is 


SUPER CONDUCTOR — The 
largest stranded electrical conduc- 
tor ever supplied for an overhead 
transmission line is currently being 
manufactured by Aluminum Com- 
pany of America. Twenty years of 
development and testing produced 
this 1.6-inch conductor for 315- 
330 kv lines. 


(3) Transmission and large 
substations committee: chairman, 
J. A. Rawls, supervisor electrical 
equipment and transmission, Vir- 
ginia Electric & Power Co., Rich- 
mond, Va., and 

(4) Bushing | standardization 
committee: chairman, T. J. Allen, 
superintendent of transmission, 
Georgia Power Co., Atlanta, Ga. 

Sales is composed of: 

(1) Advertising committee: 
chairman, J. K. Flanagan, direc- 
tor of advertising and publicity, 
Florida Power Corp., St. Peters- 
burg, Fla. 

(2) Agricultural development 
committee: chairman, J. R. Les- 
ter, manager of rural and towns 
division, Alabama Power Co., 
Birmingham, Ala. 

(3) Commercial saies commit- 
tee: chairman, W. M. McPherson, 
commercial sales manager, Caro- 
lina Power & Light Co., Raleigh, 
a; Sa 

(4) Industrial power commit- 
tee: chairman, B. D. Painter, di- 
vision commercial manager, Ap- 
palachian Electric Power Co., 
Bluefield, W. Va., and 

(5) Residential and rural sales 
committee: chairman, J. H. Keele, 
sales promotion manager, Florida 
Power & Light Co., Miami, Fla. 

In addition to the four sections, 
there are three committees: pow- 
er co-ordination, heat pump steer- 
ing, and accident prevention. 

Chairman of power co-ordina- 
tion is H. J. Scholz, president, 
Southern Services, Inc., Birming- 
ham, Ala. 

Heat pump steering committee 
chairman is E. C. Easter, vice- 
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Type EFU—First and still finest Explosion-Proof 
Fluorescent Lighting Fixture. Available 
for two 40 Watt, 48” lamps or 


two 100 Wait, 60” lamps. Industrialite High Mount- 


Pat. No. 2,393,202 ing Fixture—For railroad 
yords, steel mills, round 
; houses—ony industrial 


plant calling for a ruggedly 
built, high-mounted 


) lighting fixture. 














¢ ‘ “§ 
PRODUCTION === 
I ture—Reflector made of 


rust-resisting iron and fin- 
ished with three coats of 
baked porcelain enamel. 
Sectionalized construction 
permits easy installation, 
convenient servicing. 


Stocklite—Provides 
perfect illumination for 
shelves and bins in 
stock rooms. 








Fewer rejections ... greater safety . . . better employee relations... 
increased efficiency to meet defense demands—these are the immediate 
returns on an investment in good industrial lighting. 

Appleton Industrial Lighting Equipment is precision-designed to 
provide good light—the right light, without uncomfortable glare, troublesome 
contrast or shadow. Expert engineering, unequalled manufacturing 
facilities and nearly a half century of experience are combined in each 
Appleton fixture to provide maximum efficiency at minimum installation, 
service and operating expense. 

Appleton Lighting Fixtures are made to suit every industrial 
requirement—including hazardous locations—whether indoors or out. For 
the finest illuminating equipment or expert assistance on any lighting 
problem, contact Appleton—Standard for Better Lighting. 


APPLETON INDUSTRIAL LIGHTING 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois 
Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 £. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bldg. * LOS ANGELES, e L -  « : ay | Cc 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Morx Bidg. 


MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Blake Street ¢ PHILADELPHIA, 1017 Cherry Street 


CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No.9 
Resident Representatives: Binghamton, Dallas, indianapolis, Kansas City, Orlando, es as ¥ 
Milwaukee, New Orleans, Seattle, Portland, Ore. 


: interndtional Standard Electric Corp. 67 Broad St., New York 4, N. Y. 





president, Alabama Power Co., 
Birmingham, Ala. E. C. Book- 
man, safety director, Virginia 
Electric & Power Co., Richmond, 
Va., is chairman of the accident 
prevention committee. 


Raybro presents 
lamp-activity award 


@ Raysro Etectric Supplies, 
Inc., Tampa, Jacksonville, Miami, 
St. Petersburg, and Orlando, re- 
cently presented to W. J. Bryant 
of Raybro in Orlando the top 
award of a $100 defense bond for 
an outstanding job on a company- 
conducted lamp activity. | 

Mr. Bryant led the entire state 
and received not only the top 
prize award for the Orlando 
branch, but also the grand prize 
award. 

Other awards made in the lamp 
activity were as follows: 

Tampa branch—first award, J. 
W. Simmons; second award, Wil- 
bur Futch 

Jacksonville branch — first- 
award, Paul Groetzinger; second 
award, Ted Glockner 

Miami branch—first award, Bill 
Harllee 

Orlando branch—first award, 
W. J. Bryant; second award, Mil- 
ton Fewell. 

Frank Moos, manager of the 
lighting and lamp department of 
Raybro, presented the awards at 
the recent general sales meeting 
of the company. 


Stewart purchases 
Ward Industries assets 


@ THe Stewart Manufacturing 
Company has purchased all the 
assets of the Edgar T. Ward In- 
dustries of Chicago, Ill., who since 
1935 have been manufacturing at- 
tic, window, exhaust, and air cir- 
culating fans. 

Ward Industries has been mov- 
ed to Indianapolis and is now lo- 
cated at 320 E. St. Joseph St., 
Indianapolis 2, as-is Stewart Co. 

Jack Lovelace, of Stewart Mfg. 
Co., announces that Stewart in- 
tends to continue manufacturing 
the complete line of Ward fans, 
but at the present time are in pro- 
duction only on the Model WC-14 
Twin-Breeze window ventilator. 


IES conference features 
ultimate in lighting 


@ THE LATEST ADVANCES in light- 
ing research and application will 
be presented at the National 
Technical Conference of the Illu- 
minating Engineering Society, 
August 27-30, in Washington, D. 
C. This 43rd annual conference 
since the Society’s founding in 
1906 is to be held at the Hotel 
Shoreham. 

In addition to four general tech- 
nical sessions, and the opening 
session, complete sessions are be- 
ing devoted to glare and comfort, 
military and civil defense light- 
ing, aviation lighting, residence 


W. J. Bryant, right, recently won top award of a $100 defense bond in a 
lamp activity conducted by Raybro Electric Supplies, Inc., Florida distri- 


butors. 


36 


Mr. Bryant is associated with Raybro in Orlando. 


Dates Ahead 


Illuminating Engineering So- 
ciety, National Technical Confer- 
ence, Hotel Shoreham, Washing- 
ton, D. C., August 27-30, 1951. 


Dallas Lamp, Gift, and House- 
wares Show, Fair Park Grounds, 
Dallas, Texas, Sept. 2-7, 1951. 


*Southeastern Electric Ex- 
change, Engineering and Opera- 
tions Section, Hotel John Mar- 
shall, Richmond, Va., October 
4-5, 1951. 


National Farm Electrification 
Conference, Hotel Gibson, Cin- 
cinnati, Ohio, October 9-10, 1951. 


National Electrical Contractors 
Association, 50th Anniversary 
Meeting, Hotel Shoreham, Wash- 
ington, D. C., October 9-12, 1951. 


International Association of 
Electrical Leagues, 16th Annual 
Conference, Roosevelt Hotel, New 
Orleans, La., October 10-13, 1951. 


*Southeastern Electric Ex- 
change, Accounting Section, Hotel 
Sir Walter, Raleigh, N. C., Octo- 
ber 11-12, 1951. 


International Association of 
Electrical Inspectors, Southern 
Section, 23rd Annual Meeting, 
Hotel John Marshall, Richmond, 
Va., October 15-17, 1951. 


National Association of Corro- 
sion Engineers, South Central 
Region, Corpus Christi, Texas, 
October 18-20, 1951. 


American Institute of Electri- 
cal Engineers, Fall General Meet- 
ing, Hotel Cleveland, Cleveland, 
Ohio, October 22-26, 1951. 


*Southeastern Electric Ex- 
change, Sales Section, Roosevelt 
Hotel, New Orleans, La., October 
31-November 2, 1951. 


National Electrical Manufac- 
turers Association, Chalfonte- 
Haddon Hall, Atlantic City, N. J., 
November 12-15, 1951. 


“Asterisk indicates meetings 
announced for the first time in 
this column. 


lighting, street lighting, and light 
sources. 

Walter Sturrock, of the General 
Electric Company lamp dept., 
Cleveland, and president of the 
Illuminating Engineering Society, 
will address the opening session of 
the conference August 27, and 
will present S. G. Hibben, of 
Westinghouse Electric Corp., in- 
coming administration president, 
at the conference banquet. 
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WITH | oe PERMAFLECTOR LIGHTING EQUIPMENT 






OUTSTANDING! This one word completely describes the illuminating results so 
easily and successfully achieved at famous Wurzburg, the heart of Grand Rapids 
Pittsburgh Permaflector Equipment enabled Wurzburg 
to plan with imagination and light for their needs. 
Top performance with ‘custom designed’ appearance 
was assured. Fluorescent and incandescent units, and 
combinations of both, meet every lighting requirement. 
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ote A ce Geshe ec dikar oi 405 OLIVER BUILDING - PITTSBURGH 22. PENNSYLVANIA 
v= Geks asics MANUFACTURER OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 
Permaflector Lighting Engineers in All Principal Cities 
P SBURGH PERMAFLEC . 


LIGHTING EQUIPMENT 1S DISFRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
2 





NAMES IN THE NEWS 


George H. Schoenthaler, chief engi- 
neer and director of Victor Insulators, 
Inc., Victor, N. Y., has announced his 
retirement after 47 years of service to 
the insulator industry. 


David E. Alexander 


He will be succeeded by David E. 
Alexander, who has been assistant chief 
engineer since 1948. Mr. Schoenthaler 
will be available as consultant and 
counsel in company affairs and con- 
tinues as a director. 


Announcement has been made by 
the Paranite Wire and Cable Division 
of Essex Wire Corp., Ft. Wayne, Ind., 
of the resignation of C. C. Schoen, Jr., 
as sales representative in the South- 
eastern states, effective June 1, 1951. 

The corporation has acquired new 
warehouse and office facilities at 241 
Boulevard, N. E., Atlanta, Ga. Ad- 
ministrative, sales, warehouse, and of- 
fice personnel have been selected, and 
are functioning at the new address. 


Cecil L. Cannon, formerly manager 
of lighting sales for Graybar Electric 
Company in Atlanta, has joined Oren 
M. Ruff to form the firm of Ruff and 
Cannon. They will be located at 152 
Nassau Street in Atlanta and represent 
Day-Brite Lighting, Inc., in Georgia, 
Alabama, and East Tennessee. 

Increased lighting activity through- 
out the Southeast has made this or- 
ganization desirable. Mr. Ruff has rep- 
resented Day-Brite in this territory 
since 1947, succeeding J. F. Whitehead, 
Jr., who was moved to St. Louis and 
was made general sales manager of 
Day-Brite. 

Before his appointment, Mr. Ruff 
was associated with General Electric 
Supply Corporation as manager of 
lighting sales in the Atlanta District. 
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Oren M. Ruff 


Mr. Cannon has been active in the 
electrical industry for more than 25 
years. Starting as a salesman for the 
Whitney-McNeill Company in Augusta, 
Ga., the major part of his business 
career has been devoted to the design 
and sale of industrial, commercial, and 
floodlighting installations. 


Cecil L. Cannon 


Mr. Cannon joined Graybar Electric 
Company in 1940 as manager of light- 
ing sales at Newark, N. J. Prior to 
joining Graybar, he had been sales 
manager for Kurt Versen Company of 
New York. In this position, he was re- 
sponsible for the lighting design of 
eight of the largest buildings in the 
1939 New York World’s Fair. 

Mr. Cannon has been associated with 
Graybar’s Atlanta office since 1946. 


W. J. Clapp has been elected execu- 
tive vice-president of the Florida Pow- 
er Corporation according to an announ- 
cement made recently by W. C. Gil- 
man, FPC president. 

Mr. Clapp, who has been with Flor- 
ida Power for 27 years in many execu- 
tive capacities, was formerly vice- 
president in charge of operations. 


Harry E. Huff, who was for a num- 
ber of years Southeastern manager of 
Edison Lamp Division of General 
Electric Company and in recent years 
Niagara sales district manager, died at 
his home in Buffalo, N. Y., July 15. 


Lewis E. Gage has been named ad- 
vertising and sales promotion manager 
of the Burndy Engineering Co., manu- 
facturers of electrical connectors. 


Lewis E. Gage 


Mr. Gage was previously in the U. 
S. Royal Tires advertising division of 
the United States Rubber Co. 


William C. Wise has been named 
deputy administrator of the Rural Elec- 
trification Administration, according to 
announcement by Administrator Claude 
R. Wickard. 

Mr. Wise fills the vacancy left by the 
death of George W. Haggard, one of 
six REA staff members who died in an 
airline accident on June 30. Mr. Wise 
has served with REA since 1935, and 
held the position of assistant adminis- 
trator at the time of his recent ad- 
vancement. 

S. Riggs Shepperd, of Merkel, Texas, 
succeeds Mr. Wise as assistant adminis- 
trator. Since 1941 he has been manager 
of the Taylor Electric Co-operative, of 
Merkel, Texas. 

& 


Hardage L. Andrews, an executive 
vice-president of the General Electric 
Co., has retired from the company after 
41 years of service, Ralph J. Cordiner, 
GE. president, announced recently. 

He will be succeeded by Robert Pax- 
ton, G.E. vice-president in charge of 
manufacturing policy, who has been 
elected an executive vice-president by 
the board of directors. 

As executive vice-president, Mr. 
Paxton will assume Mr. Andrews’ re- 
sponsibilities for the company’s indus- 
trial products and lamp group, con- 
sisting of the chemical, construction 
materials, lamp, small apparatus, Car- 
boloy, Monowatt, and Trumbull divi- 
sions. 

Mr. Paxton also will continue in his 
manufacturing policy capacity for a 
temporary period, Mr. Cordiner said. 
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CLEAN 
HANDLING 


EASY 
DRIVING 


ECONOMICAL 
TOO! ¥ © 


VIKING CABLE STAPLES 


Are New 
and 
Different 


“THE OLD WAY" “THE VIKING WAY" 


























Designed to drive like a wire nail — Uniform shanks, hold securely, prevent splitting wood 
— Flattened top gives good bearing and will not injure N. M. C. 
# 78— 7/8”x3/8" — for grounding wire ONLY 


100 — 1 x1/2 for 2 wire #12 & #14 N.MC. 
125 — 11/4 x9/16_ for 3 wire #12 & #14 N.M.C. and ARMORED CABLE 


3 Popular sizes: 


Packed in attractive packages of 500 and 100 Staples, 
also in bulk wooden cases of 10,000 Staples. 


Electrical Contractors who want ECONOMY and SPEED with EFFICIENCY and DEPEND- 
ABILITY use VIKING CABLE STAPLES. — That cable job will get done smoother — 
faster — neater when you use VIKING CABLE STAPLES. — Thousands of installations 


have proven VIKING CABLE STAPLES right for the job. 


Write For Samples, Prices and Deliveries 


W.W. Cross & Co.Inc. Jaffrey New Hampshire 


GEN. SALES AGENT JAMES J. WALSH GREENVILLE, R. |. 











ELECTRICAL SOUTH for AUGUST, 1951 








NEW PRODUCT NEWS 


Power-factor meter 


A NEW HOOK-ON power-factor meter, 
which permits direct measurement of 
power factor without cutting conduc- 
tors or interrupting electrical service, 
has been announced by the General 
Electric Company’s meter and instru- 
ment divisions. 

Newest of the G. E. hook-on testing 
instruments, the Type AK-3 power- 
factor meter may be used on any bal- 
anced three-phase circuit. It gives di- 
rect power-factor readings in circuits 
with voltages ranging from 100 to 600 
volts and currents from 15 to 600 am- 
peres. 


The new instrument, a companion 
to the company’s AK-1 hook-on volt- 
ammeter and AK-2 hook-on wattmeter, 
is designed for use in industrial plants 
where maintenance of high power fac- 
tor is an important economic considera- 
tion. Small, light, and portable, the 
_ meter can be used to locate easily those 
circuits where corrective action is 
needed. 

To operate the instrument, the user 
) merely clips the voltage leads to the 
potential source, clamps the hook 
around the conductor, and rotates the 
selector dial to obtain the proper pow- 
er-factor reading. No complex connec- 
tions or control settings are required. 

The meter gives readings accurate 
to within 0.05 power factor. It has a 
frequency range of 50 to 90 cycles, an 
effective scale length of 13.5 inches. 

Bulletin GEA-5469, covering the new 
G. E. hook-on power-factor meter and 
other testing instruments, is available 
from the General Electric Co., Schenec- 
tady 5, N. Y. 

- 


Commercial spotlight 


THE INTRODUCTION of a new Mid-Cen- 
tury spotlight has been announced by 
Mitchell Mfg. Co., 2525 No. Clybourn 
Ave., Chicago 14, Ill. 
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The light, Model No. 361, is a com- 
pact unit designed for in-line mount- 
ing with all Mitchell Mid-Century 
commercial fluorescent luminaires or 


for individual mounting in any light-, 


ing system. 

It provides smooth, powerful, “down- 
punch” lighting for modern merchan- 
dise display and accent illumination. 
The spotlight is designed for highlight- 
ing in store interiors, display rooms, 
show windows, offices, etc. 

The units may be mounted between 
fixtures, or at the ends of rows. Orna- 
mental end-pieces are easily attachable 
for individual mounting. A PAR-38 
projector or flood lamp is employed, 
and a gimbal ring mount permits easy 
adjustment of the beam in all direc- 
tions. 

The spotlight unit which is Under- 
writers’ listed is made entirely of 20- 
gauge steel and is finished in smooth 
white enamel. Measurements are 10 
inches long, 14% inches wide, and 634 
inches deep. 


* 
Laundry washer control 


Tue Allen-Bradley Co., Milwaukee 4, 
Wisc., has announced a new laundry 
washer control panel—Bulletin 723— 
for use with squirrel-cage motors driv- 
ing washing machines used by laun- 
dries and dry cleaners. 

The washers consist of a large cylin- 
der rotating in a shell containing water 
or cleaning fluid. To prevent snarling 
and tangling of clothes, the washer 
cylinder is operated in one direction 
for a certain length of time, then re- 
versed and rotated in the opposite di- 
rection for the same length of time. 
A dwell period is provided between 
the reversals of the machine. 


Bulletin 723 Laundry Washer Con- 
trol Panels contain the necessary con- 
trol equipment to perform this revers- 
ing and dwell function. They provide 
four reversals per minute with an ad- 
justable dwell period. 

Panels are supplied for two-wire 
control, operated from a maintained 
contact push button, or three-wire con- 
trol, used with a momentary contact 
push button. Dwell point between re- 


versing periods is adjustable from %4 
to 10 seconds. 

Complete details concerning the new 
control are available from the manufac- 
turer. 

. 


Ceiling ventilator 


A NEW Low-cost exhaust ventilator 
designed for easy installation in the 
ceiling or in restricted soffit conditions 
has been announced by Pryne & Co., 
Inc., Box S-751, Pomona, Calif. 

The new Model 225 Aerofan may be 
discharged either vertically through the 
roof, horizontally through the soffit, or 
between the ceiling joists to the nearest 
outside wall. 


Installation is easy in either new 
construction or on remodeling jobs. 
The housing frames in with two 2 x 4’s 
between the ceiling joists. The plaster 
flange is reversible and can be fastened 
above or below the plaster. 

The knock-out box is removable from 
the inside of the housing, so that the 
hole in the ceiling can be held to a 
minimum on remodeling jobs. 

Aerofan is quiet in operation and 
easy to clean. It uses less electricity 
than a 100-watt bulb and does not re- 
quire special wiring—just an ordinary 
light circuit. 

4 


Motor control catalog 


A NEw eprTIon of the Allen-Bradley 
Handy Catalog on motor controls has 
been announced by the Allen-Bradley 
Co., Milwaukee 4, Wisc. 

This illustrated catalog, now in its 
fifth edition, contains 92 pages of con- 
densed information, dimensions, and 
prices of the more popular items in 
the line. 

In addition to the usual quick-func- 
tioning index page on the motor con- 
trols, the new catalog edition contains 
a special a-c and d-c index along the 
margins of each page, for ready refer- 
ence. 

A copy of the catalog is available 
from the manufacturer upon request on 
company letterhead. 


7 
Terminals and connectors 


PRESSURE TERMINALS and connectors 
for every type of application on all 
wire sizes from No. 26 through 250 
MC®M are listed in convenient, easy-to- 
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SIMPLE, 
ONE-MAN INSTALLATION 


Our customers have sold us on our troffer line! , place the exclusive GUTH 
They say: “It’s Number One everywhere — QM brackets in the ceiling. 


; é ‘ Then one man can push the 
in quality, comprehensiveness, and price. It’s Troffer into place. Brackets 
great!” y 


grip the Troffer automati- 
Look how easy it is to install and maintain cally, allowing it to be ad- 
GUTH Troffers: > = : justed for perfect fit and 

fastened with wing nuts. 
That's all—simple, isn’t it? 








MODULAR LENGTHS 
WITHOUT TRIMMING 
Troffers fit ceiling block 
openings in lengths of 2’, 
4’, 5’, 6, and 8. 





WIDE OPEN WIREWAY 


wires are pulled through 
quickly and easily. How 
the contractor loves this 
feature! 


ae — A 
D> 


a Oy MONEY-SAVING MAINTENANCE 
cate glass framed and eggcrates 
ER TN a) 





are hinged for easy re- 

lamping and cleaning. 

Slide-in reflectors are easy 

to remove and replace — no 

latches or nuts to bother 

with. Ballast canbe replaced 
without removing fixture. 





BSL ot 





UNBROKEN RIBBONS OF LIGHT 


no metal joints — no-divider shadows. 


Write for 1-, 2-, 3- AND 4-LAMP SIZES 


Bulletin 869-F. all with the same cross section — may be 
combined for perfect fit in one “strip”. 


ALL POPULAR LIGHT SOURCES 
LIGHTING 


top lighting efficiency with Standard, 
THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI Slimline, and Low Brightness lamps —in 


em a ae Lgl : 9 Riivns Ene a total of 24 wattage sizes. 
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find form in the new 40-page Sta-Kon 
Bulletin No. 61, just issued by The 
Thomas & Betts Co. 

A particularly useful feature of the 
new bulletin is a section giving a com- 
plete listing of Armed Forces procure- 
ment numbers, with the corresponding 
T&B catalog numbers. This feature is 
expected to simplify the selection and 
procurement of fittings for aircraft and 
naval wiring and for ground force 
equipment. 

The pages listing specific types of 
Sta-Kon connectors and terminals give 
complete dimensions in _ simplified 
tabular arrangement, along with full 
information on Underwriters’ Labora- 
tories listing and Armed Forces ap- 
proval. Mechanical drawings and in- 
formation on type of installing tools are 
included. 

Sta-Kon Bulletin No. 61 is available 
on request on company letterhead from 
The Thomas. & Betts Co., 72 Butler St., 
Elizabeth 1, N. J. 


e 
Series 63300 B 


12-breaker circuit protector 


A NEw circ ‘otector with a capa- 
FISHER, PIERCE city of 12 circuits features fully mag- 


netic actidn in each breaker. This 12- 


circuit unit is in addition to the line 
manufactured by Murray Mfg. Corp., 
1250 Atlantic Ave., Brooklyn 16, N. Y., 
which includes the “2,” “6,” and “8” 
circuit protectors. 


OR STREET LIGHTING 


This new Fisher-Pierce Control is the result of long expe- 
rience in design and manufacture. combined with practical 
experience of more than 600 electric ultilities in more than 


20.000 installations. 


The new 63300 B Control is mechanically and electrically 
interchangeable with existing controls. The same depend- 
able Fisher-Pierce circuit. consistently giving tube life of The magnetic action makes it im- 
more than 20,000 hours, has been retained. Improved spac- possible for the breakers to trip due to 
external or internal heat. The breakers 
never need “derating.” 

lightning damage ... up to 2500 volts rms Hipot. Mechani- The standard package of the “12” cir- 
cuit protector consists of four 15-am- 
pere breakers plus two 20-ampere 
for greater economy of servicing. breakers with provision for six addi- 
tional breakers. Six pairs of handle 
extensions are supplied. 

No main switch is required ahead of 
the “12” and “8” circuit protectors, 
providing the number of operating 
handles is limited to six by the use of 
handle extensions. 

Individual breakers are interchange- 
The FISHER- PIERCE Co., Inc. able with other new single-pole indi- 
vidually housed breakers. This means 


59 PEARL STREET, SO. BRAINTREE, BOSTON 85, MASS. flexibility with a minimum stock. 





ing and insulation provides increased protection against 


cal design has been altered to provide maximum simplicity 
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Appliance manufacturer steps up 
production with 


mobile power system 


BEFORE— Long, entangling extension cords 
from old-fashioned, stationary outlets wasted 
valuable time, jeopardized workers’ safety. 


AFTER—Trolleys move with the job, trans- 
mitting “on-the-spot” power. Some manufac- 
turers report BullDog Industrial Trol-E-Duct 
saves as much as 30 minutes per man per shift. 


— 


Put this slot to work for you! It’s 
the only answer to profitable 
power for modern assembly lines. 


BullDog Industrial Trol-E-Duct can save you 
up to 30 minutes per man per shift! 


UT EXTRA profit in your production line with flex- 
ible, efficient BullDog Industrial Trol-E-Duct. 


This revolutionary system carries current by copper 
bus bars encased in insulated steel duct. Trolleys, 
pulled along the continuous, slot in the bottom of the 
duct, transmit power from bus bars to portable elec- 
trical tools, cranes, hoists and other moving “loads.” 


Awkward extension cords are eliminated. An eight- 
ounce pull moves power with the job. Workers can 
tap off power at any point along an Industrial Trol- 
E-Duct run. 


And this modern system is just as flexible in meeting 
installation changes as it is in use. Every inch of 
Industrial Trol-E-Duct is salvable and can be quickly 
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dismantled and reinstalled when it’s time to move. 


Yes, you can solve many a production headache 
with “on-the-spot” power. Your local BullDog Field 
Engineer will be glad to show you an Industrial Trol- 
E-Duct installation near your own plant any time. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


-&) BuL__Doc 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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“SANGAMO. 
--the time switch with the 


Aunatie Memay 


will help eliminate costly manual operations in 


INDUSTRIAL PLANTS | 


Sangamo Heavy Duty Time 

Switches provide on extra margin 

of dependability. 
Reliance on manual pushbutton 
operation of important circuits in 
industrial plants often results in 
costly inconveniences. When prop- 
erly selected for a specific applica- 
tion, Sangamo Time Switches 
completely eliminate any need for 
manual operation. The automatic 
memory of these switches can be 


Plastic molding press heaters are brought up to 
operating temperature before working hours by the 
Sangamo Time Switch in bockground 


absolutely depended upon to perform 
repetitive control functions—such 
as operating power circuits before a 
workshift begins or after it ends, or 
to control factory yard flood lights 
—at exactly the right time. Below is 
a list of suggestions as to where 
Sangamo Time Switches can serve 
in industrial plants. 


INDUSTRIAL APPLICATIONS 


For daily pre-heating: 


Lead pots for solder operations. 


Zinc for injection molding. 
Type metal in type foundries. 


Dies in plastic molding presses. 


Glue in woodworking shops. 
Tanks for galvanize dipping. 
Electric ovens and furnaces. 
Infra-red paint dryers. 
Electronic testing equipment. 


Soldering irons on assembly lines. 


For daily circuit control: 


Yard floodlights. 
Runway and hall lights. 
Electric factory signs. 
Pumps, compressors. 
Water softeners. 

Mixing equipment. 
Electric doors and gates. 
Air conditioning. 

Alarm systems. 
Exhaust fans. 

Electric valves. 
Two-level thermostats. 





SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 


Gert the full story—write for Bulletin No. 1010E today. 


ST51-58 
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Amprobe Sensitizer 


AN UNUSUAL time-saving accessory, 
the Amprobe 10x Sensitizer, which 
combines the service of the original 
Sensitizer and the 1x Split Plug in one 
instrument, has been announced by 
Pyramid Instrument Corp., 49 Howard 
St. New York 13, N. Y. The unit is 
changed from one to another by means 
of a two-position switch. 


The 10x Sensitizer, designed for 
easier and precise readings on small 
appliances and motors of %4-h.p. or less, 
multiplies the sensitivity of the Amp- 
robe ten times. This accessory adds 
three low-current ranges to the Model 
A-6 Amprobe—0-1 amp, 0-2.5 amps, 
0-5 amps. 

A shift of the two-position switch 
and the change is made to the 1x Split 
Plug, which does not increase the sen- 
sitivity, but facilitates snap-on current 
readings of equipment having sealed 
double-conductor electric cord. When 
plugged in between the equipment be- 
ing checked and the outlet, -it separates 
the conductors instantly without touch- 
ing the wire. 

* 


A-c motor starter 


THE New Clark CY-2 starter for a-c 
motors, manufactured by The Clark 
Controller Co., 1146 E. 152nd St., Cleve- 
land, Ohio, features combined use of 
strong multi-turn magnetic blowouts 
with twin break contacts. The advan- 
tages of both are combined in econo- 
mical space. 

A steel case, enclosing each arc 
chamber, carries the flux. The arc is 
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The bar fits snugly under the straps formed in 
the bottom of the box. These straps not only hold 


the box to the bar but prevent it from swiveling. 
When the box is properly positioned, a slight 
turn of the screw in the stud holds it firmly. 


This is the only purpose of the screw. 


THE BOX IS MOVED TO THE PROPER POSITION 

A SLIGHT TURN 

The NSB for Non-Metallic Sheathed Cable OF THE SCREW 
14-2, 14-3, 12-2 and 12-3 
Entry of Non-Metallic Sheathed Cable is 


quickly made through either side or bottom 
of box. 


Cable is held firmly by this heavy-guage, 
smoothly-rounded clamp without the 
slightest injury to the insulation. 


The ASB for Armored Cable 
14-2, 14-3, 12-2 and 12-3 


Ample openings, smoothly bushed to pre- 
vent injury to the insulation, permit free 
and easy entry of Armored Cable through 
either bottom or side of box, without back- 
ing out the screw. The clamp holds the 
cable firmly. 

Screws in both “N” and “A” clamps are 
staked to prevent vibrating out of the box 
in transit. 


Tee 6 
ce . <Q 


Steel City Leads in M\ Meeting Your Needs 
STEEL Cie ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION: BOXES, CONDUIT FITTINGS AND’ ELECTRICAL SPECIALTIES 


PITTSBURGH 33,PA 
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SUSPENSION TYPE 
INSULATORS 


Produced to Illinois’ exacting 
electrical and mechanical 
standards — completely tested 
and inspected to insure against 
breakdown on the job. This, 
plus a proved record in count- 
less installations like the one 
pictured above give complete 
assurance of long years of 
thoroughly dependable service. 


PIN TYPE INSULATORS 
Low voltage, high voltage— 
one piece or multi-part —a 
complete line of pin type insu- 
lators, tested and proved, for 
every distribution job. 


WRITE FOR 
COMPLETE 


—still giving 
est of service 


ILLINOIS 





extinguished by applying the effect of 
the blowout coil concentric with the 
contact. 

Two different actions occur, chang- 
ing each half cycle with the reversal of 
the current. 

The most important action is the con- 
stant moving of the arc. In its forced 
rotation, it must continually move from 
a hot spot to a relatively cool spot. The 
result is efficient and effective arc in- 
terruption. 

The action of the blowouts assures 
that any arcing that occurs will be 
spread uniformly over the entire con- 
tact surfaces, thus minimizing burning 
and pitting of contacts. 

In addition, the top of the are cham- 
ber is closed, thus preventing accumu- 
lation of the ionized gases between the 
wiring terminals. This factor mini- 
mizes phase-to-phase failures. 

The starter is of rugged mill type de- 
sign that mounts on standard NEMA 
mounting dimensions. 


* 
Industrial lighting booklet 


INCREASED DEMAND for better industrial 
lighting is reflected by a new 16-page 
lighting-at-work booklet available from 
the Westinghouse Electric Corp. 

Aimed at the industrial plant opera- 
tor, this booklet emphasizes that differ- 
ent operations in a plant call for vary- 
ing amounts and types of light, and 
analyzes the three modern light sour- 
ces (fluorescent, mercury vapor, and 
incandescent) as to type of light, effi- 
ciency, lamp life, maintenance, mount- 
ing height, and job suitability. 

Special lighting for special areas is 
illustrated, such as dust- and vapor- 
tight units for service in corrosive 
atmospheres, and bin and stack lumi- 
naires that direct light into bins and 
stock rooms. 

A copy of booklet B-4727 is available 
from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. 


6 
Big-city operations 
(Continued from page 30) 


preciable amount of business 
from it; we hoped to hang on to 
all of our New Orleans clients. 

As it has actually worked out, 
we still do have practically all of 
our New Orleans clients but we 
have a lot of Chalmette business 
also, which we were unable to 
foresee when we planned the 
move, 

We built our own place of busi- 
ness; there wasn’t any place to 
rent even if we had wanted t» 
rent. We decided to b*-‘ld right 
on the main highway !:ading into 


ELECTRIC PORCELAIN CO. 
AND PRICES Veg MACOMB, ILLINOIS 


New Orleans. 
We had previously figured that 
such a locaticn would enable our 
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Most ror your money! 


FOR MAXIMUM SPEED of installation... topmost mainte- 
nance economy... operational ease, safety and efficiency... 
the Federal Noark Bus Duct system is today’s best buy. 

To begin with, the unique Noark adjustable sliding drop 
hanger permits the most convenient location of supporting 
rods and provides the quickest method for installing bus duct 
that was ever devised. And from then on you get all the advan- 
tages brought by Federal Noark Bus Duct special features: 


Interlocking Four-Ch I Steel Housing ... welded and 


screwed together to assure greatest strength. Even the longest 
runs are bound to be straight and true. 


Extra Rugged Interior Construction... .with the bus bars rigidly 
held by porcelain insulated receptacles every twelve inches. 





Adjustable Sliding 


The bus bars are designed to withstand heavy fault currents. 
Positive Contact... bus bars are silvered over their entire 
length. Plug-in stabs reinforced with heavy steel springs. 
Insulated Plug-in Openings ...no bus is exposed... operator 
is safe when changing plug-in device. For extra protection, 
new hook-on bars support plug-in device during installation. 
Unsurpassed Heat Dissipation . . . staggering of insulators on 
alternate sides of duct provides continuous air passage and 
coolest operation. 

Federal Noark Bus Duct is factory-assembled in 10-foot 
sections, and completely flexible for future needs. For the full 
story, write Federal Electric Products Company, 50 Paris 
Street, Newark 5, New Jersey. 








Interlocking four- 
channel construction 
assures greatest 
strength . . . even 
long runs are 
Bus bars supported by straight as a plumb 


Drop Hangers automati- y insulated receptacles every line. 
Sliding, self-locking cover plates, cally slide to position for foot...ensure maximum 
protecting insulated plug-in open- | exact alignment... slash instal- sofety under heavy short circuit 
ings, safeguard electricians. lation time. conditions. 




















FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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General purpose transformers, 
‘ 600 volts and below; 1-15 
KVA inclusive, single or three 


1500 KVA, Type F Unit Substa- 
tion, 4800 V Delta 60 Cy, 3 2— 
120/208Y, 4 wire. 





MANUFACTURERS OF ORY TYPE 
TRANSFORMERS EXCLUSIVELY 


1 te 2,000 KVA up to 
15,000 Volts to meet 


Individ 


(one OF THE WORLD'S 4 





™ 

DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 
WELDING 

MOTOR STARTING 








SPECIAL 





450 KVA, Type F Unit Substation, 
4160 V. Delta, 60 Cycles, 3 SC— 


120/208Y, 4 wire. 


Years of specialization in the dry type 
transformer field have resulted in a far 
superior product. Being ahead of the 
rest of the field is the natural result of 
continuous effort & research in un- 
covering new materials which are your 
constant assurance of maximum trans- 
former value. 

MARCUS DRY TYPE, 
AIR-COOLED TRANSFORMERS 
ARE SAFE — No explosion or fire 
hazards. No fire proof vaults. Class 
B and C heat proof insulations. 
ARE ECONOMICAL — Lower cost 
installation and operation, negligible 
maintenance. 
For the transformer that’s second to 
none, specify MARCUS. 


MIC} 


ee 


MARCUS 


TRANSFORMER CO. 


INC 
38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 





trucks to get to almost any job 
in New Orleans in about 20 min- 
utes. This would still mean a sav- 
ing of about half an hour of a 
man’s time as contrasted with 
the 45 minutes or more which 
was lost (while we were still lo- 
cated in New Orleans) as a result 
of having to carry supplies to- 
and-from the truck parked at a 
distance. 

Of course, you will say it takes 
a lot of extra gasoline for the 
trucks to drive all the way into 
the “big town.” Yes, you are 
right; it does take extra gasoline, 
but we have found out that lost 
time of high-paid help is a lot 
more expensive than a little extra 
gasoline. 

Although a store-type front for 
an electrical contractor’s building 
is not necessary, we figured such 
a front would suit our purposes 
best. 

Such a front would permit a 
“billboard” display of our name 
and type of business, and it 
would also provide the usual type 
of display space for parts and sup- 
plies and dealers’ displays. 

It has also fulfilled an unfore- 
seen use — namely, the display 
and sale of related hardware 
items and electrical appliances. 

And, in the backs of our minds, 
maybe we figured that an attrac- 
tive building would be a “shining 
example” for fellow contractors 
who, only too often, are cooped 
up in unsightly quarters on an 
unsightly back street. 

By way of philosophizing, just 
why is it that so many electrical 
contractors maintain offices and 
warehouses in dingy buildings? 
Around this territory I think the 
reason is that most of these places 
are rented, and the landlord isn’t 
inclined to do much modernizing 
as long as his rent keeps coming 
in regularly. 

If there is no reason to the con- 
trary, I think we electrical con- 
tractors ought to take a lesson 
from our electrical appliance 
brothers and give our places of 
business a “face lift.” 

Our new “store” is standard in 
design but it has a loft or attic 
especially reserved to store sup- 
plies and parts. This attic per- 
mits the front of the store to be 
high, and this “billboard” front 
above the display windows has 
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pew way to improve Jimmy’s marks, we'd 
always figured, was just to keep his nose to 
the grindstone. And try not to grumble when we 
had to place ours there, too—to help him find a 
state capital that kept getting lost or check a 
column of figures that wouldn't add. 

“But then we made a great discovery: a boy 
doesn't study with his nose—he uses his eyes/ 

“When we discovered Light Conditioning we 
found we could not only brighten Jimmy's books, 
but Jimmy, too—by reducing eyestrain, fatigue 
and distraction.” 

Light Conditioning tells you in recipe form exactly 
what size and type of bulbs to use in your lamps 
and fixtures, and how to locate them to get the 
right light for every seeing task. 

The recipe at left above calls for two pin-up 
lamps placed as shown by tape measures, each with 
a G-E 100-watt White “Q-coat’”’ bulb. Recipe at 
right above recommends 50-100-150 watt 3-lite 
bulb (or, for some table lamps, 150 watt bulb or 
150 watt White Indirect-lite bulb). 


Sex own nome | NEW LIGHT CONDITIONING 
IN ANEW LIGHT FREE! RECIPE BOOKLET Shows 22 
: lighting recipes. Covers every room. Specifies 
bulb sizes, fixtures, measurements. Write 

ar, Lamp Division, General Electric, Department 


166-ES8, Nela Park, Cleveland 12, Ohio 


RECENT IMPROVEMENTS in G-E fluores- 
cent lamps make them a bigger value than 
ever. More efficient, longer lasting, with 
better color and uniformity, less end-black- 
ening. 25-watt fluorescent $1.00 plus tax. 


You can fut your confidence in 


GENERAL @@ ELECTRIC 
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( GENERAL ELECTRIC “LIGHT CONDITIONING” 


light. 


STOP BULBSNATCHING— Don't rob one 
socket to fill another. G-E 4-lamp package 
helps you keep spare bulbs on hand. Four 60- 
watt lamps (halls, closets) 56¢. Four 100-watt 
(reading, general lighting) 64¢ plus tax. 





made an ideal space for display 
of our name and business. 

In the back we have a ware- 
house and repair shop. We keep 
three trucks and one automobile 
for use in business. 

Depending upon the amount of 
work on schedule, we can get all 
of our necessary help from the 


* aay 
¥ ahh: Union Headquarters in New Or- 
i inS- : leans. If the job is in New Or- 
; leans, the men show up for work 


on the job site — they don’t drive 


e “ out to Chalmette and back. 

Peas When we moved to Chalmette 

Unlimite ie 5 four years ago, we weren’t wor- 
e : ried as to whether or not 











we 
would get enough business to sur- 
vive. With our 20 years in New 
Orleans behind us, we knew we 
could get plenty of New Orleans 
business from our old clients. 

Four years ago there actually 
wasn’t enough business in Chalm- 
ette to support an outfit like ours. 
But since then the population 
has increased by approximately 
4,000. This has meant a tremen- 
dous increase in the amount of 
residential wiring and _ related 
electrical installations 

The highway traffic has been 
attracted to our store and, as a 
result, a lot of business has 
come to us from distant places 
in the countryside. It is difficult 
to realize how extensive the rural 
Tn oe ne 2 6 ats electrical installations are until 

. you get a chance to get some of 

PATTERN LIGHTING this business. It’s getting so that 
everything on the farm is elec- 
trified except the hog-caller’s hol- 
ler. 











As stated previously, we han- 
dle a limited number of hard- 
ONLY BASIC UNITS ware items in our store. These 
by Compco form any geometric items include paint, standard 
lighting pattern desired . . . patterns tools, builders’ hardware, pipe 


custom-styled exactly to the client's fittings, etc. One side of our 
needs . . . patterns far more attractive and 


. . . stor is »vote slectrics an- 
efficient than ordinary continuous-row tc re is devoted to electrical med 
fixtures —yet just as easy to install! pliances such as ranges, washing 
Compco fixtures assure lowest machines, refrigerators, etc. 
maintenan . They hav “S : 

tenance, too. They have all-steel We started handling these 
housings and louvers, durably finished in ‘ ; 
Compco’s exclusive baked-on items as an accommodation to our 
“Glazenamel.” For unlimited design customers, but it is just possible 
and longest life, investigate that some of these items might 


Pare Lighting! become very important to our 
2250 WS. Pant Ave. business if we have to curtail 


Chicago 47, Ill. ; x 1 ff some of our present activities due 
to scarcity of materials. 
































WRITE FOR FREE BULLETIN / 2 : 

showing design suggestions and construction, AMP : / Since we have been in business 
opplication, ond installation dote. : ‘ many years, and as a result have 

: accounts with several wholesal- 

ers, we don’t expect too much dif- 
ficulty in getting our share of 
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Aerica expects the steel industry 


to produce more steel this year. More 


steel requires additional scrap. Steelmakers 
need the help of all steel users to get every 
possible extra pound of scrap to meet the 
nation’s call for more steel production. We 
urge you to do your part. Turn in your 
scrap through your regular channels. 


The Youngstown Sheet and Tube Company 
General Offices Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


. 

ce 
= 
= 


teel industry is using all its resources to produce more steel, but it needs you 


eY-To kta Loh; sas bbb eM boM Zollb alot e- SoM dob doltle) Wh Zolts abc-Toibtl-t di-lolth dol-\-Mar- tan ast-Mt-- abt -ttan 
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Tomic Sales & Engineering Co. | 


4864 Woodward Ave 





SIMPLE — slips in from outside. 
QUICK — instalied in 10 seconds. 
CONVENIENT — for securing contacts. 
DEPENDABLE — can not shake loose. 


No. 200 Service Entrance 
and Range Connector for 








On Sale at Your Wholesaler ; 
| Manvtacturer of Fomous Tomic Thinwall Censectors and Couplings 


Detroit 1, Michigan 


No. 333 BX Armored and 
44 Greenfield Connector 
for '4 K.O. 








SENSE Rt ARO EMMY 2h 


uteoor 


FOR LOW-HUMIDITY 


[> TRA 


OPERATION... 
ANSERT BRUSHES 


Transverse graphite in- 
sert provides uniform 
friction characteristics for 
reduced ring wear, even 
current distribution, bet- 
ter ring lubrication. 


U. S. Pot. No. 2,105,038 


SOUTHERN OFFICES 
316 Walton Bi la. 7202 

710 Texas St.; Tel. 3-9819 

1101 Chenevert; Ch. 4-6549 
Magazine & Poydras; Ma. 3925 
323 NW 2nd St.; Tel. 2-6881 
1913 Washington Ave.; Ch. 6510 


BRUSHES 


Yes, CONTOURED Brushes come 
to you precision-made at the 
factory to match the radius of 
your rings. There's no ‘‘field var- 
iation,"’ no excessive arcing and 
wear. Your maintenance men 
don't have to cut down so-called 
“standard” brushes — you save 
production and maintenance 
time. Call the Helwig office near 
you for CONTOURED. Brush 
facts. 


HELWIG CO., Carbon Products 


Makers of Multifle 


rt Brushes 





materials. 

Nevertheless, if the squeeze 
gets too tight, it will be comfort- 
ing to know that we do have sec- 
ondary “accommodation” items 
to sell. If matters get too tough, 
we can always go fishing. 

If our experience in Chalmette 
has taught us only one thing, it 
is that a small town can have a 
lot more business than is visible 
to the naked eye. 

So don’t hesitate to move to a 
small town if the potential 
amount of business available is 
worrying you. It is just possible 
that eventually you will get more 
business than you asked for. 

It is even possible that a large 
town will eventually build up 
around you until your children, 
following in your footsteps, will 
have to move again in order to 
get out into the “wide open 
spaces” and away from congested 
parking areas. 

And, when you are retired, and 
your sons or daughters ask your 
advice on whether or not to move, 
tell them to move but to be sure 
to select a spot not too far from a 
good fishin’ hole or crab nest or 
oyster bed. 

There’s nothing like a good 
mess of oysters to cure all your 
troubles, including electrical ones. 


Antiquated ordinances 
(Continued from page 19) 


helps the public and the contrac- 
tor—the removal of unnecessary 
restrictions. 

Another boost will result from 
the new requirements on “neon” 
signs and outline lighting. The 
new ordinance requires all such 
installations to be _ inspected. 
(Don’t laugh. I said the old ordi- 
nance was antiquated.) 

There is no need to go into all 
the benefits which the reputable 
sign contractors will reap now 
that their unscrupulous competi- 
tors will have to perform Code- 
grade work. 

Nor is there much need to men- 
tion how this part of the ordinance 
will benefit the public. But rest 
assured, it was a much-needed 
provision. So was the adequate 
wiring provision. 

In fact, there are so many im- 
provements that I wonder why 
it was not done sooner. I wonder 
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A COMPLETE LINE OF 


H | NG E D RECESSED UNITS 


INCANDESCENT by Proqness 


INTRODUCING THE 
EXCLUSIVE NEW PROGRESS 


“INSTANT-EASE" 


HINGED FRAMES 


‘Biggest News iw Yeans | 


Hinges are fully con- 
—— 


cealed inside box but 


anand designed for free easy 


swing when box is 
opened for relamping or maintenance — 


no scratched or marred ceilings. 


NOTE: All units illustrated are equipped with 


“ “ 
semi-Recesse a Progress “INSTANT-EASE” hinged frames. 


and ; 
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Recessed 


INCANDESCENT unit with 


& Polystyrene 


Semi-Recessed 
unit with 
ceramic designed 
bent glass panel 


APPROVED AND LABELLED BY UNDERWRITERS LABORATORIES, INC. 


DESIGNED * ENGINEERED ¢ CONSTRUCTED * PRICED © IN THE PROGRESS MANNER 
Write for Bulletin No. R-51 


PROGRESS MANUFACTURING COMPANY, INC. 


GERMANTOWN AVE. & MASTER ST.» Leaders in oLighting for Half a Century * PHMADELPHIA 22, PENNA. 
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Vaportight 


INDUSTRIAL 


Lighting Fixtures 


pendable Lighting in the Presence 
Moisture and Non-Flammable 
Dusts, Gases or Vapors 


fs assured by the substantial pro 
tection built into Pyle-National 
Vaportight Pylets. Heavy cast 
metal bases, weathertight seal- 
ing, and heavy guards, are fea- 
tures that provide for the most 
‘severe operating conditions of ine 
‘dustrial service. 

The Pylet line includes a come 
plete range of types, including 
types for conduit and wall mount- 
ing, universal 4 and 5-hub types, 
two and three gang, handrail and 
outlet box fixtures for 10 watt to 
200 watt lamps. Also Midget fix- 
tures, plugs and receptacles, 
switches, junction boxes and 
other vaportight Pylets. Consult 
your Pylet Catalog 1100 for com- 
plete listings. 








Wl pvuc-ctee onan 
COM PANY 


1354 N. Kostner Ave., Chicago 51, Ill. 
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why other towns hesitate to mod- 
ernize their ordinances. 

It is a challenge, surely. But 
why not meet the challenge? Is it 
the fear of imperfection? 

Then shed your tears and be- 
gin; for all ordinances, even the 
best of them, are imperfect. 

Are you afraid of squabbles and 
warring factions? That, there will 
be. 

There will be a series of con- 
tradictions alternating between 
co-operativeness and combative- 
ness, affirmation and negation. 

You will cuss and be cussed. 
But you can be reasonable. 

The challenge for the makers of 
an ordinance is not a matter of 
arbitrarily deciding whether one 
side should impose its will upon 
the other and, if so, which side 
should do the imposing. 

The challenge is how to protect 
both sides from the hazards of 
;fire and fatal shock arising from 
|the use of electricity, and at the 
same time, interfere as little as 
possible with the liberties of the 
people. 

It should be an attempt to deal 
with errors and those who make 
them; it should define limits to 
permissible errors, and make dis- 
tinctions between the consequen- 
tial and the inconsequential. 

But like eny other law, it will 
be beneficial in proportion to the 
people’s acceptance of it. It has 
to be sold. 

In a nutshell then, with the 
growth of the industry doubling 
each ten years, the ordinance 
should keep pace with modern 
methods and materials; it should 
protect the public; and it must be 
supported. 

This is a challenge to all who 
are hampered by antiquated ordi- 
nances. 

Do you accept it? 


Demand action from your local 


authorities, then work with them 
on it. 


Power conference 
(Continued from page 22) 


(3) Operations being perform- 
ed electrically which might be en- 
larged. 

For instance, watch for gas 
ovens or blow-torches, for these 
suggest the possibility of apply- 
ing induction heating. In one case, 





BURNDY 


quick like a 
ON 


CONNECTORS 


Rugged, compact terminal for 
indoor and outdoor. Installed 
with ordinary wrench. No sepa- 
rate parts. Height constant 
regardless of cable size con- 
nected. Unlimited variations 
offered — any combination of 
clamping elements, any tongue 
shape or drilling. See your 
Burndy Distributor. 


BURNDY 


NEW YORK 54, NEW YORK 


- BURNDY - BURNDY - BURNDY - BURNDY - BURNDY - BURNDY - BURNDY 
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a manufacturer of hatchets in- 
creased production 100 per cent 
by installing a 20-kw induction 
heater for heat-treating the blade 
edge. 

Mr. Strong also showed a num- 
ber of slides illustrating the ap- 
plication of new or better indus- 
trial electrical equipment. These 
included examples of dielectric 
heat being used to dry wet yarn, 
and heating cable used to warm 
earth in greenhouses. 

A manufacturer of commercial 
refrigerator boxes in San Antonio 
uses heating cable to keep frost 
from collecting on the glass top 
of the display boxes. 


Power distribution 


J. M. Glendinning, switchgear 
specialist, explained to the con- 
ference the savings possible for 
both the power company and the 
customer through the use of load- 
center distribution. 

Power salesmen can point out 
the savings to every plant man- 
ager who is contemplating mod- 
ernization or enlargement of fa- 
cilities. 

A recent incentive is the new 
Underwriters’ ruling permitting 
voltage as high as 15 kv to enter 
industrial buildings. Earlier limi- 
tations on voltage have prevented 
installation of the best power dis- 
tribution system. 


Selecting the right motor 


General Electric’s Dallas motor 
specialist, J. F. Macphearson, em- 
' phasized the importance of select- 
ing the right motor to fit the cus- 
tomer’s needs. Consideration 
must be given to the power sup- 
ply, type of load, and atmosphere 
in which the motor operates. 

There are motors especially de- 
signed to suit practically every 
possible application. For example, 
there are six major types of ad- 
justable speed motors, each with 
different characteristics designed 
to fit specific industrial plant 
needs. 

There is considerable need in 
the Southwest, according to Mr. 
Macphearson, for the application 
of more slow-speed, synchronous 
motors. He demonstrated how 
General Mills, in their Texas 
plant, had saved $15,000 per year 
by replacing two 350-h.p. gas en- 
gines and rope drives with two 
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Model WJ A-13 Electromode Automatic Bathroom Heater 


Here’s Your Answer to Year-Round Profit! 


ELECTROMOODE 


ALL-ELECTRIC, AUTOMATIC BATHROOM HEATERS 


you'RE missing a real opportunity if you're not selling and installing 
y these much-wanted heaters. The market is unlimited. Every home 
—new or old—every cottage, auto court and camp is a prospect for one 
or more. And the selling season is all year siovaes ° 

For auxiliary heating in any part of the country, or complete home 
heating in low-rate areas, Electromode Bathroom Heaters (and the 
Automatic Down-Flo Wall Heaters illustrated and described below) 
are perfect profit-makers. Mail the coupon below. We'll send you cat- 
alogs and full technical information. 


Only ELECTROMODE Has All These Features 


@ 1320 watts (on 110 volt AC). 
e Fits compactly into the wall. 


e Exclusive Cast Aluminum Lifetime Heat- 
ing Element has no exposed wires—no 
danger of shock or burn. 

© 100% Automatic Cut-Off Switch elim- 
inates danger of fire 

e Automatic Room Temperature Control. 

@ Delivers 80 cubic feet of fan-circulated 
heat every minute. 

© Operates for as little as 1c an hour. 


@ As easy to install as an outlet. 

® Quiet, long-life motor 

e Two finishes: white or chrome. 

@ Heating element guaranteed a lifetime 
© Approved by Underwriters’ Laboratories. 


AUTOMATIC DOWN-FLO WALL MODELS 
Perfect for general room heating where heat is required quickly, 
at lowest possible cost, without plumbing or ductwork or dis- 
turbing the — heating system. Built-in thermostat control. 
Range: 55° to 85° F. Fan circulates warm air at floor level. Ca- 
pacities: 1500, 2000, 3000 and 4000 warts. Also available in non- 
automatic models. Front plate: 17” wide, 21” high. Wall box is 
4x3” deep and fits between standard studding. 


ELECTROMODE 


Gy ET HEATERS 


ELECTROMODE CORPORATION, DEPT. 
45 Crouch St., Rochester 3, N.Y. 


Please send domestic and industrial heater catalogs together 
with full technical information. 


NAME _ 

FOU ental 
ADDRESS 
YOUR WHOLESALER 
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500-h.p. synchronous motors line- 


shaft mounted. The electric mo- 
tors showed only 10 hours of 


down time per year against 56 
hours for the gas engines. 

The application of adjustable 
CUTOUT BOXES by speed drives to the printing and 
rock products industries was cov- 
JUNCTION BOXES METAL ered by E. D. Button of the Dal- 
las office and by J. A. Taylor of 


WIRING TROUGHS FABRICATING General Electric’s Oklahoma City 
office. 

Mr. Button divided the print- 
TELEPHONE CABINETS SPECIALISTS ing industry into three classes, ac- 
cording to the size and type of 
WEATHER-PROOF CABINETS press used, and explained the 
, <> new types of adjustable-speed 
WEATHER-PROOF SEAM KA 5 / press motors which have been 
S : developed for each classification. 

WELDED JUNCTION BOXES : S . : 
& FLOOR BOXES : Large - city daily newspaper 
= presses are now using electronic 


= drives, but these are not eco- 
PEDESTALS & FLOOR BOXES nomically applicable to drives of 


ee ee . less than 200-h.p. Wound rotor 
TT iel tliat ar : : motors are generally used on the 
. small newspaper presses, de- 
: : manding 40-200 h.p. And while 
SPECIALS TO CUSTOMERS : ae esp ; there have been no recent 
REQUIREMENTS BP ors — changes in design of thes? mo- 
tors, controls have been im- 
proved. 

The ACA motor in sizes from 
3-50 h.p. is particularly adaptable 
to small presses. It can have a 
20-1 speed ratio and it runs from 
a-c current. Having such a speed 
range is important to job printers 
who handle a wide variety of pa- 
per size and weight. 





J. A. Taylor described a recent 
installation of electrically driven 
blending conveyors in a_ stone 
crushing plant in Oklahoma. 





PRETO THER WR 


The plant crushes rock to sev- 
CABLE CONNECTOR — VN eral sizes, which are stored in 
inest, water-tight ou ; 
connector — makes a 2 bins. The sizes are then blended 
superior weatherproof } _— 
installation. oy mixing the output from con- 
. veyor belts leading from the bins 
TYPE D— Porticularly ap ss , to the loading point. 
plicable in areas using Lay : 
principally service cable F =~ The proper proportion of each 
may also be used with p : 

type of stone is determined by the 
speed of the conveyors. Each belt 
is driven by an adjustable-speed 
motor so that any desired blend 
may be achieved. 


SSealighvacatbn ew ah Fanci 


TYPE HD — Eliminates Toward the end of the morning 
current transf i cet * ar are ic 
Steno teen ie session, J. F. Macphearson dis- 


TYPE C—Provided with threaded hubs and 200 Amps. Use self. cussed the application of poly- 
for conduit — adaptable to service contained 4 or 5 terminal MeO ~~ 


cable installations. oa gl ca ag to phase motors to southwestern in- 
. ‘ y- 


>. tt 
> ‘ dustry. Chemicals and oils are 
no RE AE AR i ysans the two big fields for these mo- 
7 J. a tors, but their use in irrigation 
pumping is growing. 


DUNCAN ELECTRIC MFG. ma. )) LAFAYETTE, INDIANA He suggested that power sales- 
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men survey foundries, laundries, 
dairies, bakeries, lumber mills, 
printing plants, and the rock in- 
dustry in an effort to find more 
applications. These, he said, are 
the industries in the Southwest All Types of 
which are “backward” electrical- odin paies 
ly. 

First paper of the afternoon 
session dealt with application of 
motors to the chemical and re- 
fining industry. J. L. Hixon, of 
General Electric in Houston, em- 
phasized the importance of prop- 
er installation as well as proper 
selection of motors. 

He said that the cost of motor 
installations had increased from 


% 
an average of $80 per h.p. in 1936 The << en e ae! | Li als 


to $180 per h.p. in 1951. High 
installation costs make it more aN is the 


important than ever that the job 


be done right. COMPLETE BT a= 


Lighting trends 


Service Equipment 
to Meet Every 
Requirement 


I 
| 
| 
! 
| 
| 
I 
a 


V. J. Graham, Lamp Depart- 
ment district engineer, presented . ; 

. i Extensive Line of 
an excellent talk on the variety I Hi = Branch Circuit and 
of applications for lighting and th moainoave Sana 
heat lamps which have come into 
use in the past few years. He 
showed slides of lighting used for 
different types of inspection 
work. 

Directional lighting, for ex- 
ample, is used for inspecting 
metal surfaces for scratches. 
Light glancing off the metal from 


OFFICES AND WAREHOUSES 
IN THE SOUTH: 


Atlanta 3, Georgia 
J. A. Lloyd 
375 Whitehall Sc. 
Walnut 6248 


Charlotte 2, N. C. 
J. A. Lloyd Co. 
2506 Lucena St. 

Charlotte 5-8258 


Dallas 5, Texas 
Glidden Eng. & Equip. Co. 
2523 McKinney Ave. 
Prospect 7-5671 


Houston 3, Texas 
Glidden Eng. & Equip. Co. 
3802 Winchester St. 
Charter 6471 


a source set above clearly shows of Weather- 
proof and Rain- 
up scratches. tight Service 


Transmitted light, passing Equipment and 


Safety Switches Louisville 2; Ky. 
Thomas W. Bulleck Co. 
Vaughan Bidg. 
3rd & Main Sts. 
Clay 1277 


New Orleans 12, La. 
A. J. Weilbaecher 
$45 Dryades St. 
Tulane 3189 


Tulsa 3, Oklahoma 
Glidden Eng. & Equip. Co. 
34 N. Madison St. 
Tulsa 2-4271 


through the material being in- 
spected, is used for inspection of 
light-weight textiles. Reflected “General makes a complete line of 
light is ideal for inspection of Enclosed Safety Switches, Service 
bright metal, and high-intensity j 
light in combination with a mag- 
nifying glass is used commercial- Circuit or Residence Panels—all de- 
ly for the inspection of small 
parts. 


Entrance Equipment and Branch- 


signed for greater convenience, better 


‘ 
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| 
| 
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appearance and long trouble-free 


Polarized light is used to in- 
spect any kind of transparent ma- performance. 
terial for strain, while black light Send for new Catalog No. 
has been found to be the por aoe ae eee oe 
for locating worms in pecans. The 
worms glow brightly under the 
black light. 

Mr. Graham also showed photo- 
graphs of the new high-bay light- 
ing bulbs for dirty locations. The 
reflector is built into the bulb in . 
a design similar to a sealed-beam Switch Corp. 
headlight. These bulbs greatly re- 
duce maintenance by eliminating 15 Roebling Street Brooklyn Tl, N.Y. 
the need to clean reflectors. 
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DESIGN LEADERS 


WHITE-WAY 
PYLON-LITES 
are a 
REVERE 
CREATION 
for Street and Boulevard 
Lighting 








AREA AND CLUSTER 
LIGHTS 


750—1000 
1500 WATT 


Enclosed 
Flood for 
Long Range 
Lighting 


For a wide 
range of 
outdoor 
lighting 

applications 


WE_MANUFACTURE 
A COMPLETE LINE 
OF AIRPORT FLOODS 
s 
RUNWAY MARKERS 
ALL APPROVED 
TYPES 
HINGED 
POLES 4 
FOR STREET 
PARKING LOT 
& 
SERVICE 
STATION 
LIGHTING 





Write for literature 


REVERE ELECTRIC MFG.CO. 


6005 BROADWAY * CHICAGO 40, 4LL. 
LIGHTING EQUIPMENT FOR EVERY NEED 
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B. W. Gettys, of General Elec- 
tric’s Dallas Air Conditioning De- 
partment, spent most of his 
speaking time on the subject of 
the heat pump, which he feels 
has great possibilities in the 
Southwest. 

Heat pumps are not yet being 
commercially built by G. E., but 
they have several experimental 
units. It is hoped that they will 
be able to have a commercial de- 
sign on the market soon, suitable 
for residential if not industrial 
use. 


IAEL convention 
(Continued from page 25) 


The panel members are: Don E. 
Rosenthal, Omaha, Neb.; R. J. 
Samson, Kansas City, Mo.; Jack 
Canady, Phoenix, Ariz.; Ray L. 
Halverson, Salt Lake City; and 
Glen L. Logan, Los Angeles. 

The other open forum will dis- 
cuss five subjects: “Grass Roots 
Meetings for Farmers,” A. H. 
Kessler, Minneapolis; “Electric 


-Bedcovering Promotion,” J. Clark 


Chamberlain, San Diego; “Tele- 
vision Service Training Program,” 
V. W. Hartley, Los Angeles; “De- 
fense Mobilization Survey,” R. J. 
Samson, Kansas City, Mo.; and 
“Light Conditioning,” J. R. Wa- 
ters, Fairmont, W. Va. 

There will be two special lunch- 
eons with guest speakers. One on 
Wednesday, October 10, will be 
addressed by Clifton L. Ganus, 
Jr., professor at Harding College, 
whose subject will be “American- 
ism and the Free Enterprise Sys- 
tem.” 

On Friday, October 12, the 
speaker will be S. L. Drumm, 
vice-president, New Orleans Pub- 
lic Service Inc., whose subject will 
be “The Joint Utility Program for 
the Industrial Development of the 
Mid-South.” 

There will be planned enter- 
tainment, including a boat ex- 
cursion up the Mississippi River. 
This latter is with the compli- 
ments of the New Orleans Public 
Service Inc., which has additional 
plans for the entertainment of the 
ladies and conferees. The annual 
banquet will be held on Thursday 
evening. 

The business session of the con- 
ference will take place on Satur- 
day morning, October 13. In addi- 





“FROM MOLTEN 
METAL 
To Finished Product” 


Every Step Under 
Wagner Control 


You get the finest “to work 
with” when you use Wagner 
Electrical Fittings. Tough, ac- 
curately cast, precision threaded, 
you're sure of uniform quality 
when they’re Wagner's. 


Every step from 
pattern to flask, 
to the pouring 

/ of molten iron, 
through machin- 
ing, plating, sort- 
ing and inspect- 


ing are Wagner 
controlled. 

Years of special- 
ization, and experi- 


ence in the manu- 
facture of Malle- 
able Electrical Fit- 
tings are a guaran- 
tee of dependabil- 
ity. Specify Wag- 
ner Fittings and be 
sure of 
smoother _installa- 
tions. Nationally 
distributed through 
leading whole- 
salers. 


WAGNER MALLEABLE 
PRODUCTS CO., 222 W. 
Adams Street, Chicago 6, Illinois. 
Foundry and plant, Decatur 60, 
Illinois. 


easier, 


Write today for illustrated Catalog 483. 
You'll find it a handy reference. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 — St., Dallas 2. Texas 

doa ar E. Dawes 
401-402 Rhodes Bidg., Atlanta 3, Ga 


Paul Lumpkin 
226 Builders Bldg 3 Charlotte, N.C 


ELECTRICAL SOUTH for AUGUST, 1951 





tion to the general business trans- 
actions, the election of divisional 
chairmen and officers for 1952 
will take place. 


Microwave communication 
(Continued from page 29) 


sections incorporated two kly- 
strons, one in the transmitter and 
one in the local oscillator section 
of the demodulator. 

The Mid-Valley system equip- 
ment is built for the 6575-6875 
megacycle frequency band as a 
result of extensive field tests and 
lengthy analysis of propagation 
studies, particularly those con- 
ducted by the federal agencies. 

It must be low enough to com- 
pletely avoid attenuation caused 
by rainfall, snow, or fog absorp- 
tion and yet high enough for the 
use of compact, high-gain anten- 
nas with resulting good features 
of de-icing, anti-fading, and non- 
interference with other systems. 

The 6700-megacycle band al- 
lows for the use of waveguides, 
permanent structures of plain 
piping which last indefinitely 
without maintenance when short 
sections are used. 

Also the 6700-megacycle fre- 
quency band was chosen because 
it provides an opportunity to ob- 
tain maximum advantage of the 
excellent klystron tube character- 
istics, particularly in respect to 
long life and low-cost mainten- 
ance. 

On Mid-Valley’s network, with 
a frequency band 10 megacycles 
wide, the subcarrier channels are 
continuously multiplexed so that 
many messages or control circuits 
function simultaneously without 
interference from each other. 

Research has shown double- 
F.M. subcarrier multiplex to be 
ideal for private systems which 
require ten basic communications 
channels or less. 

Structure of the subcarrier 
transmitters and receivers is rel- 
atively simple, party-line usage is 
flexible, channels can be dropped 
and reinserted with ease, and the 
cost of the equipment is low. 

The equipment on the Mid-Val- 
ley system incorporates a double 
frequency - modulation system. 
Each input voice channel frequen- 
cy-modulates an individual sub- 
carrier transmitter on a frequen- 
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INSERT 


Cavalier Electric Wall Heaters are built two 
inches lower than any other gravity type heater 
on the market . . . easier to fit in under windows 
and in tight spots. Nailing flanges on metal box 
fit between studs. Heater goes firmly, tightly in 
place fast. Frame extends 1 2 inches to insure 
neat finished effect. All wiring easily accessible. 
Famous, trouble-free Wilcolator thermostat and 
control switch built into heater beneath double 
baffle, saves extra wiring. You save time on 
installation jobs with Cavalier. 








... and for your customers: 


@ 3 MINUTE CLEANING 
Cavalier heaters can be cleaned 
inside and out in less than 3 
minutes, without the necessity of 
moving a single screw. 


@ QUIET 
No moving parts, noise or vibra- 


tion. Yet Cavalier exclusive 
tapered cone construction’ circu- 
lates 4s more heated air up 
through the element than any 
other gravity type heater. 


© SAFE 


Single thermostat switch cuts off 
both sides of circuit. 


* PAT. APPLIED FoR 











MADE IN FOUR SIZES: 1500 .. 


- 2000 ...3000.. 


. 4000 WATT. 


Sold through wholesalers only. PROMPT DELIVERIES. Write for facts and your 
distributor's name. 


CAVALIER CORPORATION, Chattanooga 2, Tenn. 
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ARRO STAR DRILL 


LITTLE MAJOR TURNBUCKLES 


— SEE YOUR JOBBER — 


ARRO EXPANSION BOLT CO. 








cy in the 120-ke. to 1-mc. range. 

Each miniature plug-in sub- 
carrier transmitter employs two 
double-triode tubes, both 6SL7’s. 
One triode is a voice limiter, an- 
other is an oscillator, the third is 
a frequency modulator, and the 
fourth is a cathode follower. 

The output of these subcarrier 
transmitters is collected into one 
video cable which in turn con- 
nects to the transmitter klystron 
to produce the modulated carrier. 
Wide band deviation of plus or 
minus 5 me. for 100 per cent is 
standard. 

At a relay point, the microwave 
demodulating unit, equipped with 
a discriminator, recovers the sub- 
carrier frequencies. 

This video signal then is applied 
to modulate the transmitter di- 
rectly in the case of a repeater 
station, or can be applied to the 
subcarrier receivers for complete 
audio detection at the terminal 
station. 

The subcarrier circuits detect 
the F.M. signals with convention- 


‘al limiters and discriminators cap- 


able of recovering voice frequen- 
cies with unusually excellent 
quality of reproduction. 

The microwave relay system is 
designed to concentrate its energy 
field into a narrow -path and di- 
rect it with very high power ef- 
fect to a distant point. 

Research and extensive practi- 
cal experience substantiates the 
theory that the miaximum signal- 
to-noise ratio is most economical- 
ly gained with an optimum com- 
promise between beam _ width, 
R.F. power, and demodulator sen- 
sitivity. 

In building high-gain antennas 
it is vital to select a beam angle 
wide enough to avoid excessively 
rigid tower stability require- 
ments, and still directive enough 
to attain adequate signal-to-noise 
ratios with full consideration of 
the practical economics of R.F. 
system design. 


Importance of maintenance 
(Continued from page 24) 


out. A fuse was replaced and 
since then Hitt’s have been tak- 
ing care of all their electrical 
needs, amounting to about $1,000 
a year. 

Any calls that come in for such 


small maintenance jobs are taken 
by the office clerk who has in- 
structions to turn the job over 
to the first company electrician 
who comes into the office. 

Whether he is working on new 
installations or a large-size repair 
job, he goes out on the emergency 
first. That is a standing rule at 
Hitt’s. 

If furnace equipment in a resid- 
ence is giving trouble or the mo- 
tor equipment in a blower stops 
working, Hitt’s will lend the cus- 
tomer a motor from their stock 
until they have put his in good 
running condition. 

If they do not have the pump 
motor or fan motor required, they 
will see that the customer’s motor 
is repaired the same day and re- 
placed. 

Where lights may mean a major 
job, temporary repairs are car- 
ried out until further changes can 
be made. 

All work is guaranteed for a 
year. Whether or not service calls 
have come in, Hitt’s Electrical 
Service makes it a point to call 





The tape with 


the yellow core / 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 
OKONITE 


f, ts te 4 
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4 


Panther ond ‘Dragon 


friction and rubber tapes 
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RUBBER HANDLE 
reflector and switch 


Unsurpassed For Quality means that you can’t buy 
a better portable — one that will guarantee you 
greater dependability and longer service. Since 
1905 McGill Guards have been made from ma- 
terials that are carefully selected for their ability to 
resist the wear and abuse of rugged industrial 
usage. No. 7000 SR is a fine general service guard 
equipped with rubber handle. Cages are of extra 
heavy steel wires, electrically welded and heavily 
zinc plated. Underwriters’ Laboratories Inspected. 


NO. 5025 SLR—BEAMED LIGHT is 
provided by the lens in the cage end. 
Phenolic plastic handle has conven- 
ience outlet and Levolier switch. 
Adjustable reflector, No-Rol cage, 
hanging hook, 25 feet red thermo- 
plastic cord. 


NO. 3006—Designed to provide ab- 
solute protection wherever portable 
lighting must be water tight, dust 
tight and moisture proof. Handles 
are macerated plastic, sealed at the 
cord end with a diaphragm washer. 
Heat and impact resisting glass 
globe, screws into rubber gasket, 
seals globe airtight. 


NO. 5000 SR—features the new, ap- 
proved 15 Amp. 125 Volt conven- 
ience outlet molded-in the phenolic 
plastic handle. Provides on-the-spot 
power source for tools, etc. Closed 
end cage. 


NO. 152-C Adaptable Lamp Changer 
for 100 Watt bulb. Changer heads 
are available for other types and sizes 
of bulbs. New lightweight steel 
pole is furnished in 5'/2 foot sections 
insulated and easily locked together 
to reach up to a recommended limit 
of 30 feet. 





American Blower Packaged Attic Fan. Three 
sizes, capacities 4300 to 10,000 cfm, free delivery. 


ECONOMY SELLS 


Economy is another standout feature of American 
Blower’s Packaged Attic Fan. 


It costs just a few cents a day to operate and requires 
only 10 easy steps to install. Ideal for homes with a low 
bridge attic since it needs only 30” clearance between 
fan blades and roof. 

Why not arrange NOW to sell the complete line of 
American Blower Ventilating Products? You'll make 
easier sales, have more satisfied customers, earn more 
profits and build a better reputation for yourself. 


Ask the nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Rapiator & Standard Savitary conrosanon 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 





Available From Your Electrical Wholesaier 


For new Catalog No. 
49 write: McGill Man- 
ufacturing Co.,Inc., 650 
N. Campbell St., Val- 
paraiso, Indiana. 


ONLY WGIll MAKE 


ELECTRICAL SOUTH for AUGUST, 1951 








Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 
etc. Have Aileron 
Control for regula- 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at 4” SP. 


Seruing Aame and 


Aeropel Kitchen Fan 

-Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 


Model C Ventura 
Attic Fons—Built in 
capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Low 
power consumption, 
quiet-operating. 


industry AMERICAN-ST 


ATOR « KEWANEE B FRS + ROS 














HERE IS THE 


answer 
TO ALL YOUR 


MOTOR CONTROL 
problems... 


MONITOR 


PIONEERS IN MOTOR CONTROLS 
SINCE 1888 


MONITOR engineers provide the “know 
how,” MONITOR equipment provides the 
means. .. . Yes, the answer to your motor 
control problems is as simple as that. 


On that next installation . . . be sure to 
specify MONITOR when ordering motor 
controls! 


Special NEMA No. 1-A semi-dust type 
enclosed magnetic starter 


er 


| en) 


Special DC magnetic controller—for full auto- 
matic operation of printing press drive. 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 








REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave. 
Atlanta, Georgia 


L. L. ROUSSEL LYNN ELLIOTT CO. 
312 E. Livingston PI. 322 M & M Building 
New Orleans, La. Houston 2, Texas 
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the customer before the year is 
out, and Hitt himself inspects the 
complete operation. 

He examines conduits, how the 
equipment is strapped up, wheth- 
er it is propérly mounted, and 
whether it is fused correctly. A 
sticker of Hitt’s Electrical Service 
and address is put on every job 
so that Hitt’s will be called in for 
needed repairs. 

Hitt’s men also advise the cus- 
tomer on the handling and care of 
the equipment for maximum op- 
eration and longest life. 

Hitt’s Electrical Service carries 
a maintenance stock of $800 
which includes replacement parts, 
unusual switches, parts for spe- 
cial equipment, and fuses of all 
types and sizes. 

Even an emergency call at night 
will have Hitt’s Electrical Service 
springing into action. Hitt calls 
the electrician located closest to 
the trouble spot and has him go 
out on it. 

“T have a fine crew of men who 
put forth their best effort and 
really produce,” added Hitt. He 
pointed out that such employee 
considerations as six paid holidays 
a year, vacation with pay, a bonus 
at Christmas depending on the 
year’s volume and profits, and 
half-pay on sick leave really pay 
off. 

Hitt looks ahead to increased 
maintenance accounts when in- 
stallations on new construction 
will fall off. 

He plans to contact personally 
all commercial and _ industrial 
plants for maintenance work, and 
have trucks go out on routes 
along the countryside in search of 
electrical repairs. 

Trucks will be assigned to de- 
finite routes, and such small jobs 
as replacing lamps and repairing 
lights, he knows, will beget larger 
services in time. 


Hook-on wattmeter 
(Continued from page 27) 


erically). Since power in any 
polyphase circuit must of neces- 
sity be the sum of the powers in 
the component phases, for unbal- 
anced conditions add the powers 
of the individual phases to deter- 
mine the total power. 

(2) Set selector switch on high- 
est (300 kw) range. A 1/100-am- 


pere fuse, internally mounted in 
the instrument, is placed in the 
potential circuit to protect the in- 
strument in case the selector 
switch is set at a range lower than 
that which is permitted for the 
circuit line voltage. The usable 
kilowatt ranges are: 

120 volts—3,6,20,60,200,300 kw 

240 volts—6,20,60,200,300 kw 

600 volts—20,60,200,300 kw 

(3) Clip potential leads across 
conductors. The usual care must 
be observed and, if possible, the 
operator should stand on a dry, 
insulated surface. 

(4) Clamp hook around con- 
ductor. In the case of noninsulat- 
ed conductors spaced close togeth- 
er, caution must be exercised so 
that the metallic hook does not 
cause a short circuit between con- 
ductors. It is essential that no re- 
turn conductors pass inside the 
hook. Return or adjacent conduc- 
tors nearby but outside the hook 
will not greatly affect the reading, 
but for highest accuracy, it is 
recommended that the conduc- 
tors, if flexible, be pushed aside 
as far as possible. 











CLAMP... LOCK 





This 
SWIVEL U-BOLT 
CONNECTOR 
is designed to do just that... 


No Removable Parts 
Easily and Speedily 
Installed 
Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 


Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG SLC 


KRUEGER & HUDEPOHL 
Solderiess Térinal Lugs and e 


\ d 
= VINE AT THIRD=ES$ © CINCINNATI 2, OHIO 
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The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa Drx1sTEEL Galvanized Ground Rod. 
Shatp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 








Atlantic Steel Company 





ATLANTA, GEORGIA 








eee 


WEATHERPROOF WIRING DEVICES 


WEATHERPROOF FLUSH RECEPTACLES SCREW COVER TYPE 


WR-53 Sing. Rec DWR-63 Dupl. Rec 


For outdoor residential and industrial installations and for interior 
use where excessive moisture is present. Single or duplex receptacle 
with aluminum finish brass plate, screw cap and bead chain ard 
weatherproof gasket. Rafing—15A.125V, 10A-.250V Individually 
packed 


WEATHERPROOF FLUSH SWITCHES 


Boxed individually with mounting screws and weatherproof gaskets 
included—.040” brass, aluminum finish 
Cat. No. SW-1 (Single Pole) 


Cat. No. SW-3 (3-Way) 
Cat. No. SW-2 (Double Pole) 


Cat. No. SW-4 (4-Way) 


PERFECT 7 e 
Manufacturing Corp. 
Hicksville, L 1 


New York 


MM 
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$0, EASY TO 


Satisfy! 





ICELLCHEAT 


ELECTRIC RADIANT CEILING CABLES 


$0, EASY TO Specify! C " } 


i 





“It's so easy to specify accurately Ceil Heat 


installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 
a near zero cold spell when | checked 


50 users—all 50 had warm-cozy homes— 


complete satisfaction!" 


J. B. Carson 
Kingsport Electric Co., 
Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 
revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 
the new standard for cleaner, more comfortable heat—is 


economical for homes in all price ranges! 


THOUSANDS OF USERS~in Ten. 
nessce and adjoining states—homes of 
varying sizes—all say they “wouldn't 
swap Ceil Heat for any other com 
fort in the home!” Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Ceil Heat actually costs less in the 
low-power-rate areas—costs very little 
more in most of the high-power-rate 
areas! There's no wasted heat—cach 
room is individually controlled. Cecil 
Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ccil 
Heat makes it easier for architects 
to design more beautiful, more effici 
ent homes by utilizing space formerly 
needed for registers, radiators, pipes, 


furnace, fuel storage, and cellar. 


* 


EASY TO ESTIMATE * EASY TO IN- 
STALL—Just staple the cable to ceil 
ing base and cover with plaster ot 
wallboard. Quickly installed by a 
local clectrical contractor. Easy-to 
follow instruction manuals furnished 
—contain simple tables for all cli 
matic conditions to calculate heat 
losses and cable required. Ceil Heat 
is truly easy to specify, casy to esti 


mate and easy to install! 


TROUBLE-FREE—Ceil Heat is water 
proof and non-corrosive—won't blis 
ter paint or paper, or crack plaster. 
Nothing to get out of order—no re 
pairs needed if installed according to 
simple directions. Five-year guaran 
Acceptable for FHA 
mortgage financing 


tce on cable. 


CEIL HEAT IS THE STANDARD—in 
radiant ceiling heat perfected 
solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical dis 
tributors to approved licensed clec 


trical installers. 


Cable, thermostats, staples and all materials for shove instatiations 
furnished by following distributors: HARRIS-PATRICK ELECTRIC 
SUPPLY CO., Nashville, Tenn.; RODEN ELECTRICAL SUPPLY CO 


AKnervitie, Tenn.; HAJOCA CORP... Chattancoga, T 


enn., SOUTHERN 


WHOLESALERS, INC., Dalton, Ga.; FRAZIER MACHINERY AND 
SUPPLY CO., Decatur, Ala.; SOUTHERN SUPPLY CO., Jackson 


Tenn.; KINGSPORT ELECTRIC CO., Kingsport, Tenn 


Limited 


FRANCHISE areas available. Write today 


www ww em mem wm ew wwe mw we HK KF 


q CEIL HEAT Division, Homes, inc., Dept. E.S. 8 
=P. O. Box 1167, Knoxville, Tennessee. 


HEATS i 
LIKE eS 
THE SUN “Zip 1 
1 NAME__ 
FIRM 

] 

} ADDRESS 
9 city 


CLIP AND 


MAIL TODAY! 
Onis 


Please send me— 
—complete literature on Ceil Heat 


without obligation 


_ZONE STATE 





WIRING DEVICES - LIGHTING EQUIPMENT - VENTILATING FANS 


Came meee Ome cone eons 
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(5) If the pointer deflects 
downscale, reverse the potential 
leads, use the other conductor on 
single-phase circuits, or reverse 
the direction of current flow 
through the hook by threading 
the conductor through from the 
opposite direction. However, 
when taking more than one read- 
ing on a polyphase circuit, the in- 
strument must be held the same 
way each time. See Fig. 4. 

(6) Adjust selector switch for 
reading in upper scale portion. 














SPECIFY THESE TIME-TESTED LINES 
WHEN YOU ORDER FROM YOUR 
LOCAL ELECTRICAL DISTRIBUTOR 





AMPILEX 
CORPORATION 
A complete line Swivelite accent lighting 
and lamps, specializing in pure s‘lver re- 
flector lamps. 


COMMERCIAL 
ENCLOSED FUSE CO. 
A complete line cartridge fuses and pyrex 
(not glass) plug fuses. 








NEWART 
MANUFACTURING CO. 
A complete line steel outlet & switch 
boxes, box covers, bar hangers, box as- 
semblies. 





RELIANCE 
MOLDED PLASTICS Inc. 
A complete line brown & Ivory wall plates 
—with the standard design. 





ACADEMY 
ELECTRICAL PRODUCTS CORP. 


New Improved Automatic Lifetime Plug. 


New Automatic 3 Way Table Tap. 


Sold Thru Wholesalers 


JULES J. DREYFUSS’ SONS 


ELECTRICAL eed: a TS 
bo nag = 1820 N. First Ave. 





Miami 10 ‘Fla. 


Phone Main 6886 Phone 2—6736 











(7) Note kilowatts set on selec- 
tor switch and, on single-phase 
circuits, read watts directly on 
corresponding scale. On _ poly- 
phase circuits compute true value 
of watts or vars by using multipli- 
cation factor given. 

Hook-on instruments make 
testing convenient and_ rapid. 
Tests can be made at any time— 
the equipment need not be shut 
down. Bulky test kits with num- 
erous components are no longer 
required. The hook-on volt-amme- 
ter and the hook-on wattmeter 
will adequately supply many test- 
ing needs. 

Programs can now be under- 
taken to lower the costs of sup- 
plying and maintaining electrical 
service by seeking out the low 
power factor loads and applying 
corrective measures. Thus power 


costs are reduced and system 
capacity is released for productive 
effort. 

Examine distribution systems 
and redistribute the load where 
necessary. This will improve 
voltage regulation and reduce 
service interruptions. 

Check the loads being drawn by 
each device, being careful to see 
that each operating value falls 
within permissible limits. This 
will give lower maintenance costs 
and long life. 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


lt it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fic. 








A COMPLETELY INSULATED 


SPLICE 


1 3 SIMPLE STEPS 
_* 
e= 
ose 1008 FOR cut wines PUSH ON BSULATOR 
TURN UP 
pres GURE-crimp «= FLUSH WITH CAP cer eiry gi 


ONLY 2 Splice Caps for 2 # 18 to 3.4 8 wires 


installed with ) 


seme lgeun ‘pres-SURE-tool 


WRITE FOR CATALOG K105 





NON-METALLIC — BX. 
& CNOUND WIRE 


GE 


SERVICE ENTRANCE CAP 
MEER SS + 


Sold Thru 
Your Local Wholesaler 





ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 














EFFICIENCY — SERVICE — ECONOMY 











NATURLITE 


Reg. U.S. Pat. Off 


Fluorescent Fixtures 


Deliver maximum efficiency and economy . . 


and maintenance cost . . 


. More light for the same dollar. 


LIGHT & POWER UTILITIES CORPORATION 


. Low original 


your copies. 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical 


“Handbook of Residential 
“Handbook of Farmstead Wiring Design” 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


South. 


Wiring Design” and 


1035 Firestone Bivd., Memphis, Tenn. 175 Sth Ave., New York 10, N. .Y 


Southern a 


@ Bob Kuz @ Marion Picard 
639 Whitehall St., N.W. Box 2523 
Atlante, Ga. Charlotte, N. C 


ELECTRICAL 
806 Peachtree St., N. E. 


SOUTH 
Atlanta 5, Ga. 


e C. K. Ramond 
Sor Bellaire Drive 
New Orleans, Lo. 
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Household and Commercial Appliances | Television 


OLD-FASHIONED SELLING—and demonstrating is the 
formula picked by successful appliance dealers to meet the 
special conditions of the appliance trade at the moment. 
Undoubtedly there will be some shortages ahead in certain 
appliance lines, but the problem confronting most dealers 
right now is one of building sales volume back to normal 
and reducing inventories to something more in line with 
current sales volume. How dealers fared in 1950 is report- 
ed in the “Cost-of-Doing-Business Survey” on page 82. 








This “Jumbo” sized popper will speedily 
supply popcorn for the whole family. No 
stirring or shaking necessary —just put in 
unsalted shortening or cooking oil — add the 
corn—and then watch it pop under the heat- 
proof, glass top. The popping bowl is separate 
and has an attractive, cool plastic handle so 
that popped corn can easily be poured into any 
THIS COLORFUL receptacle. Made of heavy polished aluminum. 


Cool handles and feet of molded plastic. 
tf 4 —— IT’S MORE THAN A POPPER 


Heats canned soups, vegetables, stews, sauces, etc. 
INCLUDED AT NO EXTRA COST . : R 
Makes fros 8, Ss, Ss, s 
WITH EACH JUMBO POPPER _— rostings, candies, puddings, etc 
Boils potatoes and other vegetables. 
Recrisps potato chips; cereals, etc. 
Heats baby bottles, etc. 


Available through reputable distribvtors across the nation. 








Consisting of four large 15 oz. glasses, 
each with a different, attractive de- 
sign, plus four generous size bowls for 
popeorn or for serving fruits, salads, 


cereals, etc. Made of Forest Green 


colored glass. DOMINION ELECTRIC CORPORATION 
MANSFIELD, OHIO 
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One of America’s 
Leading Lines 


You won't miss 
a single sale 
with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 


Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 

All cabinets are finished in gleaming 
white, with lustrous black “toe rail” at the 
bottom. Tanks are made of heavy gauge 
steel, hot dip galvanized; a full 2 inches of 

wt insulation surrounds each tank and 
Laboratories. Inc. minimizes heat loss. 230/240 Volts A.C. only. 

These heaters are your answer to cus- 
tomer demand and increased profits. 

Phone, wire or write today for full infor- 
mation on this outstanding line. 


W. L. JACKSON MFG. CO. | J.A. LLOYD FACTORY SALES AGT. 


1222 East 40th Street Warehouse Stocks Carried 


CHATTANOOGA, TENNESSEE 375 Whitehall St.. S.W. 2506 Lucena Street 
ATLANTA, GEORGIA CHARLOTTE, N. C. 
Telephone WAlnut-6248 Telephone 5-8258 
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Outstanding cabinet beauty in blond or 
mahogany with two-thirds doors and 17- 
inch Honma Seon picture. Lucite controls, 
touch-o’-gold trim. Model 5172CB, limed 
oak, $349.95. 5172CM, mahogany. . $329.95 














For your customers who want the absolute finest, in cabinet beauty as well as in Absolute tops in table models, with Arvin’s 
performance—here is the magnificent new Arvin French Provincial Console! Genu- 21-inch Perma-Focus picture; in blond or 
ine cherry with full doors, big 21-inch Perma-Focus picture and all the famous mahogany. Matching table (extra) with 
features of Arvin’s mighty Dual Power Custom Chassis. Moves easily on oversize Lazy Susan” swivel top. Model 5211TB, 
casters. It’s the finest in furniture, the finest in TV. Model 5212CFP $499.95 blond, $379.95; 5211TM, mahogany, $369.95 


Arvin TV 


Visible Value GJ You can SELL the difference! 


Arvin’s mighty Dual Power Custom Chassis is far and away 
Arvin’s greatest TV the finest ever to be offered in any complete TV line—with 26 
tubes including rectifiers and picture tube. In fact, this chassis 


is so powerful that a special control is provided to reduce signals 
There never has been a TV line to match the all-new-for-’52 from nearby stations for maximum picture clarity! 
Arvin Line—in powerful performance— in beautiful cabinetry — Arvin’s controls automatically hold brightness-contrast set- 
in complete range of big-picture models and prices. ting from station to station, check “airplane flutter” and other 
Arvin’s big 17, 20, and 21-inch pictures are exactly what to- types of electronic interference. 
day’s customers want. Shown above are 9 models in Arvin’s Arvin’s new cabinets are unmatched in beauty and fine crafts- 
complete line of 15 beautiful sets. manship—in styles and finishes to meet every taste. 
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There’s no finer 17-inch table model built at 
any price! Available in either limed oak or 
genuine mahogany veneer. Table to match 
at moderate extra cost. Model 5171TB, 
blond, $279.95; 5171TM, mahogany, $269.95 


Open face console with 21-inch Perma- 
Focus picture, in either imported mahog- 
any or wheat blond limed oak. Oversize 
casters. Model 5210CB, blond, $419.95; 
Model 5210CM, mahogany $399.95 


Don’t wait! Get aboard now, and ride the Arvin Line to more 
sales, more profits, more customer satisfaction! Phone, wire or 
write for name of nearest distributor. Arvin Industries, Inc., 
Columbus, Indiana. (Formerly Noblitt-Sparks Industries, Inc.) 


Arvin’s greatest advertising campaign 





Modern American styling in mahogany or 
limed oak. 17-inch Perma-Focus picture. 
Moderately priced console with all Arvin’s 
Dual Power features. Model 5170CB, blond, 
$319.95; 5170CM, mahogany..... .$299.95 


Full doors meke this superb mahogany con- 
sole look like a fine 18th century Highboy 
when closed; 20-inch Perma-Focus picture; 
Dual Power Chassis; oversize casters for 
easy moving. Model 5204CM 


with the mighty 


Dual Power 


Custom Chassis! 





A 17-inch table model for your customer 
who wants all the picture quality he can 
get, in a cabinet of Simple design and com- 
pact dimensions. All Arvin features. Mahog- 
any veneer only. Model 5173TM. . . $249.95 


All the modern beauty of limed oak with 
full doors! 20-inch Perma-Focus picture; 
mighty Dual Power Chassis. Rolls easily 
on oversize casters. Packed with Arvin per- 
formance features. Model 5206CB. . $449.95 


To get the most out of Arvin’s national advertising, you'll 
want to use your own newspapers and local TV and radio sta- 
tions to tell people you’re Arvin headquarters. To help you there, 
too, Arvin has newspaper mats, radio spots, TV spots on film, 


and strong point-of-sale displays ready for your use! Arvin 


Arvin’s great new fall TV Advertising Campaign is going all-out 
to reach every potential customer in your community. 24 ads 


this Fall in 6 top magazines (Post, Life, Colliers, Better 
Homes and Gardens, Sunset, Successful Farming) — most ads 
in color, many of them full pages! And these TV ads are backed 
up by 53 other ads on Arvin Radio and other Arvin products. 
Seventy-seven ads in all—in just 16 weeks—the greatest con- 
centration of Arvin advertising in the history of the company! 

“Brings every station closer—makes every picture clearer” — 
that’s the theme of the Arvin TV campaign. That's what today’s 
TV viewers want—the people who own inferior sets—who are 
tired of little, wavering, snow-filled pictures. They're ready to 


advance to Arvin—now! 


hasn't overlooked a bet to help you make this your biggest TV 
year! Start planning now! Call your Arvin distributor! 


EXTRA! 


Arvin will have UHF built in! No strips, 
no converter, no servicing needed! 
All sets in the new Arvin line will soon be available with 
UHF Tuner built in! Arvin is first to take this big for- 
ward step! Every Arvin Dual Power TV will be avail- 
able two ways—either with straight VHF or, at mod- 
erate extra cost, complete with VHF-UHF tuners 
included. as an integral part of the chassis. Get the 
complete story from your Arvin distributor NOW. 


Prices listed ore suggested retail prices in Zone |, including federol tox ond 


to chonge in accordance with OPS regulations. 
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Static-free, tone-true FM and extra-powered AM 
reception make this superb Arvin a standout. 
Ivory, Willow Green, Sandalwood or Rosewood 
plastic. 8 tubes including rectifier. Unmatched 
value at the price. Model 580TFM 


( 


Pick of the Portables—Colorful and compact in 
Maroon, Sandalwood, or Red antics contrasting 
knobs and handle. feighs ars ., including 
batteries. Amazing power an Pn A favorite 
gift. Model 446P, less batteries. .........$18.95 


$59.95- 


Arvin Stradivara—the finest table radio ever 
built. All-new straight AC circuit; such distance 
and tone as you’ve never known before! Stun- 
ningly styled in imported mahogé any veneer with 
lucite dial and pointer. Model 551T $49. 


Arvin Rainbow—the famous compact, shatter- 
proof AC /DC superhet in 6 colors:-Cherry, Flame, 
Citron, Avocado, Pebble, Ivory. Makes a won- 
derful leader and a traffic-stopping display. ‘The 
perfect personal radio. Model 540T $18.95 


Smartest new styling in rosewood finish plastic 
gives Arvin Sere nade instant appeal to customers 
who are looking for “something different.” Velvet 
Voice tone system, with Magna-Bass amplifier, 
gives beautiful tone quality. Model 553T . . $24.9: 


Arvin Hopalong Cassidy Radio — red or black 
kid-proof cabinet with Hoppy and his horse — 
the ideal gift for young hero-worshippers! The 
radio that made sales history! Ask about special 
displays and sales helps. Model 441T 


Arvin Radio 


Velvet Voice GM You can SELL the difference! 


Priced for every purse! Styled for every taste! 


Arvin Radio sales are up, and still climbing! Take full advantage 
of that fact! Give your customers what they want! Climb aboard 
the great new Arvin 1952 Radio Line and ride to bigger sales, 


bigger profits, happier customers! 


Cash in on the brilliant new styling, the 
colors, the amazing new power of these record-breaking Arvin 


glamorous new 


Velvet Voice Radios! Even experienced radio authorities will 


be surprised at the performance of Arvin’s new straight AC 
Model 551. We think you’ll acknowledge that you have never 
before heard such reception from any table-model radio! 


Nine table-models and four radio-phonograph consoles 
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‘ m ’ 
new styling 
new colors! 
new power! 





Ivory, Willow Green, or Sandalwood finish plastic 
— outstanding beauty with long, alluring 
ines, for customers who want nothing less than 
6 tubes including rectifier. 3-gang condenser; high 
audio output. Model 460T 


Mahogany console combination, FM/AM radio 
(8 tubes including rectifier) and 3-speed record 
changer playing 10 and 12-inch sizes intermixed; 
Model 482CFM, $159.95*. Model 462CM, 6 
tubes including rectifier, AM only $139.95* 


Jewel-like beauty is provided by edge-lighted 
lucite dial and lucite controls with finish-o’-gold 
trim. Outstanding range and tone. Choice of colors 
that delight gift shoppers! Ivory, Willow Green, 
Sandalwood or Ebony. Model 451T 


Mahogany or limed oak cabinet, AM radio (5 
tubes including rectifier) and 3-speed record player 

33 'y, 45, or 78 rpm; plays 10 and 12-inch sizes 
intermixed; shuts itself off. Model 554CCB, blond, 
$169.95*; 554CCM, mahogany $159.95* 


New sleek styling and Arvin’s Velvet Voice tone 
make the Arvin Stylist a fast seller in any market. 
5 tubes including rectifier; Magna-Bass amplifier. 
An outstanding value! Model 45¢ 

$24.95, in walnut finish plastic 


Arvin Symphonette—FM/AM radio with 8 tubes 
including rectifier, plu: peed record changer. 
Stunning new styling. Plays all popular record 
speeds; intermix 10 and 12-inch. Model 582CFB, 
blond, $179.95*; 582CFM, mahogany . . $169. 954 


go to make up the sensational 30-model Arvin line—with a 


more ads—in many more magazines 


style, a color and a price to please every customer who comes 
into your store! Phone, wire, or write for the name of your 
Arvin distributor! Arvin Industries, Inc., Columbus, Indiana. 
(Formerly Noblitt-Sparks Industries, Ine.) 


—77 ads on all Arvin products in 
16 magazines in 16 weeks! And every 
time they see the Arvin name, an 
extra impression of Arvin quality is 
registered for your benefit! 

Make the most of that national 
advertising impact! Use Arvin dis- 
plays, mats, radio spots—a com- 
plete selling program—to help you 
get maximum sales and profits out 
of this great selling season! There 
isn’t a day to lose. Contact us now 
and be ready for the big demand 
that’s coming—for Arvin Radios! 


*Slightly higher in Zone 2. Prices subject to 
change in accordance with OPS reguiations 
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Advertised to every prospect! 


20 Arvin Radio Ads in 7 Magazines this Fall! Millions of 
readers will see Arvin Radio’s greatest advertising campaign 
this Fall—in the Saturday Evening Post, Collier’s, Better 
Homes & Gardens, Pathfinder, Country Gentleman, Success- 
ful Farming and Progressive Farmer! Arvin aims to reach 
every good radio prospect in your community! 

What's more, they’ll be seeing the Arvin name in many 


eariming 
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For faster, easier electric range sales... 


( Emphasize the 
Chromalax difference! 





Marleen 
overall 


a 2 | Heat 


t goes evenly 
t-baci-t-t delete) stale, 


Up and Out 
Reflector 


are 


“The Switch is On" 


To help you sell more 
electric ranges. 


Catalog RU-149 


To help you service 


ante en oe CHROMALOX 
The fuuest £ ectrun Range Unit wer bude 


Rc-43 


EDWIN L. WIEGAND COMPANY, 7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 

Dallas 1, Texas; 932 M & M Bldg. Houston 2, Texas; 1511 Louisiana St., New —~. 15, La.; 

1619 So. Boston St., Tulsa 5, Okia. ; W. R. Phillips, P. O. Box 26561, Raleigh, N w. 
Phillips Jr., 3125 Lamb Ave., Richmond 22, Va. 








Are You Making Use 
of Our 


Reader Service? 


The editorial and busines. 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














(Additional items will be found on pages 5, 7 and 75) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated tolder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 

2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heating by elec- 
tricity. Catalog EC-62 is the industrial catalog, and No. EC63 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fans. A four-page catalog piece 
Pepe illustrated and containing descriptive information on 
0 


the new low cost “all in one — window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, con, dimensions, photo- 
graphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shows 
in a new catalog just off the press, featuring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele 
phic equipment, and motors is also available from the Signa 
lectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on Americas 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail 
able in literature from the American Electrical Heater Com 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured b 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con 
tained in the 8-page folder. 


2046—Household Electrical Appliances. Dominion Electri 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information 
and detailed specifications on a complete line of table appliances 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thoma: 
Bivd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog cote and technical data on the Chromalox 
“RAD” heaters. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all types of buildings, is offered by the Fmerson Flectric Mfg 
Co., 81st and Florissant Ave., St. Louis 21, Mo 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
log of Zephair fans has been made available by the Hunter 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





August, 1951 


Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 
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Beautiful 
as well as Practical 


Westinghouse ELECTRIC HOUSEWARES 
(Fue Chodce FOR EVERY GIFT OCCASION 


Beauty Means Business! Particularly in 


gift buying. Since Westinghouse Electric 


etsteegaenst 
HECTIC AOuSEwaRES 


ances such as these contribute high 
fashion to the home and more pleasure 





ousewares are rapidly increasing in 
“enon 4 as gifts, their acknowledged 
eauty will pay off big for you this Fall 
... where it counts most... in your till! 
Westinghouse Appliances are beauti- 
fully styled. As the Fashion Academy 
letter said: ““Westinghouse has elevated 
these everyday products from utensils 
to prized show-off possessions... appli- 


to gracious living.” 

Put beauty to work for you. It’s smart 
and profitable to group these beautiful 

ift items... by grouping them, ‘their 
impact is multiplied ... give the gift 
shopper a chance to make a selection. 
Expose Electric Housewares in a setting 
of beauty and you'll see how “Beauty 
Makes Business”. 


WESTINGHOUSE ELECTRIC CORPORATION e¢ ELECTRIC APPLIANCE DIVISION e« MANSFIELD, OHIO 


+». Of course; 
it’s electric! 
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Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


2066—Shutters & Dampers. A ae catalog (No. 46) is 
available from the Elgo Shutter Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutter and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
iog containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2088—Air Circulators. Vornado’s complete line for 1950 pre- 
sented in a four page, three color catalog sheet (Form 9060) 
includes a wide variety of desk, pedestal, tabletop turnabout, and 
turnabout window fans. Also available is a descriptive folder 
on Vornado’s new turnabout casement window fan (Form 9082). 
The O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators aud Window Faus—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2102—Marquette Gas Ranges. Five beautiful models coveri 
the entire desires of any housewife featured in color and wi 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 East Hennepin, Minneapolis, 
Minnesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-2 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Singl< 
and double inlet blowers. Ventilating Division-Schwitzer-Cum 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerato: 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1 
Ainnesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal’s 
revolutionary new Select-A-Range with the Convenience Level 
Oven. Illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to instail it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters 
is available from the National Enameling and Stamping Com 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


from Markel Elec’zic Products, Inc., 145 Seneca 


2114—Electric Heataires. A new, colorful, oa booklet 
Bp 


Buffalo, 
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N. Y., unveils a complete line of wall-attachable, well-recessed, 
and portable heaters. Heetaire models for every room in the 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters. 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an attractive, 20-page illustrated catalog covering out- 
standing features, design details, and performance ratings of 
R & M domestic, commercial and industrial fans for 1950. 
Special material available covering new 10” and 12” desk fans. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, ran 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. hal this year is the Revolu 
ionary “Pour-In’’ type, completely self contained washed air 
room cooler. Write for further information. 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951 catalog illustrating 
their complete line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for your free copy. 


2134—Appliance Trucks. A four-page catalog is available de 
scribing Escort Appliance Trucks manufactured by Stevens Ap 
pliance Truck Co., Box 897, Augusta, Ga. Twelve models are 
illustrated, all featuring the patented crawler tread which makes 
it easy to move the trucks up or down steps or over obstacles 


2136—Robbins & Myers 51 Fans. An 11-page illustrated 
catalog, in color, describes the 1951 fan line of Robbins & 
Myers, Inc., Fan Division, 387 So. Front St., Memphis, Tenn. 
Window fans, oscillating fans, floor fans, air circulators and 
ceiling fans, package attic and belt-driven fans, exhaust fans 
and shutters, and ventilating fans are included. 


2138—Store Fixtures. Units comprising Flexo-Step displays, 
as well as combinations that can be obtained with the various 
units, are described and illustrated in Bulletin 3-50-5M, avail- 
able from Add Sales Co., 714 Commercial St., Manitowoc, 
is 


2140—Ventilating Equipment Circulators & Devices announ 
ces the publication of their new, up-to-date 1951 catalog illus- 
trating their complete line of ventilating equipment including 
Pedestal, Wall and Ceiling fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 98-168-32nd Street, Dept. E. S. Brooklyn 32. New 
York, for your free copy 


2142—Gas and Electric Water Heaters. Two bulletins, in 
color, devoted to Jackson automatic gas and electric water 
heaters, have been announced by Jacnson Mfg. Co., 
Inc., P. O. Box 26, Chattanooga 1, Tenn. Table-top and round 
electric heaters, as well as floor furnaces, are described in one; 
Jackson’s 20- and 30-gallon gas heaters in the other. War 
ranties on both gas and electric models are explained 


2144—Ventilating Products. The compiete line of Schwitzer 
Cummins Ventilating Products are described and illustrated in 
a new condensed catalog. Included are attic, window, cabinet, 
portable and exhaust fans and single and double inlet blowers 
Copies are available from Schwitzer Cummins Ce 1125 
Massachusetts Ave., Indianapolis 7, Ind 


2146—Repair Parts. “Repair Parts for all Traffic Appliances” 
is the title of a 46-page catalog available from Pearsol Appli 
ance Co., 2010 Commerce St. Dallas, Texas. This supply 
parts catalog, No. D-49, has been prepared for dealers as a 
parts and service manual, and lists all popular repair parts for 
all traffic appliances (electrical housewares). 

2150—Apartment-Size Electric Range. Complete specifications 
on the State Pride apartment-size electric range, manufactured 
by State Stove & Mfg. Co., 509 — 25th Ave., No., Nashville, 
Tenn., are contained in a new two-color catalog sheet. The 
stove is illustrated, and many consumer advantages are listed 
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CMP regulations 
affect dealers now 


@ APPLIANCE dealers and electri- 
cal contractors will have direct 
interest now in Controlled Mater- 
ials Plan Regulations of the Na- 
tional Production Authority. 
CMP Regulation 5 replaces NPA 
Regulation 4, which has been re- 
voked, and provides for the acqui- 
sition of maintenance, repair 
and operating supplies under the 
Controlled Materials Plan. An- 
other CMP order, Regulation 7, 
provides for the acquisition of 
parts and materials needed by re- 
pair shops. 

Both of the new regulations 
provide self allotment procedure 
to obtain materials for MRO an 
repair shop needs. No application 
to NPA is required. 5 

CMP Regulation 5 is similar to 
NPA Regulation 4. (Regulation 
4 provided for use of DO-97 rat- 
ing to obtain MRO supplies.) 
Under CMP 5 any business en- 
terprise, local, State or Federal 
government agency or public or 
private institution may obtain 
normal amounts of steel, copper, 
aluminum, and other materials 
required to keep its plants and 
property in repair and operation, 
and to make minor capital addi- 
tions. The regulation authorizes 
use of the allotment symbol MRO 
to obtain controlled materials for 
these purposes. It also provides 
for the rating DO-MRO on de- 
livery orders for other materials 
for the same use. 


Repair shop needs 


CMP Regulation 7 sets up the 
rules under which a person in the 
business of making repairs may 
obtain controlled materials (steel, 
copper and aluminum) and pro- 
ducts and materials other than 
controlled materials under CMP 
for use in maintenance and re- 
pair work for persons who do not 
have, and are not entitled to 
establish, a quota under CMP 
Regulation 5. 

CMP Regulation 7 does not 
limit the quantity of controlled 
materials or products and mater- 
ials other than controlled mater- 
ials which a repairman may ob- 
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tain without using the procedure 
established by the regulation. 
However, if a repairman makes 
use of the procedure provided in 
Regulation 7 in any quarter to 
obtain materials, he is subject to 
all the provisions of the regula- 
tion. The regulation also imposes 
special restrictions on inventory 
applicable to every repairman. 

The term “repairman” means 
any person in the business of 
providing maintenance or making 
repairs commercially for other 
persons. It includes electricians, 
electrical contractors, motor re- 
winders, plumbers, domestic ap- 
pliance repair shops, farm equip- 
ment repair shops, radio and tele- 
vision repair shops, refrigeration 
repair shops, etc. 

It also includes repair shops 
owned by the person for whom 
the repair work is done if the 
person can segregate the pur- 
chases of his repair shop from 
his other purchases, and if he 
employs at least one person who 
spends his full time on mainten- 
ance and repair. 

By the terms of CMP Regula- 
tion 7, covering repair parts and 
materials for use by repair shops, 
a repairman doing work for oth- 
ers is limited in the amounts of 
controlled materials he may ac- 
quire under the regulation to 
(1) the amounts to which his 
customers’ MRO allotment sym- 
bols may be extended, and/or 
(2) the amounts he actually 


needs in doing work for custom- 
ers who are not entitled to estab- 
lish MRO quotas under CMP 
Regulation 5 or other NPA regu- 
lations or orders which set up 
MRO quotas. 

In the latter case, his use of 
allotment symbol RE, assigned to 
repair shops by Regulation 7, is 
limited to acquisition in any one 

(Continued on page 101) 


Regulation W 
terms liberalized 


@ THE Boarp of Governors of the 
Federal Reserve System have 
amended the terms of Regulation 
W—Consumer Credit—in accord- 
ance with the Defense Production 
Act as revised and extended. 

The amendment, which became 
effective July 31, 1951, lengthens 
the maximum maturity applicable 
to installment credit for automo- 
biles, household appliances, radio 
and television sets, furniture, and 
home repair and improvements. 

In accordance with the new 
legislation, down payment re- 
quirements for household appli- 
ances and for radio and television 
sets have been reduced from 25 
per cent to 15 per cent. 

The down payments required 
by the regulation may be made in 
cash, trade-in, or a combination 
of trade-in and cash. The 10 per 
cent down payment required for 





Sales trend — 


RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


MILLIONS OF DOLLARS 


Estimated Total Sales 





Sales of retail radio 400 
and appliance dealers 
were estimated at 214 
million dollars during 


MONTHLY AVERAGE 


MILLIONS OF DOLLARS 
00 





May, 1951, by the U. 
S. Office of Business 
Economics, a_ decline 





TA ) 





of 6 million dollars 
from April, 1951. The 
May, 1951, sales were 








30 million dollars less 
than sales reported for 
May, 1950. The chart 
shows the monthly 
sales for 1950 and 
1951. 
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It’s Simple as A-B-Cs 
MORE READERS MEAN 
MORE BUYERS and 
MORE SOUTHERN 
RURAL FAMILIES 
READ FARM and RANCH- 
SOUTHERN AGRICULTURIST 
THAN ANY OTHER MAGAZINE 





ya 


YOUR DIRECT LINE TO MORE BUSINESS 
IN THE ELECTRIFIED SOUTH... 


Farm and Ranch-Southern Agriculturist 
farm and ranch subscriber homes with elec- 
tricity total more than the total circulation 
in the South of any national magazine! Since 
1940 there has been a 527% gain in farm 
electrification in the South—more than 
double the national gain. This means a tre- 
mendous new market for electrical equip- 
ment and appliances of all kinds. You'll get 
your share of this vast market ...your share 
of the sales and profits... when the products 
you sell are advertised in Farm and Ranch- 
Southern Agriculturist! 
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CIRCULATION GUARANTEE 


1,290,000 


County by County . . Farm and Ranch- 
Southern Agriculturist 


e Saturates the Southern rural market... 

e And its circulation parallels the distribution of farm income 
in each of the 15 Southern States... 

e Reaching a greater total purchasing power in the rural South 
than any other magazine. 

To increase your sales...make it easier for your dis- 

tributors, wholesalers and retailers...don’t be satis- 

fied with second-best—get the best coverage of the 

Southern and Southwestern farm and ranch market. 

Write, wire or phone for the number of Farm and 

Ranch-Southern Agriculturist subscribers in any 

Southern or Southwestern county. Compare these fig- 

ures with the second farm publication—and you'll be 

convinced! 


New York 17 
122 £. 42 


MUrray Hill 5-6815 


Chicago 1 
333 N. Michigan Ave 
Dearborn 2-5182 DUnkirk 8-1179 








home repair and improvements 
now need not be obtained prior to 
completion of the work. 

The requirements of Regulation 
W as revised are now as follows: 

Automobiles, 33 1/3% down 
payment required, maximum time 
to pay off 18 months; household 
appliances, radio and television 
sets, 15%, 18 months; furniture, 
15%, 18 months; residential re- 
pairs and improvements, 10%, 36 
months; unclassified installment 
loans, 18 months. 

In addition, the Board exempt- 
ed from the provision of Regula- 
tion W any installment credit re- 
quired for the installation of sew- 
erage and other related facilities, 
including plumbing and plumbing 


fixtures, where the householder | 


is required to make such installa- 
tion by local, state, or Federal 
health and sanitary regulations. 


Consumer durable 
goods production 


‘ 
@ As A NET EFFECT of the entire 


pattern of controls, the output of 


consumer durable goods will be ~ 


reduced, reports Charles E. Wil- 
son, director of defense mobiliza- 
tion in his second quarterly re- 
port to the President. 

However, production of these 
goods, which include electrical 
appliances such as refrigerators, 
washing machines, etc., during 
the first quarter of 1951 was 
maintained at about the record 
levels reached in 1950, and sup- 
plies available to consumers dur- 
ing the remainder of 1951 will 
still be high. 

Production of consumer dur- 
able goods began to decline in 
the second quarter; production 
of most such products declined 
below the level of the correspond- 


The three top places in the national window display con- 
test conducted by Deepfreeze were won by Southern re- 
tailers. Left to right are the first, second, and third prize 


78 





Inventories up — 


Record inventories at 
manufacturing, 
sale, and retail levels at 
the close of the second 


| 
| 


(Billions of Dollers) | 


| | 


Menufecturing 





quarter of 1951 will | 
help maintain high 
consumer supplies in 


Retail 








in production that will 





spite of the reductions | 


Wholessle 

















resukht from 
mobilization. 


defense Dec Jun 


ing period in 1950. Production 
of refrigerators and washers, for 
example, is estimated to have fal- 
len 15 to 20 per cent below the 
level of a year ago. 

While manufacturers of con- 
sumer durable goods found it 
possible to obtain steel, alumin- 
um, and copper up to quantities 
permitted by control orders, a 
more difficult supply situation 
developed for manufacturers of 
electrical appliances which use 
nickel-bearing metals, including 
stainless steel. Substitution of 
less critical materials in a num- 
ber of these industries has result- 
ed in keeping production up. 

‘ While our objective is to main- 
tain consumer durable goods pro- 
duction at the highest levels con- 
sistent with meeting defense 
goals, Mr. Wilson reports, it is 
clear that something less than the 
record production levels of late 
1950 and early 1951 will satisfy 
the needs of the civilian economy 
during the next year or two. 

This is indicated by the sharp 
increases in inventories at manu- 
facturing, wholesale, and retail 
levels, which have reached rec- 
ord heights. (See accompanying 
diagram.) These record inven- 
tories, plus the permitted pro- 
dAnetion levels. will support a high 
level of consumption during the 
remainder of 1951. Toward the 


1948 —— 949 


n 
Dec M J S$ Dec 
1990-———- ——— 1951 ———- 


Dec Jun Dec Jun 


end of the year, however. it is 
anticipated that supplies of con- 
sumer durable goods will begin 
to diminish noticeably. 


Southerners take all 
Deepfreeze prizes 


@ Deaters in Washington, D. C., 
Opelousas, La., and Jefferson, S. 
C., were winners of the three 
prizes in the Deepfreeze home 
freezer national window display 
contest, W. S. Hall, manager of 
home freezer sales for Deepfreeze 
has announced. 

First award of $200 went to 
Lansburgh & Bros., Washington 
department store, for its Christ- 
mas display featuring Deepfreeze 
home freezers. Abdalla’s Furni- 
ture Store, Opelousas, won the 
$150 second prize with its “food 
bank” motif that also tied in the 


Christmas gift theme. Third 


prize of $100 went to the Home 
Furnishing Store, Jefferson, S. C., 
for its harvest window. 

Deepfreeze distributors who 
co-operated with the winning en- 
trants were rewarded with dupli- 
cate prizes. They were: South- 
ern Wholesalers, Inc., Washing- 
ton; Interstate Electric Co., New 
Orleans; and William & Shelton, 
Inc., Charlotte, N. C. 





winner, respectively, submitted by Lansburgh and Broth- 
ers, Washington, D. C.; Abdalla’s Furniture Store, Ope- 
lousas, La.; and Home Furnishing Store, Jefferson, S. C. 
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‘in DISHWASHERS! 


Now . ++ more Hotpoint Automatic Electric Dishwashers are being bought each week 
than were delivered during any of our best pre-war years—and still 97% of the market remains 
untouched. Of the 37 million American families who are prospects for automatic electric 
dishwashers, Good Housekeeping Magazine surveys indicate 32.8% of these homemakers 
are planning to buy now. 

This is one of the fastest growing major appliances in the industry. You can’t afford to overlook 
this greatest of all new profit builders. Here’s why the Hotpoint Automatic Electric Dishwasher is 
the logical dishwasher to enable you to cash in on this vast, booming market— 


FIRST in sates... Hotpoint’s sales 
of automatic electric dishwashers far 
exceed those of any other manufacturer. 


FIRST with Front Opening. . . Hot- 
point was the first to offer an automatic 
dishwasher with front opening—for 
greater ease in loading—for uninter- 
rupted work surface—for convenient in- 

tallati under c ters or cabinets— 
for use of overhead, down-rinsing spray. 


FIRST with Electric-Heat Drying . .. 
Hotpoint was the first to provide electric- 
heat drying with forced hot air circula- 
tion for faster drying with clean, hot air. 


FIRST with Dish-warmer... Hotpoint 
was the first to offer this modern feature 
for the convenient warming of dishes. 


FIRST in Customer Demand Now 
.-. Hotpoint Automatic Dishwashers 
rank first among dishwashers wanted 
most by most people. This is your mar- 
ket. Cash in on it with Hotpoint. 





RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS ® © WATER HEATERS © CABINETS HOTPOINT, Inc. 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS f A ' 


or St Chicago 44, Illinois 
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SALES PROMOTION 


by Robert A. Latimer 


Salesmanship is no accident 


Joske’s sales manager explains how his store 


acquired the nationwide lead in refrigerator sales 


@ A MICROSCOPICALLY DETAILED 
— sales plan, so infinitely well-plan- 
~. ne ' ‘ ned that no salesman is ever on 
S ve a i 4 his own, has worked out so well 
JOOLEE (LARK DAY <xw//64 rt for Evan R. Moon, appliance sales 
ps coca’ washing Dag * manager at Joske’s, San Antonio, 
Texas, that the store now leads 
the nation in refrigerator sales. 
During 1949, Joske’s sold 
more than 6,000 new refrigerators, 
and in 1950, the volume was over 
1,000 units more. 

Mr. Moon’s appliance depart- 
ment has for years maintained an 
almost incredible volume of $3,- 
500,000 a year, a large part of 
which has been sold during the 
evening hours. 

To set the national pace in re- 
frigerator merchandising has re- 
quired, of course, a lot of natural 
assets, combined with good sales- 
manship. 


Hor 





Natural assets 


In the former category, Joske’s 
has plenty to offer: 

(1) The huge appliance depart- 
ment in the downtown store; 

(2) Four branch stores located 
strategically in major residential 
areas of San Antonio; 

(3) One of the South’s largest 


and best service departments, em- 

Joske’s, the San Antonio, Texas, store that leads the nation in refriger- ploying more than 80 persons; and 

ator sales, holds continuous contests for salesmen. (Top) This one honored (4) A delivery organization 
a visiting manufacturer, and salesmen pitched in and sold 164 refrigera- , . 

tors in a single day. (Bottom) Evan Moon, sales manager, is at the right which often brings around a new- 

of the board, which announces a $41,000 volume in the contest. ly sold refrigerator within an 
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The top salesman in the contest is 

congratulated. Consistent outside 

ealls and evening work were re- 
quired of him to win. 


hour after the ink has dried on 
the contract. 

Any combination of natural as- 
sets, however, “are not enough to 
insure sales success,” Mr. Moon 
believes. He personally ascribes 
the store’s meteoric success in re- 
frigerator merchandising to two 
factors. 


Success factors 


The first is the handling of a top 
nationally favored line. The sec- 
ond is. driving salesmanship, 
whereby all of the 80 salesmen on 
the staff are kept “hitting the 
ball” every sales day in the week, 
many evenings, and even on Sun- 
days. 

“We believe in old-fashioned 
door-bell ringing, house-to-house 
canvassing, and capitalizing on 
every possible lead,’ Mr. Moon 
said. 

“T have no compunction what- 
soever in stating that salesmen 
must be driven—as long as that 
driving is to the advantage of the 
salesman, compensation-wise. 

“We work each individual sales- 
man harder than any other store 
in the area. We have found that 
none of them objects, inasmuch as 
their bank accounts are constant- 
ly growing.” 

Almost all of Joske’s 80 appli- 
ance salesmen are alert, aggres- 
sive young men, who have been 
trained from the ground up by the 
San Antonio store. 

In hiring new men, Mr. Moon 
looks for sales ability above any 
other factor. He points out that 
the knowledge of the product can 


be implanted and every man 
trained to follow store policy. 

The initial requirement of sales- 
manship, however, must already 
be part of the applicant’s make- 
up. 

From start to finish, every 
salesman’s work is mapped out 
for him. He has a mass of in- 
structions, so well detailed, that 
he knows automatically what to 
do and what not to do, under any 
and all situations. Also, Mr. 
Moon continuously stresses the 
importance of evening calls. No 
better proof of the sales possibili- 
ties is needed than the fact that 
Joske’s sold a tremendous por- 
tion of its $3,500,000 volume last 
year after 8:00 p. m. 


Evening calls 


Whenever a salesman begins 
slowing down on evening calls, 
it is a simple matter for Mr. Moon 
to get out the record books, and 
point out that of any typical 100 
refrigerator sales, around 28 to 35 
of them will have been made after 
7:00 p. m. 

All of the 80 salesmen are re- 
quired to meet at 8:00 a. m. every 
morning for a short but entertain- 
ing sales meeting, during which 
each man’s performance for the 
previous day is recorded. 

To provide incentive and a “big 
stick” over the salesmen, Mr. 
Moon sets not only the usual 
monthly and weekly quotas, but 
also a daily quota, for every man 
on the staff—based on his own 
intimate knowledge of the market, 


Mr. Moon, center, awards a prize to the top salesman, right. 


current economics in San An- 
tonio, etc. 

Whether or not the salesman 
met his quota shows on a huge 
blackboard on one wall of the 
meeting room. 

If a salesman has failed to meet 
his quota, he is given a glass 
“goose egg,” which he must carry 
in his pocket until the quota de- 
ficiency is made up. 

All salesmen on the staff are 
entitled to ask any other man 
who has not met the quota for his 
goose egg at any time—and if the 
penitent salesman does not im- 
mediately produce it from his 
pocket, he must contribute a 
quarter, which goes into the sales- 
men’s coffee fund. 

Every store has a stock of these 
“goose eggs,” and the carrying of 
one has become such a dishonor 
that most salesmen will labor long 
into the night hours to escape it. 

Sales planning in the main store 
and at each branch store is set up 
to cover every aspect of merchan- 
dising—instructions on the num- 
ber and type of demonstrations to 
be given daily, the number of new 
prospects to be called on, the 
number of callbacks which every 
man is expected to make, etc. 


Activity blueprint 


“From start to finish, we see 
to it that every salesman has a 
blueprint to guide his activities,” 
Mr. Moon said. “It is a case of 
combining basic sales practices 
with plenty of hard work, plus 

(Continued on page 102) 


This article 


tells how each of the 80 salesmen follows a definite plan in his work, 
and how he builds up his clientele to enable him to win such contests. 
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| MANAGEMENT 


Fifth annual national cost study 


for the appliance and radio-television retail industry 


Costs-of-doing-business survey 


@ ANALYsIS OF reports submitted 
by dealers participating in the 
National Appliance and Radio 
Dealers Association fifth annual 
costs-of-doing-business survey in- 
dicates that 1950 dollar sales vol- 
ume for these dealers increased 
23% over 1949. This compares 
with a gain of 9.4% for all U. S. 
retail trade. 

Total sales of all U. S. durable 
goods stores increased 22.1%, 
while the entire home furnishings 
group of stores within the durable 
goods classification showed a sales 
gain of 16.6%. 

The household appliances and 
radio stores section of the home 
furnishings group had a sales in- 
crease of 25.1%. é 

Thus, the NARDA dealers’ gain 
of 23% was closely in line with 
the U. S. average for all dealers 
in this field. 


(A) Sales and inventory results 


Increases in dollar sales in 1950 
over 1949 were shown by 81% of 
the dealers participating in the 
survey who furnished compara- 
tive sales figures for both years 
on the survey report forms. In 
the survey for 1949, only 38% 
of the dealers reported dollar 
sales increases over 1948. 

The breakdown of 1950 appli- 
ance sales by product types shows 
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by Richard E. Snyder 


Consulting Economist 
Chicago, Ill. 


the same order ranking as that for 
1949, although there were changes 
in the individual product per- 
centages to total sales. 
indicated in Table 1. 

It will be noted that, whereas 
refrigerators continued to rank 
first, the percentage share for that 
line was slightly larger in 1950 
than in 1949. 

Washing machines ranked sec- 
ond, television third, and ranges 
fourth, as in 1949, but in each one 
of these cases the percentage 
share was larger in the latest 
year. Radios were again in fifth 
place, but had a smaller share of 
total sales than in 1949. Vacuum 
cleaners, in sixth place, showed 
an increase of percentage over 
1949. 

Total sales in the “Other Sales” 
bracket showed a decided drop in 
share of the grand total, from 
27.9% in 1949 to 20.2% in 1950. 
Underlying this were percentage 
share declines for “Other Major 
Appliances” and “All Small Ap- 
pliances.” 

Continuing the upward trend in 
evidence since 1946, trade-ins 
again increased in 1950 in per 


These are 


cent to total sales (physical vol- 
ume basis) of four key products. 
The trade-in figure for television 
was obtained in the 1950 survey, 
for the first time. See Table 2. 

The NARDA dealers participat- 
ing in the 1950 survey showed 
average sales per square foot. of 
selling space amounting to $74.69, 
by comparison with the average 
figure of $73.20 for 1949. 


Inventory turnover 


Inventory turnover was at a 
rate of 4.3 times in 1950, against 
3.8 times in 1949. 

At the end of 1950, the average 
NARDA dealer’s inventory was 
49% higher than at the start of 
the year. This condition is at 
least partially attributable to the 
searing squeeze brought on by 
Regulation W. 

At the end of 1949 the average 
NARDA dealer’s inventory was 
16% below the starting level for 
the year. These wide swings in 
inventory positions can mean the 
ruination of many businesses. A 
strong suggestion of the need for 
more efficient control on the part 
of individual operators is indicat- 
ed by the results cited herein. 


(B) Profit results 


Net dollar operating profit was 
reported by 92° of the dealers 
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Survey Highlights 


Dollar sales volume for NARDA dealers increased 23% in 1950. 


Inventory turnover in 1950 was at a rate of 4.3 times, against 3.8 times in 1949. 


Trade-ins in per cent of total sales continued to rise in 1950 in a study of four key products. 


TV trade-in percentages are included for the first time in the 1950 report. 


TV continues to occupy third place in per cent of total sales reported despite the banner 1950 tele- 


vision year. 


Gross margin decreased in 1950 from the 1949 level. 


Total operating cost ratios were lower in 1950. 


Net operating profit went from 5.2% in 1949 to 6.0% in 1950. 


participating in the 1950 survey. 
The comparable figure was 87% 
for 1949. 

Gains in dollar profits for 1950 
over 1949 far outnumbered the 
declines among the reporting 
dealers. In terms of percentage 
gains, the dollar profit increases 
ranged from fractional to several 
hundred per cent. 

The net profit ratio to net. sales 
for all reporting dealers amounted 
to 6.0% in 1950. This compares 
with a ratio of 5.2% for 1949. 

Table 3 presents the national 
operating cost and profit ratios as 
determined through the NARDA 
survey of 1950, as well as for the 
four years covered by the preced- 
ing surveys. 


(C) National operating ratio in 1950 


As last year’s NARDA survey 
report disclosed, the achievement 
of a net operating profit ratio of 
5.2% by the reporting dealers in 
1949, by comparison with a 1948 
ratio of 4.6%, was due mainly to 
a drop in the cost-of-goods-sold 
ratio sufficient to offset a rise in 
the total operating cost ratio. 

In 1950 the NARDA dealers 
achieved another rise in the aver- 
age net operating profit ratio (to 
6.0% from 5.2% in 1949), but this 
was accomplished through a re- 
duction in the total operating cost 
ratio sufficient to offset a rise in 
the cost-of-goods-sold ratio; in 
other words, the reverse of the 
1949 development. 

The following discussion de- 
scribes in detail the average 


NARDA dealer’s operating cost 
pattern of 1950, based on the re- 
ports submitted by survey parti- 
cipants. 

Table 3a sets forth the cost-of- 
goods-sold ratios and the gross 
margins related to merchandise 
only, i.e., after the exclusion of 
service revenue from net sales 
(Line 1) and after exclusion of 
cost of service parts and supplies 
from cost of goods sold (Line 2). 

Gross margin on merchandise 


only is typically less than gross 
margin inclusive of the service 
element, as is shown by the fig- 
ures for the past four years. 
Individual elements in the 1950 
operating costs structure are de- 


scribed below. 


Net sales. It is from the net 
sales pot that the dealer ladles up 
the money with which to pay his 
operating expenses, hoping to 
have enough left for a meal of his 


Table 1. Appliance Sales Breakdown By Product Type 





Appliance 


Total _ 

Refrigerators 

Washing Machines 

Television 

Ranges 

Radios 

Vacuum Cleaners 

Other Sales 
Freezers 
Dishwashers 
Ironers — 
Other Major Appl. 
All Small Appliances 
Electric Cooking 

Housewares 


1950 


100.0 
28.3 
18.6 
13.7 
12.4 


1949 
100.0 


1947 1946 
100.0 
24.0 
18.0 


100.0 
19.0 
16.0 


=| Bm ny 
noODnU NBO 


13.0 12.0 
17.0 17.0 

3.0 3.0 
25.0 33.0 


- 
1) 


> 
x 





Table 2. Trade-in Per Cent to Physical Unit Sale 
of Four Key Items 





Appliance 


Refrigerators 
Washing Machines 
Ranges — 
Vacuum Cleaners 
Television 

\ 
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1950 1949 1948 1947 


% of Sales 
Accompanied by Trade-Ins 
1946 


42 35 18 11 3 
49 41 27 19 4 
36 26 16 9 2 
36 31 22 26 

13 
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Table 3. National Operating Cost and Profit Ratios, 1950, 1949, 1948, 1947, 1946 





National Averages 
1949 1948 1947 


100.0 
67.2 
32.8 
27.6 

Healers am “16.9 19.1 

Owners’ and/or Mgrs.’ Salaries — 

Office Salaries —— 

NN ON 

Service Men’s Wages and Expenses 


Item 1950 


100.0 
69.2 


5 aCe i 
- Cost of Goods Sold** is 
. Gross Margin (Line 1 minus Line 2 
- Total Operating Costs (A thru E) 
A. Administrative —_— 
(1) 
(2) 
(3) 
(4) 


100.0 
68.7 
31.3 
26.7 

18.6 

3.5 


100.0 
67.0 
33.0 
26.2 
18.2 

NS 
NS 
4.8 
4.1 


n~ 
wa 





(5) 
(6) 
B. Occupancy Expense —— 


C. Advertising Expense —— 
D. Bad Debt Losses —_ 


Delivery Expense 


E. All Other Expenses — 


. Net Operating Profit (L3 minus L4) : 


Other Administrative Expense 


“ws 
N NWN 


09 09 = mm > 80 & 
Annanacs 


NS 
NS 
3.0 
2.1 
0.2 
2.7 
6.8 


2.6 
0.2 
2.5 
4.6 





*Includes revenue from service 


**Includes cost of service parts and supplies 


own. Expressed rationwise, net 
sales is 100. 

Revenue from service amount- 
ed to 7.4% of combined net sales 
in 1950 compared to 8.4% in 1949. 
(In the NARDA surveys, net 
sales represents the combination 
of merchandise sales and revenue 
from service). 


Cost of goods sold. (Inventory 
at cost as of January 1, 1950, plus 
all purchases at cost during 1950 
minus inventory at cost as of De- 
cember 31, 1950. Includes cost of 
merchandise in addition to cost 
of service parts and supplies.) 

In 1950 the average NARDA 
dealer had a_ cost-of-goods-sold 
ratio of 69.2% of net sales, or 
$69.20 for every $100 of net sales, 
compared to $67.20 in 1949, and 
$68.70 in 1948. 

The 1950 ratio for this factor 
was the highest for any of the five 
years covered by the NARDA 
surveys. See Table 3. 


Gross margin. (The difference 
between net sales and cost of 
goods sold; sometimes called 
“gross profit.”) 


National average 


The national average gross 
margin for the NARDA dealers 
participating in the 1950 survey 
was 30.8% of net sales, or $30.80 
for every $100 of net sales, com- 
pared to $32.80 in 1949. 
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In fact, the 1950 gross margin 
, was the lowest for the five years 
starting with 1946. 


~ Total operating costs. (The sum 
of the operating cost ratios for the 
individual cost elements listed in 
the survey schedule.) 

The total operating cost ratio in 
1950 was 24.8% of net sales, com- 
pared to 27.6% in 1949. 

The 1950 ratio was the lowest 
of the five-year period covered by 
the NARDA surveys. 

The following analysis high- 
lights the changes in the indivi- 
dual cost factors contributing to 
the lowering of the over-all cost 
ratio between 1949 and 1950. 


Administrative costs. (The sum 
of items 1 through 6, immediately 
below.) 

The average NARDA dealer 
had a total administrative cost 
ratio of 16.9% of net sales in 1950 
as against 19.1% in 1949. 


NS: Not segregated in 1947 and 1946 survey schedules. 


The 1950 ratio was the lowest 
of the past five years. 

(1) Owners’ and/or managers’ 
salaries. This ratio was 3.6% of 
net sales, or $3.60 for every $100 
of net sales in 1950, up ten cents 
from the figure of $3.50 for 1949 
which was the same as for 1948. 
(Withdrawals from profits not in- 
cluded here.) 

(2) Office salaries. This element 
of cost in 1950 accounted for 1.5% 
of net sales for the average dealer 
covered by the NARDA survey. 

In the previous year this ratio 
amounted to 2.0%, and in 1948 it 
was 1.8%. (Not segregated in 
1947 and 1946.) 

The drop of 30% in the office 
salaries ratio from 1949 to 1950 
was a strong contributing factor 
to the lowering of the average 
NARDA dealer’s over-all operat- 
ing expense in the latest year. 

(3) Salesmen’s pay. (Includes 
salaries, commissions, draws, 
overrides, bonuses, prizes, and ex- 


Table 3a. Gross Margin After Exclusion of 
Service Elements 


Item 


Net Sales (Mdse. Only) 
Cost of Goods Sold 
(Mdse. Only) - 
Gross Margin on Mdse. Only 
Gross Margin Before Exclusion 


of Service (from Table 3) 


1950 
100.0 


1949 


100.0 


1948 


100.0 


1947 
100.0 


69.7 
30.3 


68.8 
31.2 


70.2 
29.8 


67.8 
32.2 


30.8 32.8 31.3 33.0 
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penses.) This ratio dropped to 
48% of net sales in 1950 from 
5.5% in 1949. The 1949 ratio was 
unchanged from 1948. In 1947 
and 1946, however, this ratio 
amounted to 4.8%, same as for 
1950. 

Does this regression to the 
1946-47 level mean the establish- 
ment of a firm base for this ratio? 

(4) Service men’s wages and 
expenses. In 1950 this ratio 
amounted to 4.5% of net sales, 
against 4.7% in both 1949 and 
1948, 4.1 in 1947 and 3.3 in 1946. 

Because of the growth of the 
basic service operation in this 
trade, it seems unlikely that this 
ratio could ever be subject to the 
flexibility of control applicable to 
salesmen’s pay, for example. 

(5) Delivery expense. (Includes 
wages, delivery equipment main- 
tenance, and equipment deprecia- 
tion.) This ratio was 1.4% of net 
sales in 1950 compared to 1.7% 
for both 1949 and 1948. No data 
for 1947 and 1946. 

(6) Other administrative ex- 
pense. (Includes all office sup- 
plies, collection costs, travel, en- 
tertainment, etc.) For 1950 the 
ratio was 1.1% of net sales, down 
35% from the 1949 ratio of 1.7, 
and well below the ratio of 1.4% 
for 1948. 


Occupancy expense. (Covers 
rent, heat, light, janitor service, 
etc., and, in the case of building 
owners, also such items as prop- 
erty taxes and insurance, repairs, 
mortgage interest, and deprecia- 
tion.) 

The ratio of 2.6% for this ex- 
pense in 1950 was unchanged 
from the figure for 1949. 

Thus, a continuous downtrend 
in this ratio which had persisted 
from 1946 through 1949 was halt- 
ed in the latest year. 


Advertising expense. (Includes 
newspaper and other periodical 
advertising, direct mail,  bill- 
boards, radio, and window trim- 
ming expenditures.) 

This expense accounted for 
2.2% of the average NARDA 
dealer’s net sales in 1950 against 
2.5% in 1949 and 2.6% in 1948. 
The 1947 ratio was 2.1% and that 
for 1946 was 1.9%. 

The drop in this ratio from 1949 


Recommendations for dealers’ use 


of the 1950 Cost Study 


As IN past years, NARDA is 
again offering member dealers 
concise, intelligent recommenda- 
tions on how to get the most 
out of the material contained in 
this Costs - of - Doing - Business 
Study. 

If the individual NARDA deal- 
er wishes to enjoy the benefits 
to be derived from this report, 
he must set up his basic dollar 
figures for processing of the ne- 
cessary ratios, or percentages. 
This should be done as follows: 

(1) Set up a work sheet which 
contains in ‘its stub (left-hand 
margin) the items listed in Table 
3 of this report. 

(2) Enter your dollar totals in 
the column adjacent to the stub. 
Be sure that all additions and 
subtractions are correct. For ex- 
ample, Line 1 minus Line 2 
equals Line 3. Line 4 is the sum 
of sub-lines A through E. Line 
5 is the result of subtracting Line 
4 from Line 3. 

(3) Be sure that you include 
revenue from service in Line 1 
total and cost of service parts and 
supplies in Line 2 total. 

(4) Compute your percentages 


to 1950, following the previous 
drop from 1948 to 1949, suggests 
that the average NARDA dealer 
may be seeking a stabilizing point 
for advertising expense in rela- 
tion to sales results, with allow- 
ance for surrounding basic condi- 
tions, politically as well as eco- 
nomically. 


Bad debt losses. (Receivables 
classed as uncollectable and/or 
reserves set up to cover losses.) 

For the first time since 1947 this 
ratio, in 1950, showed a rise, from 
0.2% of net sales—the average for 
the previous three years—to 0.3%. 

This development very proba- 
bly is the reflection of the follow- 
ing two main factors: 

(a) The reporting of such ex- 
pense for the first time, on the 
part of some dealers; and 

(b) The economic effect of high- 
er taxes on consumers along with 
overloads of commitments for 
durable goods in many cases, re- 
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to net sales, i., divide each 
dollar total below Line 1 by the 
total on Line 1. Post these per- 
centages to the work sheet in the 
next column to the right of the 
one containing the dollar figures 
to which the percentages apply. 
(These percentages are your 1950 
operating ratios.) 

(5) Compute your 1949 operat- 
ing ratios in the same way on 
another work sheet and then 
copy these percentages onto the 
1950 sheet next to the column 
containing the 1950 percentages. 

(6) Compare your 1950 and 
1949 operating ratios. Note 
wherein your 1950 ratios were 
higher or lower than those for 
1949. Rationalize the differences 
in the light of your own knowl- 
edge of what happened in those 
two years. Make a written record 
of your findings. 

(7) Set up a simple work sheet 
on which to post your monthly 
operating ratios throughout the 
year. This will enable you to 
keep abreast of changing trends 
in your costs of operating and 
warn you of adverse develop- 
ments. 


sulting in heavy drafts upon re- 
serves and overextension of cred- 
it. 


All other expenses. (All taxes, 
except on owned real estate which 
is covered under Occupancy Ex- — 
pense, insurance on stock and fix- 7 
tures, and all other expenses not 
otherwise designated in the sur- 
vey schedule.) 

The 1950 expense ratio for this 
broad classification was 2.8% of 
net sales compared to 3.2% for 
1949, 2.5% for 1948, and 2.7% for 
1947. 


Net operating profit. As pre- 
viously indicated, this critical 
ratio in 1950 amounted to 6.0% of 
net sales, or $6.00 for every $100 
of net sales. This represented an 
increase of 15.4% over the ratio 
for 1949. See Table 3 for the net 
operating profit ratios for 1948, 
1947, and 1946. 

The 1950 profit ratio of 6.0% 

(Continued on page 102) 
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PROMOTION 


Building floor traific 
through trick promotions 





fy 
<x, = 


white goods prior to the normal white goods season as had 
been sold all of last year. The lure and color of rail- 
roads was fascinating to both adults and children. 


, <a 


Approximately 14,000 passengers climbed aboard Frankel’s 
Express during their recent three-day promotion based on 
a railroad theme. Results — they sold almost as many 
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@ FRANKEL’s, a leading appliance 
store in Huntington, W. Va., re- 
cently roared up with a success- 
ful combination of traffic and 
sales during its novel “Express 
Train” promotional showing of a 
1951 appliance line. 

Frankel’s is operated by ag- 
gressive president Harold L. 
Frankel, and merchandised by 
Frederick A. Schwartz, sales pro- 
moter and buyer. 

In this planned effort to move 
major appliances, Mr. Schwartz 
reports the following: 

“Appliance merchandising can 
continue to be very fruitful 
through the revitalization of sim- 
ple old-fashioned selling devices 
and tools that today’s average re- 
tailer has forgotten. 

“Frankel’s, in a few short days, 
proved that if there is some basic 
need for the product, proper dis- 
play and promotion can create 
‘sufficient’ desire. 

“The creation of this ‘sufficient’ 
desire was made possible by ex- 
posing the public to our merchan- 
dise in an unobtrusive manner. 
We made them listen to our com- 
plete sales story without their 


feeling any obligation to buy. 
“The method we used was sim- 
ple but truly effective. 


Theme of promotion 


“The entire promotion was 
geared around the railroad theme. 
We decided that the lure and 
color of railroads would be fas- 
cinating to both adults and chil- 
dren. 

“Advertising began three days 
before the promotion. Interest 
was stirred by spot announce- 
ments on three radio stations and 
a TV station, and in the local 
newspapers. Train whistles, en- 
gine noises, etc., were used on 
radio and TV. 

“On the day before the open- 
ing, we ran a special four-page 
newspaper spread. The first page 
showed the front of the engine 
and the announcement of Frank- 
el’s Express arriving for a three- 
day stay. 

“The center double truck show- 
ed box cars containing appli- 
ances, and the back page showed 
the tail end of a caboose. 

“The center double truck also 
contained the device that we be- 
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(Top) Mr. and Mrs, Frankel were awarded a 1951 Hotpoint $1,000 kitchen 
merchandising award by Ted Beekman, factory kitchen specialist. (Bottom) 
Shown during the Frankel Express promotion were, left to right: 


Hareld L. 


Frankel, president of Frankel’s; 


Fred A. 


Schwartz, general manager; Virgil 


Rathel, Hotpoint district representative; Ted Beekman, Hotpoint factory representative; Dick 


Trice, representative of the Bluefield Supply Ce., Hetpoint distributors; 


and Bill Creuch, 


sales manager of Bluefield Supply 


lieve was primarily responsible 
for the success of the promotion. 
This was a complete passenger 
train ticket, marked to be cut 
out from the newspaper. 

“This ticket was sectioned off 
in berths to correspond with our 
various store appliance displays. 


1951 


Similarly, our store was sectioned 
off in berths manned with per- 
sonnel dressed as conductors to 
service the sections. 

“Train tickets were punched at 
each berth after the ‘passenger’ 
had listened to a two-minute lec- 

(Continued on page 104) 
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“Work it hard and keep it simple and easy” 


The secret 
ofa 
successiul promotion 


by Al Robertson 


@ A PROMOTION neither has to be 
expensive, new, original, nor 
clever to be a success according 
to the Soper Brothers, Doug and 
Clarence, of Lawton, Okla. 

They offer to prove this by 
showing some 1,500 prospect 
cards, each a prospect for a major 
appliance, collected by co-operat- 


Soper Brothers, Lawton, Okla., have been in this location 
for the past 11 years, and in business in Lawton for 27 years. 


ing with the recent opening of a 
supermarket. 

The Sopers believe that the se- 
cret of a successful promotion is 
to work it hard and keep it sim- 
ple and easy to win for the en- 
trants. 

An electric range was displayed 
in the grocery as the first prize 


to be given, and a sales lady was 
in attendance for the eight-day 
affair. 

Her job was to see that custom- 
ers registered on a card their 
names, addresses, and phone 
numbers and to see that they 
checked the appliances in which 
they were interested. This gave 


They hope that “promotion—pure and simple,” will keep 
them in business for 27 more years! 
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the dealer personal contact with 
each customer of the grocery. 

During this eight-day period, 
the attendant turned in several 
names of prospects who were 
ready to buy and did buy before 
the drawing. 

This promotion netted the bro- 
thers over 200 prospects on re- 
frigerators at the very beginning 
of the season; over 100 on auto- 
matic washers and dryers when 
both are in short supply (only 
three washers were received in 
the past 60 days); and over 400 
television prospects in a town that 
is in the fringe area, over 80 miles 
from the station. 

It also gave them a list of poten- 
tial buyers of 250 vacuum clean- 
ers, 300 radios, and 250 ranges. 

A line at the bottom of the 
registration card said that, al- 
though customers did not have to 
be present to win, they did have 
to check the card as being pros- 
pects for an appliance to do so. 

This was not mentioned at the 
time of registration. In this way 
only those who were actually 
prospects checked the cards. 

About 75 per cent who also fill- 
ed in their names did not check 
the card to show that they were 
interested in an appliance. When 
one of these names was picked at 
the drawing, it was disqualified 
and could not win. 


Prospect follow-up 


The prospects are followed up 
by phone by the two Sopers and 
a part-time salesman who works 
in the afternoons and evening. If 
the prospects talk like they are 
in the market, an appointment is 
made in the evening if possible, 
so that the husband and wife may 
decide together. 

This appointment may be in the 
store or home, whichever is more 
convenient. If the appliance re- 
quires a demonstration, such as 
an automatic washer, then pros- 
pects are either met at the store 
or brought into the store, togeth- 
er with their own soiled clothes. 
In this way a live demonstration 
is easily handled. 

The Sopers have operated the 
store for 27 years, 11 years at the 
present location, and are well ac- 
quainted with the needs of most 
of those who entered the contest. 
A great many times these needs 


(Top) A recent promotion—nothing expensive, new, original, or clever— 
nevertheless provided 1,500 prospects for major appliances. Doug Soper, 
left, often recommends live store demonstrations on appliances such as 
washing machines. (Bottom) Clarence Soper reveals the 1,500 prospect 
eards collected by co-operating with the recent opening of a supermarket. 


are either overlooked or forgot- 
ten. 

A promotion of this kind serves 
as a reminder that the need has 
become urgent and_must be taken 
care of at once or the customer 
will be lost. 

The $179.95 electric range that 
was displayed was given as the 
first prize and was furnished by 
the dealer. This cost, together 
with the expense of printing the 
registration cards and furnishing 
the attendant in the booth, was 
the dealer’s total expense. 


Advertising 


This made the prospects cost 
about 5 cents each, considerably 
less than they would have cost if 
obtained by canvassing or news- 
paper advertising. The grocery 
carried the announcement of the 
give-a-way in their regular week- 
ly full-page advertisement in the 
local paper. 

This was the only advertising 
done by either the grocery or the 
appliance store. The grocery 
bought from the dealer at his cost 
an electric roaster, a waffle iron, 
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and a percolator to give as addi- 
tional prizes. 

Two service men handle all the 
service on everything sold, and 
find time to do some outside serv- 
ice in addition. These men at- 
tend the regular manufacturers’ 
service schools held at Oklahoma 
City. They recently attended one 
such school on dishwashers, now 
being delivered in limited quan- 
tities for the first time since the 
war. 

The service shop is housed in 
the rear of the display room, and 
next door to it is warehouse space. 
Here trade-ins are stored and re- 
conditioned, permitting the store 
to display new and new-looking 
merchandise at all times. This 
keeps it from looking, as a great 
many stores look, like a used-ap- 
pliance store. 

The Sopers realize the im- 
portance of service during the last 
war and have every intention of 
maintaining this department dur- 
ing the present emergency with 
its scarcity of merchandise. The 
department will be expanded as 

(Continued on page 104) 
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MAINTENANCE 


Pointers on freezer use 


by Robert S. Geran 


Technical Manager, Kelvinator 
Nash-Kelvinator Corp. 


Dir.. 


@ (1) A FREEZER, as its name im- 
plies, is a low-temperature device. 
In general, the average interior 
temperature of the freezer is 
around 0 and not above +10. This 
is in contrast to an average refrig- 
erator temperature of somewhere 
about +40. 

Because of this low internal 
temperature, there are times, dur- 
ing humid seasons, when the sur- 
face or “skin” temperature of a 
freezer will drop to, or slightly 
below, the dew-point temperature 
of the surrounding air. 

When this is the case, the freez- 
er cabinet will collect some con- 
densation from the atmosphere in 
the same manner that a glass of 
ice water does during that kind 
of weather. For this reason, the 
selection of a location for a freezer 
is quite important. 

Obviously, convenience of use 
is of paramount importance when 
selecting the location. If there 
is any choice between a more or 
less humid location, the less 
humid should be chosen. 

Outside porches, unheated 
rooms, and damp or wet base- 
ments should be avoided wher- 
ever possible. When a freezer is 
of wrapper condenser design, it 
is not subject to external sweat- 
ing. 

When it is necessary to select a 


This is another in the series of articles on developing satisfied 


users of major appliances. 


When appliance purchasers are 


trained to follow these suggestions, they will obtain better, 
longer service from their equipment; they will be boosters for 
the dealer from whom they purchased the equipment; and the 
demands on the dealer’s service department will be reduced. 

The first step in developing such satisfied users is to make 
certain that salesmen, home economists, and service men are 
well versed in these appliance-use facts and are able to pass 


them on to the customer. 


“humid location for a freezer, it is 
best that the freezer be mounted 
on spacers, such as strips of wood, 
to obtain better air circulation be- 
tween the bottom of the freezer 
and the floor. This will prolong 
the life of the bottom of the freez- 
er by checking corrosion. 

(2) Since the finishes of most 
freezers are similar to refrigera- 
tors, they should be given the 
same type of treatment as cover- 
ed under Item No. 1 of the refrig- 
erator section of this series. 
(Note: See page 86-A in the May 
issue of ELECTRICAL SOUTH.) 


Preservation of the finish 


The use of wax-type polish is 
particularly helpful when the 
freezer surface is subject to some 
condensation. This aids immeas- 
urably in the preservation of the 
finish. 

(3) Since the interior wall of 
the freezer is usually about 0 de- 
grees or below, it is subject to an 
accumulation of frost. The more 
humid the weather and the long- 
er a freezer lid is left open, the 
shorter time it will take to collect 
an objectionable amount of frost. 

Frost deposits on the inside of 
a freezer are not considered as 
critical as those on the freezing 
unit of a refrigerator. However, 
when the collection of frost is 


such that it interferes with the 
removal of baskets and packages 
from the freezer, it should be re- 
moved. 

Normally, this will be some- 
where in the neighborhood of % 
to % inch. There are a number 
of devices on the market for 
scraping the accumulated frost 
from the walls of a freezer. 

At least one of these devices has 
a collecting receptacle in connec- 
tion with the scraper and if you 
scrape in an upward motion, you 
collect the frost in the receptacle 
and do not have to take it out of 
the bottom of the freezer. 

A plastic windshield 
also works quite 
Pointed or sharp 
should never be used. 

(4) The use of a suitable alarm 
device is good insurance against 
accidental food spoilage. There 
are a number of such devices on 
the market. 


scraper 
satisfactory. 
instruments 


flarm device 


One make of alarm device is 
both audible and visible and uses 
auxiliary batteries for its power. 
It has a long extension cord and 
it can be mounted at a consider- 
able distance from the freezer it- 
self, in a convenient location. 

Since it is battery-powered, it 

(Continued on page 104) 
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Rich’s in Atlanta has solved one of the most serious 


appliance problems since World War Il 


Trade-in refrigerators 
ean be handled profitably 


@ A cREw oF expert refrigeration 
mechanics who are devoted ex- 
clusively to refrigerator rebuild- 
ing, and are versatile enough to 
“cannibalize” parts from old ma- 
chines to put others into efficient 
service, is the most valuable as- 
set in trade-in merchandising, ac- 
cording to LeRoy Kise, major ap- 
pliance buyer for Rich’s, Atlanta, 
Ga. 

Doing one of the southern 
city’s largest volumes of new-re- 
frigerator sales, Rich’s has found 
the trade-in problem one of the 
most serious since the end of the 
war. 

When sales began to bog down 
because of the large amount of 
trade-ins offered and costly er- 
rors involved in overlarge allow- 
ances, etc., Kise sat down and 
began to figure. He worked out 
several features which he be- 
lieved a_ trade-in’ refrigerator 
must have before it can be han- 
dled and resold profitably. 

These features were: 

(1) The rebuilt box must be 
handsome enough that the pur- 
chaser is proud of it. 

(2) It must be so well rebuilt 
that no service calls are necessary 
during the 90-day guarantee peri- 
od. 

(3) The rebuilt box must be a 
stepping stone to the purchase of 
a new refrigerator. 


(4) It should be sold at a price 


by Reed Harrison 


which permits the store a fair 
profit, after reconditioning cost, 
haulage, etc. 

Rich’s maintains an efficient re- 
frigerator reconditioning shop in 
their warehouse near the down- 
town store. 

Here, under a manager, a four- 
man crew of mechanics who are 
among the best-paid in the city 
and experts with all recognized 
makes of refrigerators, has form- 
ed the nucleus of the store’s re- 
frigerator resale program. 


Shop facilities 


Kept entirely separate from the 
rest of the maintenance depart- 
ment, the refrigerator shop is 
completely equipped with ma- 
chine tools, a separate paint-spray 
room with all facilities for repro- 
ducing factory finishes, and a 
large separate storeroom, in 
which a “pool” of rebuilt, guar- 
anteed refrigerators is always 
maintained. 

Despite the recent trend to- 
ward overly high trade-in allow- 
ances, Rich’s has worked out a 
schedule which holds these down 
to a minimum. They deduct 
from the allowance for bad chips, 
dents, broken spots, poor condi- 
tion, hardware in need of replace- 
ment, etc. 

By using this system, the store 
receives trade-ins only on about 
25 per cent of its total new re- 
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frigerator volume, instead of the 
75 per cent or more usually re- 
ceived by stores. 

The old refrigerator, when al- 
lowance is accepted, is picked up 
by the same truck that delivers 
the new box, and taken to the 
warehouse. 

Here, no matter how good the 
apparent condition, the refrigera- 
tor is completely torn down, the 
condensing unit removed, and the 
cabinet sent to the paint shop, 
while the unit is thoroughly 
tested. 

All worn parts are replaced, 
motors rewired or armatures re- 
placed where necessary, valves, 
controls, all tested, and the unit 
cleaned with solvents, sprays, 
and chemical acids. 

Meanwhile, the cabinet is sand- 
ed down, and in Rich’s efficient 
paint-spray booth, given a series 
of coats of white enamel, all bak- 
ed dry, and hand-rubbed down to 


a glossy, like-new appearance. 
Important step 


One important step is to let the 
paint “set” for a minimum of 48 
hours ‘before the box is touched 
again, according to Kise. After 
this period, a new door gasket is 
installed in every cabinet, hard- 
ware replaced, ice-cube trays re- 
placed, and new shelves, latches, 
etc., are installed where neces- 

(Continued on page 103) 
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Hews from Nanda 





News for this department is furnished by the 


National Appliance and Radio Dealers Association 


“Buddy system” to 
help TV dealers 


Preview of problems, techniques, and | 
facilities encountered in television re- 
ceiver retailing will be given dealers 
from regions not yet served by tele- 
vision broadcasts under a new program 
being initiated by the National Ap- 
pliance & Radio Dealers Association, 
Mort Farr, president, announced re- 
cently. 

“Under this arrangement,” he ex- 
plained, “the Association will ask mem- 
ber dealers from television areas to 
serve as hosts to retailers from non- 
television cities and give them first- 
hand exposure as to what’s involved 
in selling sets. We'll try to match guest 
and host in type of operation and size 
of communities and not spread them 
too far apart geographically so that we 
can keep this service practical.” 

The host dealers will be expected to 
show their guests the methods used 
for displaying and demonstrating re- 
ceivers, the importance of good in- 


TV frequency 
plan protested 


A VIGOROUS PROTEST against the pro- 
posed splitting of the TV frequencies in 
Houston, Texas, was registered with 
Wayne Coy, FCC chairman, by F. B 
Bob Koepnick, Houston area chairman, 
National Appliance and Radio Dealers 
Association. He requested a hearing 
before the commission. 

Koepnick questioned the practicality 
of assigning UHF channels in Houston 
which now has VHF service being re- 
ceived by more than 80,000 sets. He 
predicted that this number will increase 
to over 150,000 before any new stations 
would go on the air there. The NARDA 
leader argued that a UHF station would 
have serious trouble selling air time 
because of the difficulty of developing 
audience 

“If Houston were lozated in the con- 
gested East or North,” he said, “where 
interference prob!ems exist, or millions 
of people live who have not yet pur- 
chased receivers, or where the potential 
for cultivating UHF does exist, then 
your proposals would make sense. But, 
in Texas, Koepnick said, “where our 


stallations and, if many are to be shown 
in the store, a good signal distribution 
system. Prospective TV dealers will be 
shown television service operations so 
that they can determine whether they 
should become self-servicing dealers or 
farm out this activity, and they'll be 
given information on essential test 
equipment, personnel requirements, 
parts inventories needed, and basic 
facts about television ranging from how 
to tune a set to the ratio of turnover 
to mark-up. 

“We are asking our host dealers to 
try, so far as possible, to avoid placing 
emphasis on specific brands of mer- 
chandise, but rather to help give guests 
tie ‘feel’ of the industry, to know the 
tube sizes, the relative costs of table 
models, open-faced consoles, consoles 
with doors and combination units, to 
know something about programs, and 
to pick up selling techniques,” Mr. Farr 
said. 

“We hope, in this manner, to help the 
new retailers to avoid many mistakes 
they would make otherwise.” 


nearest competitive telecaster is in VHF 
operation 200 miles away, why do you 
propose to penalize this area?” 

Koepnick held that it would be more 
satisfactory to assign the UHF channels 
to areas that do not already have an 
investment in television. 


How manufacturers 
can help dealers 


Neep for a manufacturer-dealer pro- 
gram to alleviate a shrinking appliance 
market that has fallen off 30 per cent 
or more was stressed in a talk by H. 
B. Prize, Jr., vice-president of the Na- 
tional Appliance and Radio Dealers 
Association and 1951 Electrical Appli- 
ance Dealer of the Year, in a talk be- 
fore the Institute of Cooking and Heat- 
ing Appliances, rezently. 

‘You must hasten your development 
of new and better products which will 
broaden our market and give us new 
opportunities to justify our places in 
an industry built by creative selling,” 
he said. “There must be new design, 
new engineering, new innovations, but 


above all, new and better merchandis- 
ing methods to create ‘want conscious- 
ness’ in millions of people. Let’s forget 
the need and make people want what 
we have to sell.” 

Seven other key factors in manufac- 
turer-dealer co-operation, he said, are: 

(1) Manufacturers should go to the 
dealer themselves, rather than 
rely solely on reports from others Top 
management, if it is to intelligently 
explore causes and effects of our busi- 
ness, must spend more time in the field 
at dealer level searching and probing 
for more realistic approaches to selling 
and merchandising. 

(2) Develop better dealer contact 
personnel, “the greatest weakness in 
our industry,” and offer more basic 
product training with live demonstra- 
tions for dealers and salesmen. 


level 


(3) Be careful and practical in the 
programs you recommend. For exam- 
ple, the dealer must first have a posi- 
tive sales potential and a practical 
earning plan for his men. Too many 
dealers per market, lessening the value 
of a franchise, and a margin of profit 
inadequate to cover the costs of the 
sales plans the manufacturer recom- 
mends retard outside selling, he said. 

“You will receive your dealer’s co- 
operation if you will suggest a sales 
program tailored to his needs and his 
community, not one that should click 
because it worked pretty good back in 
the thirties.” 

(4) Assistance in display and in ad- 
vertising are also needed, particularly 
by the smaller retailers, Mr. Price re- 
ported. “Sending him a few newspaper 
mats and having your representative 
take an order for co-operative adver- 
tising material seems to be the routine 
method of handling this chore. Have 
you made an effort to check immedi- 
ately the results of the ads run by your 
dealers in various types of markets so 
you can make prompt recommendations 
to similar dealers? Thirty or sixty days 
after a given promotion is used these 
days and times it might have lost its 
effectiveness.” 

(5) Help dealers find better prospect- 
producing methods. He said store traf- 
fic has fallen off 50 per cent and that 
if retailers persist in following normal 
practices, their volume will suffer and 
their profits shrink. He contended that 
present conditions warrant manufac- 
turers reviewing their entire prospect- 
producing progam. 

(6) Adopt more generous warranty 
replacement policies, “the ultimate 
bond of satisfaction between the cus- 
tomer, dealer, and manufacturer.” 

“Many of you spend unlimited funds 
building national acceptance and then 
act arbitrarily when called on to ad- 
just a complaint. There is no better 
way to strengthen dealer co-operation 
than to admit you are not above error 
in the manufacture of your product. 

“Give your field representative the 
power to field com- 


(Continued on page 101) 


straighten out 
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Hews Roundup 





Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Merchandising aids 
available to dealers 


@ THE MEMBER manufacturers of 
the Electric Housewares Section, 
National Electrical Manufacturers 
Association, introduced the Fall- 
Christmas phase of the continu- 
ing year-round merchandising- 
promotional gift campaign to deal- 
ers and distributors at the July 
Housewares Show, Convention 
Hall, Atlantic City, July 9 to 13. 

Life-size cut-outs of the Indus- 
try’s Gift Girl, wearing the fami- 
liar magenta-colored box tied in 
blue ribbon, “greeted” buyers at 
each of the manufacturer’s in- 
dividual booths. 

Christmas theme _ streamers 
which will be available to dealers, 
were also displayed along with 
“preview pages” from the 20-page 
Merchandiser which is now in the 
preparatory stages. 

According to an industry 
spokesman, this new Merchan- 
diser is designed to aid dealers in 
promoting electric housewares as 
gifts for all occasions. It will also 
make available to dealers such 
merchandising aids as display 
streamers, interior gift display 
units, seasonal display ideas, a 
complete gift-wrap kit together 
with instructions on how to wrap, 
campaign buttons, logo mats, 
package stickers, and postage 
meter plates. 

The availability date for the 
new Merchandiser will be an- 
nounced soon. 


Southern dealers 

take window prizes 

@ A NATION-WIDE window dis- 
play contest, participated in by 
dealers in all television terri- 
tories, was won by Stone and 
Thomas, Stromberg-Carlson deal- 
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er of Charleston, W. Va. An all- 
expense trip for two to Bermuda 
was the first prize. 

The awards were based on ori- 
ginality and ingenuity of the deal- 
er in displaying the cabinets as 
fine furniture, plus emphasis on 
the big picture theme and on com- 
binations as home entertainment 


centers. All types of dealers en- 
tered the contest — department 
stores, music houses, electrical 
appliance stores, and others. 

The merchandise featured in 
the winning Stone and Thomas 
window consisted of the famous 
24-inch picture tube Stancliffe 
combination; the 19-inch Empire 
console; the 17-inch Mercury; and 
a colorful assortment of records 
to emphasize the 3-speed phono- 
graph equipment of the Stancliffe. 

The general theme of the win- 
dow was that of a family floating 
on clouds (of spun glass) enjoy- 
ing television; Dad was seated in 
an easy chair, and Mom and Lit- 
tle Sister were on either side— 
the whole elaborately lighted 
with pink, white, and amber 
spots. 
opened together to make a single 
panorama. 


The J. B. Ivey Company, Char- 


Two double windows were 


These window displeys are prize winners in a national contest sponsored by 


Stromberg-Carlson. 
Thomas, of Charleston, W. 


Above, the first 


prize winner entered by Stone and 


Va. Below, third prize winner entered by J. B. 


Ivey Co., of Charlotte, N. C. 
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lotte, N. C., won third prize of 
$250 in U. S. Bonds with a win- 
dow emphasizing the adaptability 
of Stromberg-Carlson combina- 
tions to “ranch-house or Southern 
mansion,” showing two 19-inch 
combinations—the 18th Century 
and the hand-decorated Chinese 
Classic. 


Co-op promotions 
boost dealer sales 


@ A CAMPAIGN to place more 
than 800 additional food freezing 
units in New Orleans homes and 
businesses was announced by E. 
N. Avegno, New Orleans Public 
Service, Inc. The campaign lasted 
until July 7. It was sponsored 
jointly by Public Service and va- 
rious wholesale and retail freezer 
dealers. 


The first meeting was attended - 
by nearly 300 electrical appliance | 


salesmen, dealers, and Public 
Service officials. The breakfast 
meeting served also as the closing 
meeting of a month-long televi- 
sion sales campaign which Mr. 
Avegno termed “highly success- 
ful.” 

Public Service records show 
that 1060 television sets were sold 
during the campaign. Aveg- 
no estimated that only about half 
of this number would have been 


G. E. ORLANDO BRANCH — This attractive appliance showroom belongs 

to the new Orlando branch office of General Electric Appliances, Ine., 

Florida distributors for G. E. appliances. W. D. Dance is manager of the 
new branch, which will service G. E. dealers in the Orlando area. 


sold without the campaign. 

Nearly $1700 in awards was 
presented to salesmen who had 
outstanding records during the 
campaign. They ranged from a 
$50 award, which went to Joseph 
Danna, of Philip Werlein, Ltd., to 
many $5 awards. 


Joseph Danna, right, won the top award in the New Orleans TV promotion 
conducted recently by New Orleans Public Service in co-operation with 


dealers and wholesalers. 


E. N. Avegno, left, and A. B. Lindauer, both of 


the Public Service Dealer Division, planned the special promotions. 


In addition, bonuses were given 
for each television set sold dur- 
ing the campaign. 

Avegno said the new campaign 
featured extensive newspaper and 
radio advertising as well as direct 
promotion of freezer sales. 

He emphasized that this was 
the time of the year to start such 
a campaign since housewives can 
obtain cheap fresh vegetables to 
freeze. 

The cash awards were present- 
ed to the television salesmen by 
A. B. Lindauer, of the dealer di- 


vision of Public Service. 


Kenrow named 
Smith distributor 


@ Vance C. Woodcox, president 
of Kenrow, Inc., Atlanta, Ga., an- 
nounced recently that his organi- 
zation has been appointed the 
exclusive Georgia distributor for 
the A. O. Smith “Permaglas” 
water heater line. The A. O. 
Smith automatic water heaters 
are available for either gas or 
electrical operation. 

The outstanding feature of the 
A. O. Smith water heaters is the 
result of the exclusive glass. for- 
mula whereby glass is fused to 
steel to form a long-lasting tank 
lining. It is so permanently bound 
it can even bend with the steel. 
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No matter how corrosive the 
water, the glass lining prevents 
all rusting and corroding. 

J. Guy Cheney, of Kenrow, is 
manager of the water heater di- 
vision and Roy Powell will act 
as service manager. Both of these 
men and several of the state 
salesmen recently spent a week 
in Chicago and Kankakee, III, 
for the sales training and study 
of the A. O. Smith manufacturing 
process. 


Arvin appoints 
distributors 


@ Two EXCLUSIVE southern dis- 
tributors for Arvin television re- 
ceivers and radio sets have been 
appointed by the manufacturer, 
according to an announcement by 
Raymond P. Spellman, television 
and radio sales manager for 
Arvin Industries, Inc. 

Adams Sales Co., 434 Com- 
merce St., San Antonio, Texas, 
which already distributes a rep- 
resentative line of nationally 


Product 


known products, will now handle 
Arvin distribution in San An- 
tonio and in several counties of 
central Texas. M. H. Adams, Jr., 
is president and general sales 
manager. 

Goyer Supply Co., P. O. Box 
652, Greenville, Miss., will handle 
distribution in Greenville. R. D. 
Jones is buyer and sales manager 
for the organization. 


Dealer notes 


@ Quauirty Television Sales, Inc., 
5328 West Lovers Lane, Dallas, 
Tex., has been purchased by 
Everett L. DeGolyer, Jr., owner 
of The Record Shop No. 2 at 1714 
Commerce. The firm name has 
been changed to The Record Shop 
and Quality Television, Inc., and 
record, kitchen appliance, radio, 
and record player combination 
lines have been added to the 
existing television stocks. Man- 
ager of the Lovers Lane shop is 
Garland Duniven. 


Parade 





Trade-in manual 


A NEW TRADE-IN manual outlining six 
basic plans for operating a successful 
trade-in business is being offered to 
dealers by Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago 44, Il. 

The 24-page manual, entitled “Trade 
For Profit,” points out the historic part 
trade-ins have in the appliance busi- 
ness and outlines a specific program 
for a dealer to follow in handling a 
trade-in. 

A list of reference books for use in 
appraising used appliances is included 
in the manual, together with an analy- 
sis of economic factors affecting the 
resale of second-hand merchandise pre- 
pared by Hotpoint’s market research 
staff. 

a 


Air drier 


Tue Appliance Mfg. Co., Alliance, 
Ohio, has announced a new, portable 
Duchess air drier for removing excess 
humidity from the air. 

Easily portable, it will remove under 
high humidity conditions, approximate- 
ly 10 quarts of water from the air in 
24 hours. 

The unit carries a five-year factory 


warranty. Distribution will be through 
the regular dealers and distributors of 
Duchess washing machines. 


+ 
Modern Maid range 


A NEW MmopEL Modern Maid range, 
with suggested retail price of $199.50, 
has been recently announced by Ten- 
nessee Stove Works, Chattanooga 1, 
Tenn. 

The new model can be furnished in 
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Double Thermostat. 


fot wnijorm tonating 
slice after alice. 











either divided or cluster top and has 
as standard equipment the following: 
A light in the back guard, Chromolox 
seven-speed units, heat control with 
automatic preheat, and two large stor- 
age drawers. 
oe 


Arvin 1952 line 


THE COMPLETE 1952 line of Arvin tele- 
vision receivers and radios was intro- 
duced recently to more than 100 dis- 
tributors from all parts of the country 
assembled at Highland Park, Ill., for 
the annual sales convention of Arvin 
Industries, Inc., Columbus, Ind. 


Arvin’s new line of 14 TV sets will 
be marketed in table and console mod- 
els with 17-, 20-, and 21-inch “no- 
glare” black rectangular picture tubes. 
All feature completely new cabinet 
styling and specially designed tables 
forming matching ensembles with ta- 
ble-model sets. 

The radio line, ranging from four- 
tubes to eight-tubes, is well represented 
by FM/AM sets as well as straight AM, 
and radio-phonograph combinations. 
Each series in the line features a varied 
range of color options. 

Five of the new Arvin TV sets have 
21-inch picture tubes. Three are con- 
soles, two are table models. Two oth- 
ers, both consoles, have 20-inch pic- 
ture tubes. The remaining seven models 
have 17-inch screens. These include 
four consoles and three table models. 
The popular 4080T, with 81-inch 
screen, a portable suitable for outdoor 
or indoor use and one of the stand- 
outs of Arvin’s 1951 line, is being con- 
tinued in the new line. 

Retail prices on the TV sets will 
start at $129.95, plus tax and warranty, 
while radio prices will range from 
$18.95 to $159.95. 

High styling and fine cabinetry dis- 
tinguish the 14 new sets in the Arvin 
TV line. Most series are available in 
either mahogany or blond finish and 
all feature hand-rubbed cabinets. 

Newest styling note is a 21-inch- 
screen console of French Provincial 
design. It is executed in a high-gloss 
fruitwood (solid cherry and cherry ve- 
neers), and will be Arvin’s chief bid 
in the fine-furniture category. 

Features include a “dual-power” cus- 
tom chassis with 26 tubes and gated 
automatic gain control which minimizes 
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picture-flutter due to electronic inter- 
ferences. “Perma-Focus” pictures stay 
“locked in” even when severe inter- 
ference from electrical or other com- 
peting impulses is present. Built-in 
antennas and phono jacks are stand- 
ard equipment. 

All Arvin sets for 1952 are designed 
and engineered for easy conversion to 
ultra high frequency or to color tele- 
vision, depending on developments in 
these fields. 


Thirty radios, in AM and FM, and a 
wide selection of colors and prices, 
comprise the 1952 radio line. Four of 
the new sets are radio-phono combina- 
tion consoles in both mahogany or 
blond. Of the 23 other sets, 19 are 
AM models and four are FM. 

Thirteen sets, available in a wide 
array of new decorators’ colors, are 
included in the 540T, 451T, and 460T 
series. All are table models. Four new 


FM/AM sets in a broader color range 
than Arvin has previously manufactur- 
ed, are part of the 1952 line. 


ca 
Video distribution network 


THe Daven Company has announced 
the availability of its new Video Dis- 
tribution Network Type V-101. 

This network provides a ready means 
of dividing the output of a single source 
into from one to five bridging ampli- 
fiers for video program distribution. 

In operation, the network is inserted 
in the line between the source and the 
load. Connectors are provided at each 
end for readily inserting the network 
into the program line. 

Connectors are also provided on the 
side of the network for the connection 
of from one to five video amplifiers for 
program distribution. 

An internal capacitor is 
provided on each output channel for 
the adjustment of any appreciable 


variable 
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change of capacity introduced by the 
addition of channels. 

A switch is provided for terminating 
the source with an internal adjustable 
73-ohm resistive load. This termina- 
tion can be readily set for zero reflec- 
tion by means of a screw-driver adjust- 
ment. 

The complete network is housed in 
an aluminum-shield case, 13, inches 
wide, 1% inches deep, and 7% inches 
long. Holes are provided along the side 
for adjusting “R” and “C” without re- 
moving the dust cover. 

More detailed information is avail- 
able from The Daven Co., 191 Central 
Ave., Newark 4, N. J. 


a 
Naxon washer and wringer 


A PORTABLE WASHER with the appear- 
ance of an automatic washer has been 
announced by Naxon Utilities Corp., 
3600 W. Touhy Ave., Chicago 45, II. 

Known as the “Major,” Model MAJ, 
the new machine will handle a five- 
pound load, and will fit in a closet or 
under a sink. Drainamatic electric 
pump, four-vane agitator, and inner 
steel tube coated with lifetime porce- 
lain enamel are other features. 

The washer is also provided with a 


inches square; weight is 39 pounds. 

An electric wringer, Model MO-350, 
also announced by Naxon, is self-pow- 
ered by its own motor. Called “the 
safest electric wringer ever invented,” 
it can be lifted off the washer for more 
compact storing under a kitchen sink or 
in low spaces. 

* 

Small electric range 

DESIGNED FOR USE in apartments and 


small-space kitchens is the new Murray 
20-inch “Rangette.” smallest model in 


the 1951 line of electric ranges manu- 


This compact range, EB-54, with four 
Monotube surface units and a fully in- 
sulated oven, features precision con- 
trols and a convenient waterfall front 
for easy cleaning. 

Retail price is about $180, and a simi- 
lar 20-inch model, EB-50, with three 
surface units, retails at about $170 

<7 
Freezer kit 


DEVELOPMENT OF a_ special new 
“Freez-R-Pak” kit to help freezer own- 
ers get the right start on simplified food 
packing and freezing, has just been 
announced by Ben-Hur Mfg. Co., Mil- 
waukee, Wis.. manufacturers of Ben- 
Hur farm and home freezers. 

The kit includes products of several 
nationally known manufacturers in the 
food packaging and freezing field, and 
is adequate for practically a full sea- 
son’s requirements of several hundred 
pounds of food. 

The new kit, valued at $39.25 retail, 
will be offered as a gift by Ben-Hur 
dealers with the purchase of any of the 
four Ben-Hur 1951 freezer models. 

Packed in a single carton, with a 
“self-selling” four-color label, the new 
kit includes the following items: 

Ben-Hur ice-cube maker; West Bend 
heavy-duty 8-quart food blancher with 


recessed toe base and rollaway casters 
Dimensions are 26 inches high and 21 


factured by the Murray Corporation of 
America, Scranton, Pa. 


colander; a dozen 16-ounce and 25- 
ounce plastic Crown Freez-Tainers; 
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100-foot roll of Marathon “Tite” lami- 
nated “One-Wrap” locker paper; 15 
pint-size and 12 quart-size Marathon 
Freeztex packages; 36 polyethylene bags 
in assorted sizes; 36-yard roll of Per- 
macel tape; an automatic marking pen- 
cil with refills; and a new Ben-Hur 
plastic defroster paddle. 


=e 
Electric ice-cream freezer 


A NEW ONE-QuaRT Handyfreeze elec- 
tric ice cream freezer has been announ- 
ced as an addition to the line by Chi- 
cago Electric Mfg. Co., Chicago 38, Ill. 

The unit is electrically driven at a 
scientifically correct speed that creates 
a smoother texture and uniform freez- 
ing throughout. Freezing procedure in- 
volves stirring the mix, pouring into 
the can, packing in ice and salt, con- 
necting the motor, and running for 
about ten minutes. 





The average home refrigerator will 
furnish enough ice cubes to make a full 
quart of ice cream. A convenient can- 
vas bag is furnished for easily crush- 
ing the cubes without mess, as well as 
a book of recipes for various frozen 
desserts. 

Color scheme is blue-white-chrome, 
and the white plastic tub molded with 
convenient carrying handles makes an 
attractive ice bucket. 

The chrome and blue enameled metal 
motor-unit slips down snugly onto the 
blue rubber rim of the plastic tub, so 
that there are no latches or hooks. 


® 
G. E, 24-inch TV tube 


THE NEWEST Black-Daylite console 
television receiver, model 24C101, fea- 
turing a giant 24-inch picture tube, is 
being shipped to distributors by Gen- 
eral Electric Co., Electronics Park, 
Syracuse, N. Y. 

This receiver is the largest of its 
kind produced by G. E. Its picture 
tube forms an image larger than a 
standard newspaper page. 

Among other advanced features of 
the picture tube are a neutral filter 
which provides increased picture clar- 


98 


ity and improved contrast. The grada- 
tion of blacks, grays, and whites pro- 
vides a contrast range of almost photo- 
graphic quality on the larger-than-life 
picture. 

The receiver has a 12-inch dynapow- 
er speaker, specially developed to bring 
out the FM sound. Incorporated in the 
set is an improved inter-carrier audio 
system which is so sensitive that re- 
ception is virtually noise-free even on 
the weakest stations. 

A special synchronizing circuit, a 
G. E. development, automatically locks 
the picture in synchronization, afford- 
ing a clear, steady picture. 

All service adjustments can be made 
through the front of the receiver by 
removing the knob escutcheon. A 
separate record player may be conduct- 
ed by a simple plug-in arrangement on 
the back of this model, as may a UHF 
translator, when this service is avail- 
able. 

The cabinet is of genuine mahogany 
veneer and features full-length doors 
which are framed with a solid ma- 
hogany molding. 

* 


Mitchell “Plant-a-Lamp” 


Tue “Plant-a-Lamp” is one of the 


- new-“Giftline” group of 22 lamps cur- 


rently being introduced by the Mitchell 
Mfg. (».. 2525 No. Clybourn Ave., Chi- 
cago 14, Ill. 


The new lamp, Model 1025, is an all- 
metal decorator-styled indirect model, 
which is scientifically designed for ideal 
balanced-light television viewing. 

A 10-inch leakproof bow! for real 
or artificial flowers is featured, along 
with a cast-metal base containing the 
switch and a spun-metal reflector. The 
entire unit is finished in Colonial brass 
and is 15 inches high. List price is 
$4.95. 

© 


Heating-unit manual 


DEALERS AND utility service depart- 
ments now replacing electric heating 
units on ranges and in hot-water tanks 
will be interested in a new 20-page 
manual No. 5 just issued by Tuttle & 
Kift, Inc. Dealers considering entrance 


into this growing field will also be in- 
terested in the book. 

The manual contains complete infor- 
mation on the TK Monotube surface 
cooking unit line which has recently 
been revised so that units on any range 
can be easily replaced by stocking just 
four basic units and nine drip pans. 
Also included is full data on TK units 
of electric water heaters. 

The book contains eight pages of 
tables and listings along with complete 
information on how to get and how 
to handle profitable remodernization 
business. Installation instructions and 
data on TK dealer sales aids are also 
covered in separate sections. 

Free copies are available from Jack 
Mackenzie, Tuttle & Kift, Inc., 1823 
No. Monitor Ave., Chicago 39, IIl. 


e 
Refrigerator-range 


A NEW COMBINATION of refrigerator 
and electric range, known as the Acme- 
Dual-Purpose, has just been introduced 
by Acme-National Refrigeration Co., 
29-24 40th Ave., Long Island City, N. Y. 

This new appliance combines all the 
advantages of a compact refrigerator 
and the convenience of a two-unit elec- 
tric range. 

The Dual-Purpose is 36 inches high, 
27 inches wide, and 26% inches deep, 
with 5.8 cubic feet of capacity. It is 
suitable for use in small apartments, 
hotels, motels, and clubs 


@ 
Hassock fan 


Tue “Frigid” hassock fan, manufac- 
tured by Circulators & Devices Mfg 
Corp., was designed to fit in the mod- 
ern home or office. 


Equipped with a sealed-bearing Gen- 
eral Electric motor that never needs 
oiling, the sturdily built fam hugs the 
floor and circulates air without drafts. 
Safety for children and pets is assured. 

The fan operates at three quiet 
speeds: 900, 1150, and 1450 rpm; cfm is 
2780. 

Further information, prices, and de- 
scription of the complete line of “Fri- 
gid” fans is available from Circulators 
& Devices Mfg. Corp., 128-168 32nd St., 
Brooklyn 32, N. Y. 
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Names aud Faces 





George J. Read, vice-president of 
Chelsea Fan and Blower Co.. Plainfield, 
N. J., has announced the appointment 
of H. R. Onarecker and Co., 2518 Times 
Blvd., Houston, Texas, as their rep- 
resentative for the state of Texas. 


H. R. Onarecker W. D. Close 


Messrs. H. R. Onarecker and Wayne 
D. Close, partners in this organization, 
are experienced electricial engineers 
and are available to answer any engi- 
neering questions pertaining to Chel- 
sea’s full line of industrial, commercial, 
and residential fans. 

Mr. Onarecker has been selling to the 
electrical industry for the past 25 years. 
He was associated for many years as 
sales engineer with one of the national- 
ly known electrical supply organiza- 
tions. 

Mr. Close has also been a sales engi- 
neer, associated with the electrical in- 
dustry for many years. 

Their operations have required con- 
tinuous engineering service with archi- 
tects, engineers, contractors, and jobber 
salesmen, and they will continue these 
contacts in connection with ventilation 
problems of all kinds. 


Bruce Woodcox has been appointed 
advertising and sales promotion man- 
ager of Kenrow, Inc., appliance distri- 
butors in Atlanta, Ga. The announce- 
ment was made recently by Frank W. 
Manus, general manager of the firm. 

Mr. Woodcox was previously man- 
ager of the auto radio division of the 
company for the past two years. 


The appointment of H. R. Singleton 
to the position of manager, Midwest 
Division of Florence Stove Co., to suc- 
ceed F. B. Jeremia, recently resigned, 
has been announced by C. Fred Lucas, 
vice-president in charge of sales. 

Mr. Singleton returns to the Florence 
organization after serving in executive 
sales capacities with A. J. Lindemann 


& Hoverson Company and the Amer- 
ican Stove Co. 

Mr. Singleton was a member of the 
Florence organization for nearly 23 
years, and held the position of assistant 
sales manager at the time of his re- 
signation in January, 1949. 

In his new position, Mr. Singleton 
will direct the sales efforts of 11 Flor- 
ence representatives in an area cover- 
ing 13 midwestern states, including 
Kentucky, Missouri, and Kansas. 

He will make his headquarters at the 
Florence midwest office, 1452A Mer- 
chandise Mart, Chicago. 


Promotion of three marketing execu- 
tives has been announced by Russell 
T. Woodward, manager of marketing, 
Telechron Dept., General Electric Co., 
Ashland, Mass. 

Donald E. Perry, formerly commer- 
cial engineer, will assume the respon- 
sibilities of W. F. Greenwood, indus- 
trial sales manager, who has been re- 
called to active military service. 

M. Joseph Dunn, formerly field sales 
manager for the company’s consumer 
products, has been appointed clock 
sales manager. 

Edwin C. Pease, formerly advertising 
manager, has been named merchan- 
dising manager for both clocks and 
industrial products. His duties include 
advertising, sales promotion, and pub- 
lic relations. 

2 


Jules J. Dreyfuss’ Sons, Atlanta and 
Miami, have been appointed sales rep- 
resentatives for the southeastern states 
by Starring & Co., Inc., Bridgeport, 
Conn., for their fluorescent ballasts 
Warehouse stocks will be carried in 
both Atlanta and Miami. 

Jules J. Dreyfuss’ Sons also represent 
Dura Electric Lamp Co., manufacturers 
of Dura fluorescent starters, and Fluo- 
rescent Wiring Devices, Inc., manufac- 
turers of fluorescent sockets and 
canopy switches. 

ae 


F. W. McGrath, vice-president in 
charge of sales for Appliance Manufac- 
turing Co., Alliance, Ohio, has announ- 
ced the following territorial representa- 
tives who have been appointed to han- 
dle Duchess washing machines: 

0. V. Jolley, 2519 Commerce St., 
Houston, Texas, for Texas, Louisiana, 
and Southern Mississippi. 

John S. Cate, 242 So. Robertson 
Blvd., Beverly Hills, Calif., for Cali- 
fornia and Western Nevada. 

E. J. Goetze, 2205 Grand Ave., Kan- 
sas City 8, Mo., for Kansas and Mis- 
souri. 
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A number of changes in Hotpoint’s 
district sales organization have been 
announced by J. F. McDaniel, sales 
manager. 

J. H. Kidd, zone manager in Denver, 
has become zone manager in Dallas. 
V. P. Owen leaves the Dallas zone to 
become zone manager in Philadelphia 
L. W. Hitchcock, former zone manager, 
Atlanta, is taking over as zone man- 
ager at Cleveland. 

< 


Mack D. Norton, an Atlanta, Ga., 
meat-packing supervisor, has won the 
third annual title of Motorola “Stock- 
holder of the Year” for submitting a 
merchandising suggestion to Motorola, 
Inc., it was announced by Robert W. 
Galvin, executive vice-president. 

For his winning suggestion, Mr. Nor- 
ton will receive an expense-paid week's 
vacation to Chicago this fall, a Motorola 
television receiver, and a trophy to be 
presented at a banquet in his honor 

Motorola's “Stockholder of the Year” 
program has been held annually for the 
past three years. Previous winners 
were Mrs. Melvin Lawson, of Little 
Rock, Ark., in 1950, and Edward T 
Howell, of Wilmington, Del., in 1949 


C. N. Hinds has been named director 
of sales and made a member of the 
executive committee of Dearborn Stove 
Co., Dallas and Chicago 


Cc. N. Hinds 


The executive committee is a policy 
and plans group composed of top com- 
pany executives 

As director of sales, Mr. Hinds, for- 
merly manager, will 
formulate sales policy and co-ordinate 
the activities of the firm’s advertising 
and market research departments. 

Mr. Hinds joined Dearborn in 1938, 
shortly after the company was founded 


general sales 


Ron Shepherd, A. O. Smith water 
heater representative in Philadelphia, 
has been assigned an expanded sales 
area to cover greater Baltimore and the 
states of Virginia and Delaware. 

J. S. McCollough will operate in 
Maryland and Delaware, and W. D. 
Furlong will cover the Washington, D. 
C., area, all under Mr. Shepherd 
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Here’s RED-HOT Proof 


that more women want 


AUTOMATIC 
DEFROSTING 


than any other 
refrigerator feature! 


Survey Shows” No Defrosting” 
as Top Vote Getter 


Asked by a leading woman’s maga- 
zine* what features they wanted 
most in a refrigerator, 10,000 read- 
ers voted for “Automatic Defrost- 
ing” as most popular choice. Here's 
concrete proof that housewives are 
sold on automatic defrosting, and 
this creates a tremendous market 
for you — no matter what make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
defrosting for any refrigerator, new 
or old, with Paragon's performance- 
proved ‘“de-frost-it”! 

*name on request. 


The Only Automatic 
Defroster Sold Exclusively 
through Established Retailers 


Paragon {fe q all 


| DEFROSTS . .. WHILE YOU SLEEP” | cemeene YOU SLEEP 


at $995 





a 


Complete — 
( ” @ de-frost-it is the only com- 


nothing else to buy. 
plete unit . . . hung any- 
where + no installation 

++ no extra cord to buy. 

© de- frost-it is completely 
performance proved . 
hundreds of thousands “of 
satisfied users. 


"My de-frost-it 
does away with 


de-frost-it is made and 
bocked by the world's larg- 
hand-defrosting est exclusive manufacturer of 
mess ond bother, time controls. 
sovesmehoursof @ de-frost-it is backed by ag- 
time, keeps food gressive national advertising 
longer — cuts « « reaching over 7,000,- 
down electric 000 prospects . . . month 
bills and refrig- after month. 
nese sahecrag = * st merchandising 
on the Paragon plonms . . . sales policies 
de-frost-it!"’ « dealer aids help you 
cash in on customer demand, 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH STREET © TWO RIVERS, WIS. 
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A weathervane with crowing roos- 

ter is depicted on this W. W. Welch 

Company display which features 

the company’s newest fan model, 
the Four Winds. 


Welch — 


Fan displays 


THREE NEW window and floor dis- 
plays have been announced by the W. 
W. Welch Co., Cincinnati, for its line 
of Air Flight circulators 

The displays are now 
time for the peak selling season of the 
firm’s hassock, window, and general 
utility fans 

Each display is lithographed in four 
colors, mounted on heavy cardboard, 
and varnished. They have been de- 
signed so that the fan is an integral part 
of each display, providing an operating 
unit. 

One display features the newest 
model, the Four Winds, and depicts a 
weathervane with crowing rooster. For 
the hassock-type models, the display 
shows a bathing girl with the idea of 
keeping “beach-cool.” The Twinmas- 
ter window unit is displayed in a simu- 
lated three-dimensional window with a 
literature rack. 

All displays are available from the 
company or its distributors. 


available in 


Coolerator — 
Refrigerator package 


Now AVAILABLE for Coolerator dealers 
is a new animated refrigerator point- 
of-sale display package. 

The package includes a five-phase 
flasher display which is mounted on 
the refrigerator, a series of feature 
easel cards to be placed at the point 
of feature, a capacity die-cut piece 
which fits over the door handle, and a 
die-cut stand-up poster calling atten- 
tion to the fact that Coolerator refrig- 
erators are available in either left- or 


right-hand doors at no extra cost. 
The flasher display is mounted on 
the refrigerator to conserve valuable 
dealer floor space as well as to pre- 
vent soiling and damage. Sequence 





Coolerator dealers can now obtain 

a new animated refrigerator point- 

of-sale display package featuring 

sequence lighting which points out 

the five most important Coolerator 
features. 


lighting points out the five moct im- 
portant Coolerator refrigerator sales 
features. 

A similar range flasher display is 
also available as a companion piece 
from the Coolerator Co., Duluth 1, 
Minn. 


Westinghouse— 
Advertising booklets 


To HELP their major appliance dealers 
co-ordinate local radio and newspaper 
advertising with national promotions, 
two new advertising booklets are now 
being issued by the Westinghouse elec- 
tric appliance division. 

One is a 32-page booklet that illus- 
trates and lists 128 co-operative news- 
paper advertisements for retailer use. 
The advertisements are in sizes for all 


. types of retailer budgets and schedules, 


and cover refrigerators, ranges, Laun- 
dromats, clothes dryers, dishwashers, 
water heaters, and Waste-Away garb- 
age disposers. 

The other is a 12-page booklet pre- 
senting 90 radio commercials on the full 
line of Westinghouse major appliances. 
The commercials are 60 seconds and 
20 seconds in length. 

Both booklets are designed to enable 
the retailer to identify his store with 
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Westinghouse and to tie-in effectively 
with the company’s national advertis- 
ing campaigns. The booklets are avail- 
able from Dept, MP, Consumer Service, 
Westinghouse Electric Corp., Mans- 
field, Ohio. 


The young lady pictured here is 

pointing to the eye-catching dis- 

play of the Mitchell room air con- 
ditioner. 


Mitchell — 
Air-conditioner display 


A NEW eye-catching display of the 
Mitchell room air conditioner has been 
announced by the Mitchell Mfg. Co., 
2525 No. Clybourn Ave., Chicago 14, II. 

Customers can get the complete air- 
conditioning story in a matter of sec- 
onds by a glimpse at the multi-colored 
display unit. 

The picture in the window frame 
changes automatically as the light be- 
hind goes on and off to show first a 
picture of a_ sweltering, bedraggled 
woman with the caption, “Do you feel 
like this?” 

In the second scene, the same woman 
is sitting comfortably in an air-condi- 
tioned room with caption, “Tonight you 
can feel like this!” 


Fresh’nd-Aire— 
Counter display 


Tue Fresh’nd-Aire Co., 221 No. La 
Salle St., Chicago 1, Ill., a Division of 
Cory Corp., has just announced the 
availability of a new attractive coun- 
ter demonstration display featuring the 
Fresh'nd-Aire four-in-one bathroom 
appliance, the Wall-Aire. 

The new product is four appliances 
in one, and is useable as a heater, a fan, 
a hair dryer, or a clothes dryer. 


This attractive counter demonstra- 
tion display featuring the Fresh’nd- 
Aire four-in-one bathroom appli- 
ance, the Wall-Aire, is now avail- 
able from The Fresh’nd-Aire Co. 


Designed to simulate a wall of bath- 
room tile, on which the Wall-Aire is 
actually mounted, the display has a 
black and yellow base with storage 
space for hand-out product literature. 
Finished in blue, white, black, and 
yellow with four mounted photographs 
showing the unit in use, the display is 
constructed in heavy-weight wood 

The new display is offered free with 
the purchase of two Fresh’nd-Aire, 
Wall-Aire, Model 300 units. 


NARDA news 
(Continued from page 92) 


plaints promptly. This will most cer- 
tainly gain for him the respect and co- 
operation of your dealers.” 

(7) Work with dealer organizations 
and encourage inter-organization co- 
operation between manufacturer and 
dealer trade associations. Mr. Price 
pointed out that NARDA has been able 
to work with manufacturers legally and 
to their mutual benefit in seeking alle- 
viation of stringent credit restrictions, 
opposing major Excise Tax increases 

“In my twenty years in the appliance 
business, I have seen many changes,” 
he concluded. “I believe optimistically 
in the future of this great field. The 
next twenty years hold the vital chal- 
lenge of finding new ways to bring a 
higher standard of living to people.” 


CMP regulations 
(Continued from page 76) 


calendar quarter of more than 
20 tons of steel products (onlysa 
small part of which can be stain- 
less steel), 500 pounds of copper 
and copper-base alloy brass mill 
and foundry products and powd- 
er, and 500 pounds of aluminum. 

A repairman who requires 
copper wire mill products for 
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heater in America to sell. 


and youre IN 


when you sell 


WATER HEATERS 


When your customer sees all THREE State Water 
Heater models — the Standard, the Low Boy, the Table 
Top ... When your customer hears ali NINE points 
which make State as fine as any water heaters at any 
price When you show that low State price tag 
Mister, you've made a water heater sale! 

No matter what line you stock or plan to stock, it 
will pay you to investigate State water heaters and 


the NINE points which make State the easiest water 


Your letter will bring 


catalogue and the full State Story 


STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. 


Nashville, Tennessee 








fowler 
backs you up 


and never lets you down! P 


fe CAN COUNT ON IT!... 
Every time you sell a glass-lined Fowler 


water heater you're sure of right per- 


formance. And that means more prof- 


itable sales for you. 


A FOWLER FIRST! Smooth, 


Ll 1 b ded 





GLASS-LINED 
PROTECTION! 


p 
to steel inside the tank, 


prevents rust and corrosion, regardless of water 
conditions. Water is rust-free, because tank is 


rust-proof, 


Fowler offers features galore 


WATER HEATERS 


Extra-Heavy Insula- 
tion. 2'/,-in. thick Fiber 
glos blanket, from top to 
bottom of heater, keeps 
water hot longer 


Snap-Action Thermo- 
stat; easy 
adjustment 


temperature 


Over-sized Tapered 
Heat Five supplies 8% 
more hecting crea than 


flues most commonly used 


Economy, One-Piece 
Drilled Raised Port 
Burner, burns all gases 


cleaner. 
AGA Approved. 


Capacities: 22, 30, 35 
and 45 galions. 


Gas 
heaters carry 15-year and 


Electric 
WATER HEATERS 


Patented 3-Way Built 
in Insulation. Dead oir 
space; aluminum reflector 
jacket; 3-in. Fiberglas. 


Easy-Adjustable Auto- 
matic Temperature 
Controls. 


Safe “Black Heat” jock 
on, external-type ele 
ments provide efficiency, 
long life 


Copper Heat Trap elim 
inates wasteful hot water 
circulation in plumbing 


system 
U.L. Approved. 


Capacities: 5 to 80 go! 
lons. (Table Top models: 
30 and 40 gallons.) 


heaters and electric 


20-year prorated warranties, respectively. More 
assurance of Fowler backing. 


PRICED RIGHT! 


Fowler is economically 
priced in order that dealers 


may enjoy quick and profitable sales. 


Sell Fowjer 


—eorr 


water 


heaters 


Manutactured by 
FOWLER MANUFACTURING COMPANY 


2545 S$. E. GLADSTONE, PORTLAND 2, OREGON 


102 





functional uses in his repair and 
maintenance work may use the 
allotment symbol RE on orders 
for these products to the extent 
of his actual need for the mater- 
ials on jobs for customers not en- 
titled to an MRO quota, but not 
in any one quarter for more than 
$150.00 worth or 20 per cent of 
what he used in his repair and 
maintenance work during 1950, 
whichever is greater. 

To obtain materials other than 
steel, copper, or aluminum, a 
repairman may use the rating 
DO-RE on orders for amounts he 
actually needs in his work for 
customers who have not the right 
to use the DO-MRO rating. 

To obtain other than controlled 
materials for jobs for customers 
who do have the right to the DO- 
MRO rating, the repairman must 
use that rating and not the 
DO-RE. 


NARDA survey 
(Continued from page 85) 


was achieved through a lowering 
of operating costs in the over-all 
degree of 10.1%, this being suffi- 
cient to offset an increase of 3.0% 
in cost of goods sold, over the 
comparative 1949 results. 

Noting the above result, it 
seems fair to ask, at this conclud- 
ing point: have the NARDA 
costs-of - doing - business surveys 
over the past five years been in- 
strumental in furthering dealer 
recognition of the important fact 
that efficient cost control can 
prove to be a direct road to profit- 
able operations? 


Salesmanship 
(Continued from page 81) 


enough human interest to make 
the work interesting, exciting, 
and satisfying to every man. 

“Our program is so set up that 
no salesman finds himself sudden- 
ly on his own after a series of 
discouraging setbacks, with no 
guidance, or no suggestions to 
help him overcome them. 

“We have sold all of our men 
on the fact that their personal in- 
comes will be increased by going 
out to get the prospects. 

“Likewise, we have convinced 
them that if one person will come 
into the store to buy a refrigera- 
tor, there are at least 50 others 
who can be sold in their homes. 

“So, if they make enough calls 


on the law of averages, they are 
bound to make sales.” 

Here is Joske’s “Ten Steps to 
a Sale” plan, which guides sales 
contacts, and covers every hour 
in the day. Under the title “Ten 
Steps to a Sale” are these points: 

(1) Have a plan—one sale per 
day. 

(2) Know 
believe in it. 

(3) Be able to give your story 
enthusiastically, interestingly, and 
convincingly. 

(4) See ten to 12 new people 
daily. 

(5) Make user calls. 

(6) Get two or three qualified 
prospects every day and have six 
to eight recalls. 

(7) Demonstrate and tell the 
story four or five times a day. 

(8) Make night calls. 

(9) Close anticipate objec- 
tions, have answers. 

(10) Make one sale. 

If each of the 80 salesmen on 
the staff follows that plan, sales 
are bound to roll in at the rate of 
more than 1,000 refrigerators a 
month during the peak season, 
and 500 or more during the off- 
season, Joske’s has found. 

Mr. Moon develops most of the 
basic plan by which all salesmen 
are directed, but supervisors in 
the branch stores and over vari- 
ous appliance lines also contri- 
bute. 

Mr. Moon instructs every sup- 
ervisor and sales manager to 
“keep driving the men,” devoting 
plenty of time to the individual 
salesman who has dropped be- 
hind, ete. 

Supervisors must also be con- 
trolled, Mr. Moon points out, and 
therefore, another set of rules is 
in constant use at the Joske store, 
under the heading “Joske’s Sup- 
ervisors’ Rules.” These rules are: 

(1) Keep everything as sim- 
ple as possible. 

(2) Every time you do some- 
thing ask yourself, “How does 
this affect sales?” 

(3) Think and make your men 
think. 

(4) Have a plan for yourself 
and one for each salesman, as he 
is a checker. 

(5) Be more concerned with 
your salesmen respecting you 
than liking you. 

(6) Don’t let your salesmen kid 


your product and 
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you—this weakens discipline. 

(7) Always be factual. 

(8) Know every day the work- 
ing figure in connection with 
sales by salesmen, supervisors, 
store, or department. 

Guided by these rules, all 
Joske’s sales managers “hit the 
ball” for their salesmen, and de- 
mand plenty of hard, consistent 
outside calls and evening work. 

Going still further, Mr. Moon 
has even listed home demonstra- 
tion methods which he believes 
are essential to maintaining the 
store’s volume. Under the title 
‘*Home Demonstration Rules” 
are: 

(1) Keep a demonstration book 
on individual salesmen. 

(2) Check demonstration plan 
every morning with salesmen. 

(3) Check home demonstra- 
tion board daily—keep it up to 
date. 

(4) Analyze lost demonstra- 
tion sales. Find out why. 

(5) Teach men in daily sales 
meetings from successes and fail- 
ures of salesmen’s previous day’s 
work. 

(6) Do a better sales job from 
every standpoint—booking dem- 
onstrations, qualifying for credit, 
answering objections, and closing. 

(7) Always have one man do- 
ing a 90 per cent demonstration 
selling job so you will have a pat- 
tern to go by. 

Needless to say, no program 
which consists only of hard-to-ob- 
tain quotas and constant driving 
by the management, is going to be 
successful. 

Therefore, Mr. Moon has seen 
to it that the work is interesting 
through the medium of exciting, 
profitable contests. There is a 
contest in operation at the San 
Antonio store every day in the 
year, constantly changed, so that 
every man gets an opportunity to 
win. 

Often, contests are “days” 
which honor store personnel, sup- 
plying distributors, etc. 

For example, to honor a visiting 
manufacturer, the salesmen pitch- 
ed in and sold 164 refrigerators 
in a single day, 38 of them after 
7:00 p. m. 

When a special “honor month” 
was staged for the general man- 
ager of the Joske store, the 80 


salesmen turned in 1,234 refrig- 
erator sales. 

During August, to honor James 
Calvert, president of the firm, the 
salesmen pitched in and sold 1,- 
356 boxes. 

For four consecutive months in 
1950, the store sold over 1,300 re- 
frigerators per month. 


It is not difficult to understand 
that many Joske salesmen find 
the job “rough sledding” for the 
first few months. At the end of 
the first two weeks, however, 
when they find that they have 
sold 15 or 16 refrigerators, their 
disbelief soon turns into a con- 
viction that “the boss is right.” 


f 


Trade-in refrigerators 
(Continued from page 86) 


sary. 

The condensing units are test- 
ed only in the cabinet for which 
they later provide service. Cab- 
inet and condensing unit come to- 
gether after each passes an in- 
spection, and are tested for at 
least 48 hours, under varying con- 


ditions of stress and strain. 

During this period, any weak- 
ness will show up, and additional 
adjustments made. Only after the 
48-hour test is completed does 
Rich’s feel that it is safe to offer 
a 90-day guarantee. 

Rebuilt refrigerators are issued 
from the stock pool, as required, 
to Rich’s huge Store for Homes. 
They are seldom displayed in the 
appliance department, but here 
and there, wherever large floor 
traffic areas exist. 

For example, during January, 
a display of 25 or more appeared 
on the “music floor” of the store. 
One reason for doing this, accord- 
ing to Kise, is that the beautifully 
finished rebuilts, which appear 
to be on display after many years 
of storage, in new condition, at- 
tract far more attention. 

There is not the slightest blem- 
ish or mar on any box shown. So 
a lot of customers who otherwise 
would not buy trade-ins are en- 
couraged to do so because of the 
excellent appearance. 

One exception to the “out-of- 





the 
right way is 


“ WIND-WAY 
VERTICAL 
DISCHARGE 


Zanchtleuse 


PACKAGE 
F 


BECAUSE: 
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In 
attic ventilation 


It is designed to fit ANY type building EASILY 
Installation costs, time and effort cut down to a minimum 
WIND-WAY merely sets on the floor of the attic or 

the trim of the well hole. It is NEVER fastened 

in any way, yet it moves the greatest amount of cir 
quietly with absolutely NO noise or vibration 
WIND-WAY sells “on sight” to people who recognize it 
as a simple, foolproof, superior fan 


== FAN AND VENTILATOR CoO. 
— 531 St. Joseph St. New Orleons! 2, Lo. 








the-appliance-department” rule is 
a small chamber off the main ap- 
pliance department, which was 
formerly a model kitchen. Here, 
six to eight deluxe rebuilts are 
always kept in stock for the bene- 
fit of salesmen who find that for 
one reason or another they can- 
not sell a new box to the prospect. 
The rebuilts sell from $49 to 
$99, and the purchaser is entitled 
to, at any time within the 90-day 
guarantee period, “trade it back” 
on the purchase of a new box. 
This offer helps to introduce 
mechanical refrigeration to a lot 
of people who had never before 
used anything but ice. This also 
leads directly to the sale of doz- 
ens of additional new boxes. 
Also, with so complete a guar- 
antee offered, there is very little 
price resistance on the part of 
the purchaser. It is not unusual 
for the same box to be owned by 
four or five families over the 
course of a year, and still main- 
tain an attractive appearance. 
Net results of the system have 





Hoadquarters FOR 
ELECTRICAL CORD SETS 


“WRIST ACTION” CORD SET 
Wireless swivel 
turns, bends, 
spins — eliminates all 
95% 
cord 
Exclu- 
sive, patented de- 
sign. A proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS 


fe, 


Finest quality cord and recepta- 

cles, including new flush range 
Underwriter’s 

proved. ’ 

Eliminates costly electrical work 

in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO 1, ILLINO!Is 
Southeast Rep Southwest Reo 


H. K. Dewees Co M. C. Huie Co. 
Walton Bidg. Atianta,Ga. Thomas Bidg., Dallas, Tex 
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been that Rich’s warehouse shop 
now handles a minimum of 12 re- 
built boxes a week, and in many 
cases, even more. 


Trick promotions 
(Continued from page 88) 


ture-demonstration by our ‘con- 
ductors.’ At the end of the line, 
the passenger became eligible for 
gifts, but’ only if all berths had 
been punched. 

“The novelty of playing the 
game of passenger proved highly 
amusing to our patrons, and was 
well accepted. The advertising 
was so effective that many peo- 
ple came in looking for box cars, 
engines, and cabooses. 

“The C & O Railroad assisted 
with conductors’ uniforms, port- 
ers, display material, and ‘Ches- 
sie’ buttons for our passengers. 

“To maintain continuous action 
in the store, all appliance displays 
were alive and operating. The 
three evenings were also marked 
by live stage shows and enter- 
tainment on radio and TV direct- 
ly from the store. 

“The local distributor was rep- 
resented by their sales manager 
and area sales representative. 
The manufacturer was_ repre- 
sented by their kitchen special- 
ist, who planned and photograph- 
ed miniature kitchens and _ in- 
stantly developed them as souve- 
nirs for patrons who brought in 
specifications. 

“Over 46 dream kitchens were 
laid out during the three days, 
and we turned many of them into 
realities after the promotion. 

“For a period of three days, 
from 10:00 a. m. until 10:00 p. m., 
approximately 14.000 passengers 
climbed aboard Frankel’s Ex- 
press. They had absorbed our 
complete sales story, willingly 
and happily. 

“What were our results? 

“Frankel’s had sold almost as 
many white goods prior to the 
normal white goods season as had 
been sold all of last year!” 
Freezer use 

(Continued from page 91) 


does not depend on city power for 
operation. Consequently, in the 
case of failure of city power, the 
alarm device functions just the 
same. 


Alarm devices which depend 
upon city power for their current 
do not function, in case of a temp- 
erature rise in the freezer, if 
there is a city power failure. 

It is advisable to use an alarm 
device with any freezer installa- 
tion, to help prevent food loss 
should the freezer temperature 
rise above the danger point. 

(5) Most freezer lids are equip- 
ped with a counterbalance me- 
chanism to aid in lifting them and 
to hold them in the raised posi- 
tion. Occasionally, some of the 
parts of such mechanisms will rub 
and wear to a point where they 
produce a squeak or a squealing 
noise when the lid is opened or 
closed. 

The addition of a few drops 
of No. 20 S.A.E. motor oil, or 
even some household Vaseline, 


to the springs and linkage of this 
mechanism will stop the noise and 
help prevent further wear. 


Successful promotion 
(Continued from page 90) 


it becomes necessary. 

Although television reception is 
not too good since Lawton is 80 
miles from the present station, it 
is surprising that TV sales have 
been very good for those few 
dealers who sell and install in this 
area. There is little competition 
with the chain and mail-order 
houses on TV since almost each 
installation is a small engineering 
job in itself. 

Soper has tried nearly every 
kind and brand of antenna and 
has found that a Yagi-type cut to 
the channel of the station does the 
best job. The customer is willing 
to pay from $75 up for this in- 
stallation. 

The store operation is just now 
beginning to feel the pinch of the 
delivery situation. Should de- 
liveries slow down the volume too 
much, the Sopers will stress their 
service more and more and will 
add, as they did in the last war, 
other lines such as paint, sporting 
goods, etc., to keep the store op- 
eration on a profitable basis. 

Regardless of deliveries, they 
feel that there will always be 
something to promote and they 
want to be the ones to promote it. 
They recommend to merely “keep 
it simple and work it hard.” 
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SPECIAL ASSISTANT TO 
GENERAL SALES MANAGER 


> & 
Wisconsin manufacturer has excellent opportunity for sales 2 eo 
executive. Must be experienced in traffic appliance sales, 4 a 


thoroughly conversant with all operating and policy phases 


of one or all three major national electrical distributors and ’ 
qualified to correlate manufacturer's activities between all 
headquarters, district and branch offices on both contractor 
supplies and appliance items. Also supervise field sales i 
“¢ coal 
mn 


forces’ activities with these accounts on nation-wide basis. 


Please submit complete resume of previous experience and . 

salary requirements. Electrical South, Box 652 — 806 Peach- ’ ; ‘ 

tree St., N.E., Atlanta 5, Ga. A M4 4 f i 
#4 4 445% 


CTl PROPERLY TRAINED MEN 
HAVE THE “KNOW HOW" 
PRACTICAL SHOP TRAINING 


| 

in 

| ELECTRICITY, MAJOR APPLIANCE 
| 

| 

- 














Service, Maintenance, Installation 
Write for Catalog ESS—Veterans ask about GI Training 
Manufacturers, distributors, etc., when you need 
TRAINED men coniact CT} Placement Bureau. 


| COMMERCIAL TRADES INSTITUTE INC. 
| of Alabama REED is the answer for cus- 
l 200 South 20th St., Birmingham, Ala. — Phone 7-0555 | tomers who want ATTIC 

Member: Southern Association of Private Trade Schools FAN COMFORT at LOW 


COST — for homes or large 
apartments. 





The famous REED horizontal discharge attic fans are 
readily adaptable to hang right on windows. This 
means that the same quietness, the same ultra-power- 
ful air delivery gives attic fan comfort, without costly 
estimating, carpentry and wiring installation. Good 
looking too, REED fans blend harmoniously with 
room furnishings. Stock sizes: 24”, 30”, 36”, 42” 








The air flow diagram 
AUTOMATIC to the left shows how a 
SHUTTER ‘ “{- 30” —, Fan — 

; wire guard (picture 
WITH ALL THE above), simply installed 
FEATURES 1 on one convenient win- 
; dow, pulls over 7000 
CFM throughout a 5-7 
room house—just like 
an attic fan. No instal- 
FRONT VIEW--CLOSED lation costs—just hook 
it on the window— 
plug it in—turn it on. 





IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 


{ 
operation. New heavy reinforcement str'p adds strength and | REED UNIT FANS, INC. 
long life to the louvers, assures quiet operation and perfect 1 Dept. ES 
counterbalance, prevents rattling. Deep shrouds protects shutter i 1001 St. Charles St., 
from high winds. Tie-rod, brackets and bearings inside frame, New Orleans 8, Lo. 
— a to weather. Special finish resists corrosion. Many i Please send me full informa- 
ther features. , tion about REED Horizontal 


WRITE FOR NEW AIR-FLO CATALOG 43-8 UNIT FANS, INC. 1 Discharge Attic Fans for win- 


Iustrations and details of the complete Air-Flo line. 1 dow installation: 








1001 St. Charles St. eee 
Air ConpITIONING ian Co. New Pua Se 8, Ag At 3 eet 


2340 W. LAFAYETTE BLVD. ~+ DETROIT 16, MICH. 








ELECTRICAL SOUTH for AUGUST, 1951 








The Advertiser’s Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 


Adam Electric Co., Frank 12 
Advertising Council - ba 
Air Conditioning Products Co. _105 
All-Steel Equipment, Inc. ® 
Aluminum Co. of America 1 
American Blower Corp. 
American Steel & Wire 

eee ome 
Amplex Corp. 
Appleton Electric Co. 
Arro Expansion Bolt Co. 

Arvin Industries, Inc. 

SPiacanetni 68, 69, 70 and 

Atlantic Conduit Fittings Co. 


Atlantic Steel Co. 


B & C Metal Stamping Co. 
Benjamin Electric Mfg. Co. 
Briegel Method Tool Co. 
Buchanan Electrical Prod. Co 
Buffalo Forge Co. 

Bulldog Elec. Products Co. 


Burndy Engineering Co. 


Cavalier Corp. 59 
Ceil Heat Div. Homes, Inc. 63 
Certified Ballast Manufacturers bd 
Columbia Steel Co. 14 and 15 
Commercial Trade Institute 105 
Compco Corporation 

Cornish Wire Co. 

Cross & Co., Inc., W. 


Crouse-Hinds Co. 


Davis Mfg. Co. 

Day-Brite Lighting,, Inc. 

Deepfreeze Div.—Motor Products 
Corp. 

Dominion Elec. Mfg. Co., Inc. 

Dreyfuss’ Sons, Jules J. 


Duncan Electric Mfg. Co. 


Eastern Fixtures Co. 


106 


Electromode Corp. 


Elgo Shutter & Mfg. Co. 


Farm and Ranch Publishing 
an 

Fasco Industries, Inc. 

Fast-Lok Mfg. Co. 

Federal Electric Prod. 
ee ome 

Fisher-Pierce Co. 

Fowler Manufacturing 


Frigidaire Division 


General _— Corp. 


G 


Gedney Electric Co. 
General Electric Co., (Composite 
1 Construction Material 
Div.) 
General Electric Co., 
(Lamp Div.) 
General Electric Co., 
(Wire & Cable) 
General Electric Co. 
Wiring Devices-Construction 
Materials Div. Back Cove 
General Mills, Inc. 
(Home Appliance Dept.) 
General Switch Corp. 
Glatthar Lighting Co., The 
Graybar Electric Co 


Guth Co., Edwin F. 


H 


Helwig Company 

Homes, Inc. 

Hoover Co., The 

Hotpoint, Inc. 

Hubbard & Co. 

Hunter Fan & Ventilating Co., 


Inc. .. Front Cover 


Ideal Industries, Inc 


Illinois Electric Porcelain Co. 


International Lighting 


Exposition 


Jackson Mfg. Co., W. L 


Jones Metal Prod. Co. 


K 


Killark Elec. Co. 
Kinston-Conley Div. 
Hoover Co., The 


Krueger & Hudepohl 


Leviton Mfg. Co. 
Light & Power Utilities Corp.. 
Lint, Clyde W. 


Lithonia Lighting Products Co. 


M 


M & W Electric Mfg. Co. 
Inc. 

McGill Manufacturing Co., Inc. 

Marcus Transformer Company 
Inc. 

Markel LaSalle 

Monitor Controller Co 


Motorola, Inc. 


National Electric Products 


Corp. 10 and 


0 


Okonite Co. 


P 


Paragon Electric Co. 
Penn-Union Electric Corp 
Perfect Line Mfg. Co. 
Pittsburgh Reflector Co. 
Progress Manufacturing Co. 


Pyle-National Co., The 


R 


Reed Unit Fans, Inc. 
Revere Electric Mfg. Co. 
Rome Cable Corp. 


Russell & Stoll Co., Inc. 


S 


Sangamo Electric Co 
Simplex Wire & Cable Co 
Southern Electrical Corp 
Square D. Co Third Cover 
Sta-Brite Fluorescent Mfg. Co.. 64 
State Stove and Manufacturing 
Co. 
Steel City Elec. Co 


Stewart, S. J. (Electric) 


T 


Tennessee Coal, Iron & Railroad 
Co, 14 and 15 
Thor Corp. 107 
Tomic Sales and Engineering 
Co. 
Triangle Conduit & Cable Co., 
Inc. 
Trumbull Electric Mfg. Co 


Tuttle and Kift, Inc 


U 


United States Rubber Co., Inc 
(Tape Division) 
United States Steel Co 


U. S. Treasury 


Viking Air Conditioning Corp. 


Wagner Malleable Products Co. 
Wakefield Brass Co., The 
Fr. W Second Cover 
Westinghouse Electric Corp 
(Appliances) 
White Products Co 
Wiegand Co., Edwir 
Wind Way Fan and 


Ventilator Co 


Y 


Youngstown Sheet & Tube 


Z 


Zenith Radio Corp 108 
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WHAT THE 


FRANCHISE 
MEANS 








| Send 'em 
Back to School 


the Zenith Way 


R School days: School days, f 
J they are Zenith Selling dayg e, 


OT 


V4 


AQ» 
IX 4 


There’s something for everyone here on thie 
page—high-flying students, book-wormish 

profs. It’s famous Zenith Quality in Radios, 
Radio-Phonographs and Portables. Just showing 
*em sells ‘em . . . and lets you capitalize on an 
August bonanza of back-to-school prospects you'll 
treasure the rest of your Dealer Days. Try it and 
see! Send ‘em back to school the... @Zenith way! 


The new Zenith “Saratoga” with Cobra- 
Matic Record Player and 7'4-Inch Speaker 
—The largest speaker ever in a Zenith 
table radio-phonograph! With the famous 
Cobra-Matic for new record-playing thrills 
... powerful Zenith AM radio. Perfect for 
on or off the campus fun! Model H664 





lal 1% 
eae 
ZK Ne 


The famous Zenith Super Trans-Oceanic for The new Zenith "H401" Portable with The new Zenith Tournament” for 


world-wide entertainment and information 
—Better than ever before! Features six 
Short Wave Bands, famous Zenith Long 
Distance AM and Marine cnd Weather 
Coverage. Tunes in the war capitals and 
listening posts of the world. Keeps stu- 
dents up-to-date on international news 


tone and performance incomparable — 
A joy to behold—to hear—to carry 
anywhere ... that’s what the young 
folks say. Its brand new Dial Speaker 
design and tone circuits bring a revela- 
tion in tone and sensitivity unmatched in 
@ portable so small. Model H401 


all around good looks and rich tone— 

Bound to be radio's most copied design! 
Scientifically created to turn all its power 
into rich, glorious new tone quality and 
volume. Plenty of eye-appeal for school 
boys and girls in its Black, White or 
Swirl Walnut Plastic cabinet. Model H511 





and events! Model H500 


Write Your Distributor 
for Zenith’s Complete 
Back to School Pro- 
motion Package Now! 


The popular Zenith Clock-Radio for 
© soft, soothing “Good-Night" and a cheery “Good 
Morning" —Students love it! A superbly-toned radio 
that lulls them to sleep at night ... wakes them gently 
in the morning. Automatically turns coffee maker, bed 
lamp, heating pad or electric fan on and off. Sells on 
sight! In Ebony, Ivory or Walnut plastic. Model H516 


Zenith Radio Corporation, Chicago 39, Illinois - Also Makers of Fine Hearing Aids 
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SM DESIGN LEADERSHIP. souseran 


MHP CIRCUIT BREAKER DISTRIBUTION PANELETTE for 2 
3 or 4 wire power systems. Varying job requirements can be met by using 
different combinations of standardized components available from Electrical 


Distributor stocks. 
@ INTERIOR consists of three cylin- 15 to 100 amperes, 240 volts A.C., 
drical bus bars, neutral plate andnec- two and three pole common trip units, 
essary barriers firmly supported on an for motor loads—15 to 50 amperes, 
insulated steel pan and equipped with 120 volts A.C., two individual trip sin- 
a breaker-retaining trim plate held in gle poles per unit, for lighting loads. 
place by four thumb screws. Unused OTRIM has door with directory 
breaker mounting space is covered by frame and flush lock with standard 
a scored sliding plate. Extra plate keying. Available flush or surface. 


i il k ff. 
pee nee @ Box is 5%" deep and either 14” 
@ "PLUG-IN" BREAKERS are thermal- (single row) oF 20” (double row) wide. 


magnetic. Positive pressure jaws tight- Available in four basic lengths with am- 
ly grip round bus bars. Available in ple knockouts and large wiring gutters. 


bulletin, Write Square D Company, 6060 Rivard St., Detroit 11, Mich. 


for descriptive 


ASK YOUR ELECTRICAL DISTRIBUTOR FOR SQUARE D PRODUCTS 


D RO 
SQUARE D COMPANY CANADA LTD., TORONTO S$ 


a ee ee 


QUARE D de MEXICO, 5. 












A. MEXICO CITY, bD.F. 
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With this remote-control 
wiring system built into 
the top of a coffee table, 
Mr. John Aldrich has in- 
stant finger-tip control of 
every fixture in his 
remodeled showroom. 
Here, at the Aldrich 
Electric Company in 
Patchogue, N. Y., Mr. 
Aldrich can demonstrate 
his entire fixture line 
from one spot. This in- 
stallation helps sell fix- 
tures, and doubles as a 
working demonstration 
of the G-E remote-con- 
trol wiring system. 


ontractor Profits Two Ways 
with G-E Remote-Control Wiring System 


How many ways can you profit by recommending and installing 
General Electric remote-control wiring systems? Mr. Aldrich 
gained by getting a sales-building showroom with flexibility of 
control impractical with conventional systems. 

You may find the same values in G-E remote control. Or your 
profits may come from getting important contracts that logically 
call for G-E remote control; or your share of a job may be 
incréased, because you provided an imaginative touch to solve 
wiring requirements. 

Find out about G-E remote control for multicircuit switch- 
control systems for industrial and commercial buildings and for 
homes. Write for a free copy of the G-E Remote-Control Wiring 

The G-E remote-control wiring installation simplifies roughing in. System Manual. Talk to rts G-E Construction Materials dis- 
Mr. Aldrich, who is also an electrical contractor, realized con- tributor about consumer sales helps that are available. Section 


siderable material savings using small-size, light-weight, low- 175-824, Construction Materials Department, General Electric 
voltage wire for the switch controls. 


Company, Bridgeport 2, Connecticut. 
Goe CON fue Poe confidence in — 
GENERAL ELECTRIC 
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